BANKING 


JOURNAL OF THE AMERICAN BANKERS ASSOCIATION 


UNE 1955 


G.S.B. ALBUM 
(See pages 3 and 69) 


Know Your Health Insurance (pose 54) 


Washington Views of the Reasons for Bank Mergers ‘pase 6s) 


| 
j 
| 
| 
j 


Just two weeks before, the renter of this safe 
deposit box had had access to it. Now, the 
box had disappeared. 

How? To this day, no one has ever dis- 
covered. But the renter entered a claim 
against the bank for the contents, an amount 
in excess of $50,000. 

In a now famous court decision, the bank 
was found liable. Fortunately, however, at 
the suggestion of an alert representative of 
the AZtna Casualty and Surety Company, the 
bank was carrying Comprehensive Safe De- 
pository Liability Insurance. As a result, it 
was reimbursed for practically the entire 
amount of the loss. 

Frequently, this is the type of “impossible” 
loss that banks overlook in planning their 


insurance. The AZtna Plan — pioneer system 
of risk and insurance analysis — provides the 
ideal way to make sure your bank has the 
right protection in the right amounts. 

For, using this modern, highly efficient 
Plan, your Atna representative will analyze 
the risks you face and recommend the types 
and amounts of coverage you need. In ad- 
dition, he will set up continuing controls 
to keep your program always in line with 
changing requirements. 

Through the A®tna Plan, thousands of 
banks are now enjoying better, more com- 
plete protection. For details on how the 
“Etna Plan can help your bank, contact the 
representative of the A&tna Casualty and 
Surety Company in your community. 


ATNA CASUALTY AND SURETY COMPANY 


AFFILIATED COMPANIES: ATNA LIFE INSURANCE COMPANY 


AUTOMOBILE INSURANCE COMPANY 


HARTFORD 15, CONNECTICUT 


STANDARD FIRE INSURANCE COMPANY 
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Warning... 


Just as radar warns of enemy aircraft 
before they can do damage, safety paper 
detects and gives warning against check 
tampering. This round-the-clock protec- 
tion is assured your depositors when you 
supply them with checks lithographed 
on La Monte Safety Papers. At the same 
time, you compliment your patrons by 
serving them with a product of obvious 
quality. Your lithographer can show you 
samples of La Monte Safety Papers... 
or we will gladly send them direct. 


A Check Paper 
Ali Your Own 


Thousands of banks and 
many of the larger corpora- 
tions use La Monte Safety 
Papers with their own 
trade-mark or design made 
in the paper itself. Such 
INDIVIDUALIZED check paper 
provides maximum protec- 
tion against both alteration 
and counterfeiting — makes 
identification positive. 
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Just a Minute 


@ 


G.S.B.'s 20th Birthday 


Jone again—and G.S.B., A.LB., 
and a dozen or so state association 
meetings to make the month an im- 
portant one for bankers. 

The Graduate School of Banking 
opens its 21st resident session at 
Rutgers University on June 13, and 
two weeks later will graduate its 
19th class. Established two decades 
ago by the American Bankers Asso- 
ciation, this course for bank officers 
reaches an important milestone with 
a capacity registration of 1,070. 
And we help celebrate the 20th an- 
niversary with an eight-page spe- 
cial section. 

For the American Institute of 
Banking this is convention month; 


@ 


OOH 


its 53rd annual meeting opens in 
Miami, Fla., on May 30, continuing 
through June 3. The past year has 
brought impressive membership and 
enrolment records for A.I.B., facts 
duly noted in the officers’ reports 
prepared for Miami. 


State bankers associations, now in 
the midst of their convention sea- 
son, have had a good year, too. A 
number of important and productive 
innovations have appeared, offering 
better service to the banks and thus 
to the public. 


The Graduates 


J UNE is likewise the month when 
the bank executive’s thoughts—par- 
ticularly if he’s the personnel man- 


THIS MONTH’S COVER 


The open photo album on our cover (and above) marks the 


occasion of the Graduate School’s 


20th birthday. The story 


starts on page 69 
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DRIVE - UP 
BANKING 


Happ? 


ager—turn to the new crop of high 
school and college graduates. How 
many of ’em can he persuade to try 
the banking business? 

Many of the larger banks, of 
course, send representatives to the 
campuses, well ahead of commence- 
ment day, to outline the attractions 

(CONTINUED ON PAGE 5) 
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THE THINKING MACHINE 
OF AMERICAN BUSINESS 


...and the big-capacity, fully automatic Friden handles other 
kinds of bank figure-work in a simpler, faster, more accurate 
way than any calculator you have ever seen before. For example: 


@ Average Daily Balances @ Amortization 
@ Account Analysis @ Percentages and Ratios 
@ Foreign Exchange @ Federal Reserve Rediscounts 
@ Bond Prices, Yields, @ Account Costs 
Invoices 


@ Interest on Notes, 
@ Average Daily Float Mortgages, Small Loans 


Alexander Pope, 

no banker but a poet, 
put his finger on a 
major banking problem 
when he wrote, 

“To err is human...” 


_ banks can’t afford the human 
errors in figure-work that pile up 
overtime...can’t afford the friction with 
customers human errors cause... can’t 
afford to stay with figuring methods that 
involve only tables or adding machines. 


Your answer is the fully automatic 
Friden—which performs more figure- 
work steps without operator decisions 
than any other calculating machine ever 
developed. Call in your nearby Friden 
Man and see this proved! Friden sales, 
instruction, service available throughout 
the U.S. and the world. FRIDEN CALCULAT- 
ING MACHINE CO., INC., San Leandro, Calif. 
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Top, Drawing of Hamilton Hall, new Rutgers dormitory. It is expected the build- 
ing will be ready for Graduate School of Banking students at the 1956 session. 
Below, Rutgers’ prospective library where some G.S.B. classes will be held 
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and advantages of banking to the 
seniors. Also, numerous banks pub- 
lish attractive brochures which de- 
scribe the opportunities offered 
young people. 

A recent publication along this 
line came to this desk the other day. 
It’s “Modern Banking as a Career,” 
issued by The New York Trust Com- 
pany. 

The pamphlet points out that the 
scope of banking has greatly broad- 
ened in the past decade, due partly 
to the increase in the number of 
people dealing with banks and the 
resulting expansion of services, and 
partly to the complexities of modern 
business management. 

The changes “have brought to 
banks new thinking, new attitudes, 
and the sound, healthy progress 
which banking has experienced 
should continue over the years.” 

Briefly, Graduates, the banking 
business is a good one to be in. 


"Straightaway English" 


Tue General Services Administra- 
tion in Washington has asked Gov- 
ernment letter writers to try using 
simple English. 

A 47-page manual, ‘Plain Let- 
ters,” notes that “needless words 
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pile up needless costs, and foggy 
meanings exact their tolls from the 
tax bin. 

“There are those people in Gov- 
ernment who can write plainly, but 
oftentimes don’t,” asserts the man- 


ual. “After all, they say of their | 


own writing: that’s Government 


style.” 


“Let the word go down from the | 
highest places in Government to the 


lowest: Use straightaway English— 
that’s Government style.” 

The manual prints a long list of 
hackneyed words and phrases, and, 
on the constructive side, recom- 
mends a 4-S formula: Shortness, 
Simplicity, Strength, and Sincerity. 


"What Do Banks Do 
Besides Merge?" 


In its “Topics of The Times” col- | 


umn the other day, the New York 


Times had a friendly piece about | 
banks. It quoted a precocious child, | 
“whose eyes had somehow strayed | 


to the financial pages,” as inquiring, 


“What do banks do besides merge?” | 


“After the adults had their 
chuckles,” continued the writer, “the 
inquisitive one was told that banks 
were good places to keep money, and 
was urged to go forth to enjoy the 


No. 2213 
Bank 
Sorter 


OUTPERFORMS 
ANY MANUAL 
SORTER on the Market! 


For daily sorting of items to be posted the 
Kohlhaas Bank Check Sorter has all the 
operator features to make it the fastest sorter 
— the most accurate sorter on the market. 


| Alphabetical guides can be variéd to suit your 
requirement, and em pop-out name guides 
are available for fill-i 

tors give complete index visibility and assure 
a light, easy sorting operation. 


Write for complete information 
and prices — 


n. Metal guide separa- 


the KOHLHAAS co. 
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Australia's 
Continuing Development 


Industrial... Commercial and Financial Information 


Designed to provide factual information for businessmen 
this new booklet is now available on request. 


111 pages packed with carefully selected facts, graphs, 
maps, and illustrations, describe the Australian scene, 
the people, primary and manufacturing industry, power 
resources, trade, transport and communications, private 
and public finance, and the social pattern. 


A.N. Z. BANK 


AUSTRALIA AND NEW ZEALAND 
BANK LIMITED 


Overseas Department: 


394 COLLINS STREET, MELBOURNE 


Over 800 Branches and Agencies throughout Australia and New Zealand, 
in Fiji, New Guinea and Papua, and in London. Agents throughout the 


world. 


THE HUNDRED LARGEST BANKS 


On occasion banking publications print 
a list of the nation’s one hundred largest 
banks. Such a list no doubt is of special 
interest to people in the banking 
fraternity, and perhaps also to certain 
manufacturers who are seeking large 
bank business. We at DeLuxe have 
never attached much significance to it 
because our interest is in all the banks 
and not in any one segment. 


Recently, however, one of our 
embryonic sales analysts ran a tape 
showing our 1954 sales to the hundred 
largest banks, and the total was rather 
impressive. Naturally, the first thing we 
noticed was that there were nine banks 
to whom we had sold nothing at all. 
We then observed that five banks had 
enriched us to the extent of three dollars 
each. This was more encouraging 
because, believe you us, some of our 
nicest relationships started with less. Of 
the remaining eighty-six banks, thirty- 
seven were substantial buyers, some 
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CHECK PRINTERS 


funning around fifty thousand dollars 
and a goodly number well over one 
hundred thousand, with the trend on 
the “‘up”’ side in almost all cases. 


Actually, serving large banks is no 
different than serving small banks. Ina 
way, it is really the check user that we 
serve. If he gets his supply when he 
wants it, and if he likes what he gets, 
then it makes little difference to us what 
size bank he does business with. This 
year we will handle well over three and 
one-half million orders for customers 
who have their accounts in more than 
twelve thousand banks, and we have to 
produce for the little fellow who runs 
the local filling station with the same 
care as we do for the big business tycoon. 
Similarly, we render the same fast service 
to all banks, large or small. We do 
appreciate, however, that it takes more 
time to win the confidence of the large 
banks, so it is gratifying to see the 
continued growth of our business with 
these institutions. 


Manufacturing Plants at: CLIFTON, PAOLI, CLEVELAND, 


INDIANAPOLIS, CHICAGO, KANSAS CITY, ST. PAUL 


sunshine and air. But it was a ques- 
tion that most of the adults whose 
dealings with banks are limited to 
depositing and withdrawing money 
by check would be hard pressed to 
answer in detail. Banks, these days, 
do an extraordinarily large number 
of things for their customers; many 
offer services which a sizable pro- 
portion of their customers never use 
because they just do not know about 
them.” 

The editor went on to review the 
list of bank services: checking, 
banking by mail, savings, transfer 
of loans, trust services, etc., etc. 

“That by no means exhausts the 
everyday functions of a large bank,” 
he concluded. “But it is a begin- 
ning. The customer may well won- 
der how, with all these—and more 
—activities going on, his bank will 
manage to catch his three-dollar 
overdraft in such short order. But 
it will—every time.” 


Deflation ... But Quick and How! 


Ws: have the Times to thank for 
this one, too. It appeared in Meyer 
Berger’s column, “About New York,” 
a daily collection of little stories 
that reflect the doings of folks who 
don’t quite make the regular news 
columns. 

“Agnes McCann, red-haired sec- 
retary for the Institute of Life In- 
surance,” wrote Mr. Berger, “put 
$11.71 in cash through a teller’s win- 
dow at a midtown bank yesterday 
and asked for a registered check. 
She wanted to pay her first quar- 
terly state income tax instalment. 


(CONTINUED ON PAGE 11) 
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e rode 
the 
red ball 


express 


Not the safest job in the world—patrolling the 
supply routes from the beachheads in Normandy 
to the front lines in northern France—particu- 
larly during the early weeks after D-day. But 
all in the night’s work for ROY WEST, whose 
QM outfit originated the famous Red Ball Express. 


Today Roy’s driving is in safer, more pleasant 
surroundings, for he travels in Wisconsin, North- 
ern Michigan, Minnesota and South Dakota for 
the American National Bank. Between trips he 


-grows roses in his garden in the Chicago suburb 


of Northfield, serves on the local school board, 
and devotes himself to his wonderful family— 
wife Mary, son James aged 8, daughter Sheila 
aged 6, dog Hoppy, and cat Hadacol. 


Roy knows the American Way in banking 
from the ground up. He started here in 1934 and 
has been with the American National Bank ever 
since—bar the war years. He specialized in 
investments until 1947, when he joined the cor- 
respondent bank division. He is thoroughly 
familiar with the services we perform for our 
banker customers. 


American National Bank 
and Trust Company of Chicago 


LA SALLE AT WASHINGTON « CHICAGO 90, ILLINOIS 
Member Federal Deposit Insurance Corporation 
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Here, for the first time, are tricycle 
tractors by Ford .. . 3 new models in two 
power sizes. This brings to eight the number 
of new, advanced Ford Tractors from which 
farmers can choose. It means that Ford 
Tractor and Implement Dealers now have 
a line that meets the needs and power 
requirements of nearly every farmer, 
regardless of acreage farmed or type of 
farming operation. 


This is one more forward step in a pro- 
gram aimed at capturing an increasingly 
larger share of the farm machinery market. 
As one result of this program, choice 
opportunities have become available for 
additional Ford Tractor and Implement 


A significant announcement for Ford Tractor Dealers 
...and for the leading bankers with whom they work 


Dealers in several parts of the country. 


Perhaps you know of some deserving 
individual with the qualifications for man- 
aging a successful farm machinery dealer- 
ship. If so, you can help launch this man 
into a successful future by suggesting that 
he get in touch with the General Sales 
Manager, Tractor and Implement Division, 
2560 East Maple Road, Birmingham, Mich. 
We'll be happy to explain how a Ford 
Tractor and Implement Dealership—long 
one of the most valuable and profitable 
opportunities in the farm equipment 
business—today offers far greater sales 
possibilities than ever before. 


TRACTOR AND IMPLEMENT DIVISION - FORD MOTOR COMPANY, Birmingham, Michigan 


[TRACTORS | 


3-PLOW 4-WHEEL 3-PLOW TRICYCLE 


2-PLOW 4-WHEEL 


2-PLOW TRICYCLE 3-4 PLOW DIESEL 
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NEW... 
Ford Tricycle 


900 SERIES 


Full 3-Plow Power 
5-Speed Transmission 
Live PTO Model Available 


700 SERIES 


Full 2-Plow Power 
4-Speed Transmission 


June 1955 


900 
a 
J rae 
9 


This year 


we'll have 


a real vacation... 


Like many other young couples 
with a growing family, Mike and 
Betty Ann Moran usually found 
themselves short of ready cash 
when vacation time rolled around. 

But not this year. This year 
they’re going to have the vacation they dreamed of—two weeks’ holiday, 
without a care in the world. It all started a year ago with that circular which 
explained how easy it was to save for a real vacation the Vacation Club way. 

Betty Ann and Mike talked it over and decided to join the Vacation 
Club. Today, 50 weeks of easy payments later, they havea nice check from 
their Vacation Club that will take care of all their needs. 

Thousands of other thrifty people like this couple plan ahead to make 
their holidays more fun. But that’s only part of it; they get acquainted with 
your staff, become good prospects for the other services you offer. 

Let us send you some examples of the ways other banks and savings 
institutions are using Vacation Clubs to help build business. Just drop us 
a note on your business letterhead. There’s no obligation. 


VACATION CLUBS e SCHOOL SAVINGS e ALL PURPOSE CLUBS e TAX CLUBS 


MENT Dowporation 
| 30 | FOUNDED BY HERBERT F. RAWLL 
4 230 PARK AVENUE, NEW YORK 
DUE THIS WEE K ot STAFF MEMBERS THROUGHOUT AMERICA 
nee x BUILDS CHARACTER e BUILDS SAVINGS e BUILDS BUSINESS FOR FINANCIAL INSTITUTIONS 
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“Somebody said 


‘thank you’ !” 


(CONTINUED FROM PAGE 6) 

“The teller put the check through 
a machine, slipped it into an en- 
velope, and Miss McCann went back 
to her seventh-floor office. 

“An hour or so later, a white-faced 
teller and one of the bank’s execu- 
tives burst in. They had traced her 
by her hair. Did she still have the 
check they had made out for her? 

“Miss McCann took it from her 
drawer. Up to that moment she 
hadn’t even looked at it. She had 
meant to mail it on the way home. 
When she saw it her heart leaped. 

“The bank people took it gently 
from her fingers. It had been made 
out for $2,300,011.71. 

“Miss McCann is a philosophical 
girl. She just said, ‘I was a multi- 
millionaire for more than an hour, 
and never knew it.’ ”’ 


At the Grand Canyon 


Tue thousands of people who have 
received “Business Trends in Ari- 
zona,” a newsletter written by 
George V. Christie, vice-president 
of the First National Bank of Ari- 
zona, Phoenix, recently got from Mr. 
Christie a communication calling at- 
tention to something which he felt 
was of “more ethical and cultural 
interest than anything which ever 
appeared” in “Trends.” 

The project is the Shrine of the 
Ages Chapel, a nonsectarian church 
which is to be built by public sub- 
scription, near the rim of the Grand 
Canyon. It will be, Mr. Christie 
said, “for people of all faiths,” a 
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place where ‘in contemplation of 
this magnificent scene we can truly 
recognize our own stature in the 
scheme of things.” 

Those interested in the Shrine, 
we’re told, have been assured by the 
Government that no other building 
of this nature will be permitted at 
the canyon. The site is near the area 
where Easter sunrise services have 
been held for several years. 


A State Grows Up 


From L. L. MATTHEWS, president of 
American Trust Company, South 
Bend, comes a clipping from the El 
Reno (Okla.) Daily Democrat an- 
nouncing to the populace (in 1911) 
that L. A. Wilson, president of the 
First National Bank of that city, 
had been made a member of the 
Executive Council of the American 
Bankers Association. 

“Never until recently,” said the 
paper, “has Oklahoma had a large 
enough membership in the Amer- 
ican Bankers Association to allow 


* this state two members of the Coun- 


cil. Now it has passed the 300 mark 
and Mr. Wilson has been elected.” 
A letter from Fred E. Farnsworth, 
A.B.A. general secretary, to Mr. 
Wilson announcing the news was 
also published, together with a quo- 


tation from the Oklahoma Banker | 


which noted that the state’s other 
Councilman was Daniel W. Hogan, 
president of the Farmers National 
Bank, Oklahoma City. 

Mr. Matthews reminds us that Mr. 
Wilson is now living in Ann Arbor, 


YOU'RE 
OUR 
BUSINESS 


In addition to providing the perfect haison 
system for mortgagee-dealer relations, 
Foremost Insurance Company —special- 
ists in mobile home insurance— provides 
a Vendors’ Single Interest plan protect- 
ing your interest in the chattel every 
minute there is an unpaid balance 
Contact your Foremost agent today 
for full details, or write, wire or phone: 


FOREMOST 
INSURANCE 
COMPANY 


Grand Rapids 3, Mich. 


BANK SIGNS 


Picture the name of your bank in en- 
during bronze and aluminum .. . the 
names of your personnel in handsome 
desk plate of the same dignified metal. 

Let us show you how we can give 
you the very finest signs, desk plates 
and bulletin boards to suit your every 
need . at most economical prices. 


Send for free illustrated catalog 


DESK NAMEPLATES 


2''x10"" one line of copy $7.50 
22''x10"" twe lines of copy .$9.00 
on bronze eas her styles available 


“Bronze Tablet Headquarters” 


UNITED STATES BRONZE SIGN CO., Inc. 


570 Broadway Dept. B New York 12, WN. Y. 
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Just off the Press! 
~WARREN’S 


EXPANDED 


CALCULATOR 


NOW INCLUDES 
19% RATES from 
312% to 712% 


Both “GROSS” Charge 
and “DISCOUNT” Basis 


Calculations at a Glance, 


for consecutive monthly periods 
from 6 mos. to 24, then for 
30 and 36 mos. 


NEW Format 


GROSS RATES 


DISCOUNT RATES 


Warren’s Personal Loan Calculator, au- 
thored by Donald B. Warren, nationally 
known Actuary, is based on its widely 
accepted method of discount computation 
introduced by FHA. Most “add on” or 
“discount” basis tables produce too low a 
charge for periods of less than a year 
and too great a charge for periods of 
more than a year. Warren’s Calculator 
makes charges for all loan periods more 
equitable. 

All tables are arranged in columar state- 
ment form showing net proceeds, amount 
of note and monthly payments. Contains 
twice the amount of data in former edi- 
tions, but with no increase in price! 

For convincing proof of its value in your 
operations — send for a copy on 10 days 
FREE trial — no obligation if you are 
not satisfied in every way. 


DELBRIDGE 


Calculating Systems, Inc. 
2502 SUTTON AVENUE « ST. LOUIS 17, MO. 
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| Mich. He was one of the first board 
| members of the Federal Reserve 


Bank of Kansas City, later moving 
to Los Angeles where he established 
three banks. 

And former Councilman Hogan 
is the father of Daniel W. Hogan, 
Jr., president of the City National 
Bank and Trust Company, Okla- 
homa City, who is active in the 
A.B.A. Savings and Mortgage Divi- 
sion. 


Forever Brooklyn 


R the poem about the cor- 


ner of a foreign field that is forever 
England? 
Well, thanks to The Hanover 


| Bank, New York City, there’s now 


a corner of Great Texas that is for- 
ever Brooklyn. 

It seems that in Dallas there 
dwells an engineer named James 


| Shireff who once lived in Montclair, 


N. J. His current residence is con- 


| siderably less important, however, 


than his allegiance to the Dodgers. 
Winning streak or losing streak, 
pennant or second division (perish 
the thought!) they are his boys. 
And when Jim moved to Dallas he 
missed ’em. The sports page stories 
were no substitute for the trip to 
Ebbets Field to see the Duke, the 
Pee-wee, and the Campanella. (You 


gets to feel dat way about Dem 
Bums!) 

Briefly, Mr. Shireff was a very 
homesick Dodger fan, and he 
yearned for something more inti- 
mate than a newspaper clipping to 
remind him of his team. 

In New York the other day Mr. 
S.’s business associate, George A. 
Bouhe, was visiting the Hanover. 
When the talk turned to baseball, 
the Dallas man mentioned the plight 
of the Dodger fan back home. 

“He wants,’’ sighed Mr. Bouhe, 
“something definitely Brooklyn.” 


How About a Piece of the Infield? 


Well, how about a shovelful of 
dirt—good infield dirt—from Eb- 
bets Field? Anything better than 
that? Perhaps it could be arranged. 

It could, indeed—and was. Out 
to the Field went Mr. Bouhe in tow 
of Hanover men; and he dug into 
the sacred soil just back of second 
base. And his diggings he carried 
back to Dallas and his friend, Mr. 
James Shireff. 

Mr. S. even has a certificate, writ- 
ten in the Dodger offices, attesting 
that the soil was really from (say 
it piously) Ebbetts Field. The paper 
is signed by Jack O’Brien, the Field’s 
superintendent. Couldn’t be more 
official! 


At Ebbets Field, Brooklyn, George A. Bouhe of Dallas, right, gets a sample of 


| the Dodgers’ infield for a homesick friend. 


Watching are Jack O’Brien, the 


Field’s superintendent, left, and Arthur Baker of The Hanover Bank’s bank rela- 
tions staff, which arranged the ceremony 
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Perlormance 
has earned Approval 


for homes manufactured by 
United States Steel Homes, Inc. 


The products of United States Steel Homes have won 
overwhelming approval wherever their quality, perform- 
ance, and construction have been examined. They have 


Pacific Coast 
Building Officcats > every state and municipality that operates under a per- 


been erected in 44 states and now carry the approval of 


formance code. They are accepted by the Southern Build- 
ing Code Congress, without reservation, and can be 
erected even in coastal areas in full compliance with the 
code. They meet every performance requirement of the 
Building Officials Conference of America, the Pacific 
Coast Building Officials Conference, and the New York 
State Code Commission. After careful inspection, Parents’ 
Magazine has awarded them its Seal of Commendation. 


This nationwide approval assures you that any prod- 
uct of United States Steel Homes is a good home—well 
designed, well built, and well received. And remember, 
it is built by an experienced local builder with a reputa- 
tion for high grade construction. Write for complete in- 
formation. You'll be seeing a lot of these homes in your 
area this year. 


United States Steel Homes, Ine. 


GENERAL OFFICES: NEW ALBANY, INDIANA 


sussipARY OF U NITED STATES STE E L corporation 
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WHEN YOU WANT 
THE BEST 


and the MOST 


for your money 
sPECIF 


THE 
ORIGINAL 


COIN CHANGER 


“The Lowest Priced Modern Changer” 


H » Removable top tray 
Exclusive Features: ben. 
There must be a reason why banks in 
48 states insist on the MP JR. Metal 
Products Engineering has enjoyed a 
reputation of complete reliability for 
the past 15 years. 

FACTS PROVE you are getting the most 
dependable changer available. Over 5000 
MP JR’s sold throughout 
the United States and not 
one penny spent for 
factory service. 

SIZE: 8"x10"x6%". Weight 9 lbs. 
Sturdy aluminum — gray m- 
mertone finish. Parts and work- 
manship fully guaranteed. 


NEW! and Low Priced Too! 


Streamlined 


BANTAM 


Coin Changer 


This smaller version of the Junior without 
removable top tray measures only 6’x 5” 
x 10”. Top section holds one roll of each 
type coin, including silver dollars. Capac- 
ity $125.00. This guaranteed modern and 
space-saver and a bargain buy. 

Smooth operation, trouble-free 
service. PLUS TAX 


BRAND NEW! 
Streamlined 

COIN 
HOLDER 


Made for speed and efficiency, this small 5%” x 6%” 
x 5” holder weighs only 4 pounds. Made of alumi- 
num with gray hammertone finish it holds almost 
two rolls of each type coin from pennies to half- 
dollars. It has rubber feet, special grooves to pro- 
tect finger-nails, and a coin capacity of nearly $80.00. 
Popular for small banks, stores and offices. Top sec- 
tion holds ten silver dollars or more 50c 
pieces. 
OTHER MP VALUES 

MP Senior w/silver $ key—$70.00 plus tax 
MP Junior Roll out base —$22.50 plus tax 
MP Stamp Pad & Pen Set—$10.95 no tax 


Modern Products... Moderate Prices 


PRICE 


$1195 


METAL PRODUCTS ENGINEERING, INC. 


4000 Long Beach Ave., Los Angeles 58, Calif. 


AROUND: | 
OUR: 


F OR some time she had been cash- 
ing checks at the drive-in teller’s 
cage and had found this “park while 
you bank” idea a time-saving oper- 
ation. But this morning she had a 
deposit to make, and, along with the 
endorsed checks, there were several 
$20 bills. 

“Do you take deposits at this win- 
dow, too?” she asked. 

“Yes, indeed,” was the response, 
“lots of them. I’ll handle it for you.” 

The customer hesitated. “Well, I 
appreciate your willingness,’’ she 
said, placing the deposit back in her 
purse, “but I just believe I'll carry 
this deposit around to the inside of 
the bank—it seems just a little 
safer!” 


* Goon morning,” said the teller. 
“What can I do for you?” 

“Well,” hesitated the burly man 
standing with his hands in his 
pockets, ‘I wanted to find out if my 
last check has come in yet.” 

“T’ll try to find out for you,” said 
the teller. “What date was it writ- 
ten, what was the number, and to 
whom was it payable?” 

“Good gosh, how do I know!” 


was the startled reply. “I never 
keep any stubs on my checks, but 
I just thought the account might be 
getting down pretty low. I just 
wanted to find out if that last check 
had been charged and I thought of 
course you'd know!” 


He HAD financed his ‘‘new”’ second- 
hand car at the bank and had been 
consistently dilatory in making the 


monthly payments. When two in- 
stalments had become past due and 
unpaid, a representative of the bank 
was sent over to collect. The cus- 
tomer said he didn’t have the money 
for the two delinquent payments 
and what did they think they could 
do about it, anyway? If he didn’t 
have the money, he just plain didn’t 
have it. 

“Well,” said the collector, “you 
either have to make the payments 
or let us take the car.” 

‘What do you mean,” shouted the 
debtor, “insulting me in my own 
house!” 


a | WANT to get some important 
papers out of my safe deposit box,” 
said the lady at the window, “and 
I forgot to bring my key along. I’m 
in a terrible hurry so please take 
the bank’s key in there and open 
the box for me and take out that 
big blue envelope on the top and 


bring me the yellow stock certificate 
you'll see there.” 

The clerk explained that it re- 
quired both keys to open the box, 
and also that the renter of the box 
was the only one who had access 
to it. She suggested that the cus- 
tomer call her home and ask that 
someone bring the key. 

“Oh, come on, now,” said the lady, 
incredulously, “you know the bank 
has a master key that opens any box 
the bank wants opened!” 

The clerk assured her that this 
was not true; that both the bank’s 
key and the customer’s key were 
required, that if the customer’s key 
were lost it would be necessary to 
have the box drilled to get it opened. 

“Well, I declare!” said the cus- 
tomer. “I’ve always heard bank 
folks tell that, but I thought it was 
just hot air and that everybody in 
the bank knew just what folks had 
in their safe deposit boxes. I thought 
I’d try you out and see if that 
wasn’t so.” 

And from her purse she produced 
the “left-behind” key and handed it 
to the clerk. 

BELLE S. HAMILTON 
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Board of Directors 


Epwarp E. Brown 
Chairman of the Board 


CHEsseR M. CAMPBELL 
President, 


the Tribune Company 

J. D. FarrincTon 
President, Chicago, Rock Island 
and Pacific Railroad Company 
MarsHALL FIELD, JR. 
Editor and Publisher 

Chicago Sun-Times 

James B. ForGAN 
Vice-Chairman of the Board 


Wa M. HEYMANN 
Executive Vice-President 


Henry P. IsHam 
President, Clearing Industrial 
District, Inc. 

James S. KNOWLSON 
Chairman of the Board, 
Stewart-Warner Corp. 


Homer J. LivincsTon 
President 


Hucuston M. McBain 
Chairman of the Board, 
Marshall Field & Company 

BentLtey G. McCioup 
Banker 


Harry C. MurpPuy 
President, Chicago, Burlington 
& Quincy Railroad Company 
Louis B. NEUMILLER 
Chairman of the Board, 
Caterpillar Tractor Co. 
James F, OareEs, JR. 
Chairman, The Peoples Gas 
Light and Coke Co. 
WILLIAM Woop PRINCE 
President, Union Stock Yard 
and Transit Company of Chicago 
CiareENcE B. RANDALL 
Chairman, 
Inland Steel Company 
H. SCRIBNER 
Winston & Company 


R. DouG.ias STUART 
Director, Quaker Oats Company 


Louis WaRE 
President, International 


Minerals & Chemical Corp. 
C. J. WHIPPLE 


Chairman of the Board, 
Hibbard, Spencer, Bartlett & Co. 


Joun P. WILson 
Wilson & Mcllvaine 


RosBert E. WILSON 


Chairman of the Board, 
Standard Oil Company (Indiana) 


Rosert E. Woop 


Chairman, Finance Committee, 
Sears, Roebuck and Co. 


The First National Bank 
of Chicago 


Statement of Condition April 11, 1955 


ASSETS 
Cash and Due from Banks 
United States Government Obligations . 
Other Bonds and Securities 
Loans and Discounts 
Real Estate (Bank Buildings and Adjacent Property) 
Federal Reserve Bank Stock ‘ ‘ 
Customers’ Liability Account of Acceptances 
Interest Earned, not Collected 
Other Assets 


$ 564,528,477.69 
862,375, 541.48 
153, 045,178.11 
1,171,683, 243.10 
1,672,672.37 
6,000, 000.00 

1, 728,676.51 
7,935, 352.80 
1,163, 067.11 

$2, 770, 132, 209.12 


LIABILITIES 


Capital Stock $ 100,000,000.00 
Undivided Profits 7,008, 823.53 
Discount Collected, but not Barned 2,400, 945.95 
Dividends Declared, but Unpaid 2,000, 000.00 
Reserve for Taxes, etc. 31,857, 298.94 
Liability Account of Acceptances 5 1,959, 333.31 
Time Deposits . $ 532,803,218.21 
Demand Deposits 1,802, 720,858.09 
Deposits of Public Funds 189,378,678.93 2,524,902, 755.23 
Liabilities other than those above stated 3,052.16 

$2, 770, 132, 209.12 


United States Government obligations carried at $266,479,435.44 are pledged 
to secure United States Government and other public deposits, trust 
deposits, and for other purposes as required or permitted by law. 


Building with Chicago 
since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Forget all you ever knew aboutb 


(Because this one does more work in less time 


Whatever you want in a bank bookkeeping machine, the new Burroughs 
Sensimatic has more to offer! Especially designed for commercial 
account posting, it’s easiest to use and fastest by far. Operators like 
the Sensimatic because they can learn to operate it so easily. 


Four big reasons why the Sensimatic is a boon to banks? 


Faster form handling. A smooth one-hand 

motion puts the form into the open carriage, 
positions it to the last line of posting—perfectly 
aligned for the next operation. 


Faster motor bar selection. The Sensimatic’s 

exclusive construction assigns a single major 
function to each motor bar. Operator decisions are 
reduced and posting is simplified. Both speed and 
efficiency are greatly increased. 


Faster indexing. The entire keyboard is 

designed for faster, more positive indexing— 
with scientifically improved slope and height, finger- 
tip key fit, and swift, uniform key depression. 


20 ane 20 


Faster, more automatic carriage movement. 

Carriage opens automatically, closes at the 
touch of the motor bar, tabulates forward or 
return, and completes posting. New amounts are 
indexed as machine computes. 


But wed need a whole book: to tell you all about the Sensimaitic! 


Now ... about that booklet 
on the Sensimatic Bank 
Bookkeeping machine. It’s 
yours for the asking. Call our 
nearest branch, or write to 
Burroughs Corporation, 
Detroit 32, Michigan. 


That’s right. There are so many other Sensimatic 
advantages that it would take a book. A few others are: 
automatic check count, automatic register totaling, date 
lock, list-posting tape, and activity counter ... all well 
calculated to save time and money. Built on Sensi- 
matic’s exclusive principle (with interchangeable four- 
job panels that let you switch it from job to job at 
the turn of a knob) this machine is perfectly suited to 
any bank—whether it be large or small. 
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mewith greater ease than any other!) 


The versatile new 


i BURROUGHS SENSIMATIC 


bank bookkeeping machine 


WHEREVER THERE’S BANKING THERE’S 


“Burroughs” and “Sensimatic” are trade-marks. 
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_ The new 
redesigned 


Rand M¢Nally 
BANKERS DIRECTORY 


for 


e Completely re-set in easy- 
to-read type : 


e Designed especially for 
faster reference work 


e Telephone numbers 
included 


e Complete foreign 
as well as American. 
listings 


e Accurately tabu- 
lated & designed 
for easy 
comparison 

of statements 


Published continuously since 1872 


South’s Banking School 
Has 112 Freshmen at 
Sixth LSU Session 


A FULL quota of 112 bank officers 
from 14 southern states was 
registered for the first-year class 
of the School of Banking of the 
South, starting June 5th at Louis- 
iana State University, Registrar R. 
Irby Didier announced. Applica- 
tions exceeded the quota. 

This three-year school entering 
its sixth year on the LSU campus, 
also has 121 bank officers in the 
second-year class, and 116 in the 
senior class. Formal graduation ex- 
ercises are scheduled for June 17. 

The school is sponsored by 
bankers’ associations of nine south- 
ern states and LSU. Its course of 
study is leveled toward bank ex- 
ecutives and officers. Over 100 ex- 
pert lecturers in banking and related 
fields serve as faculty members. 

Florida heads the list in freshmen 
registrants for this year with 20. 
Louisiana follows with 19, Missis- 
sippi 15, Texas 12, Tennessee 10, 
South Carolina 7, Arkansas 6, Ala- 
bama and Georgia 5 each, North 
Carolina 3, Illinois and Oklahoma 2 
each, and Missouri 1. 


Michigan BA Has Bank 


Women’s Conference 


ONE-DAY conference for bank 

women, held under sponsorship 
of the MICHIGAN BANKERS ASSOCIA- 
TION, proved so successful that MBA 
plans to make the meeting an annual 
event. This year’s pioneer session 
had an attendance of 172. 

In a preliminary letter to the 
membership, Executive Manager 
Ralph L. Stickle noted that the 
association, long aware of the in- 
creasing importance of women in 
banking, had established a Division 
of Bank Women. President Herbert 
H. Gardner appointed a committee 
to guide its activities, and the first 
order of business was to plan the 
recent conference. 

Irene M. Cole, women’s personnel 
director, Union Bank of Michigan, 
Grand Rapids, and division chair- 
man, presided at the meeting, held 
at the Kellogg Center, Michigan 
State College. 


BANKING 


| 
| 
| 
| 
| 
| 
= = — — 
Sixry Warr STRep, | 
TlONa, 
Ba Nk a 
Ban, 
& 
42 YEARS 
4 
| 
18 


not a creature can stir:.. 


one can enter...no one can leave ... mo one can move... 
without triggering the alarm .. . when premises are protected with a 
Diebold Ultrasonic System. From floor to ceiling and wall to wall... 
doors, windows and skylights . . . the entire area is constantly scanned by 
f inaudible ultrasonic waves. Sensitivity controls can be tuned to monitor fire 
Ultrasonic Systems can be used independently 
or as an additional “trigger” for or window breakage as well as intrusion. 


ey ee ee eee Diebold Ultrasonic Alarm Systems can be used also for localized protection in 


Alarm Systems are sold and serviced by the detached drive-in facilities . . . tellers windows ... and record filing areas. 
nation-wide Diebold organization. Carrying Underwriters’ Laboratories’ label, the Ultrasonic System 
can substantially reduce burglary insurance premiums. 


For the best in “area” burglar alarms, call Diebold 
collect or mail coupon today! 


for the ultimate in protection 
DIEBOLD ULTRASONIC ALARMS 


N-172-D1 


Diebold, Incorporated 
915 Mulberry Rd., S. E. 
Canton 2, Ohio 


® -Please send complete details about your Ultrasonic 
5 Alarm System. 


Individual 


915 Mulberry Rd., S.E., Canton 2, Ohio ‘no Street 


Manufacturers of the World’s finest 
banking equipment. 
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This department is compiled by 
THEODORE FISCHER of BANKING’S 
staff. 


Reserve City Bankers 
Name Potts President 


REDERIC A. POTTS, president of 

The Philadelphia National Bank, 
was elected president of the Asso- 
ciation of Reserve City Bankers at 
the Association’s recent 44th annual 
meeting at Palm Springs, Calif. 

Other officers elected: Vice-presi- 
dent, HARRIS C. KIRK, executive vice- 
president, American Trust Company, 
San Francisco; treasurer and di- 
rector, RICHARD A. AISHTON, senior 
vice-president, Continental Illinois 
National Bank and Trust Company, 
Chicago. 

Directors are: HENRY T. Bop- 
MAN, general vice-president, Na- 
tional Bank of Detroit; KENTON R. 
CRAVENS, president, Mercantile 
Trust Company, St. Louis; WILLIAM 
L. Day, president, Pennsylvania 
Company for Banking and Trusts, 
Philadelphia. GORDON MURRAY, 
president, First National Bank of 
Minneapolis, was elected to a one- 
year term to fill the vacancy on the 
board created by the election of Mr. 
PoTTs to the presidency. 


Barring any hitch in plans, by the 
time this is read, the Citizens Na- 
tional Bank of Claremont, Callif., 
will have become the Claremont of- 
fice of SEcuRITY - First NATIONAL 
BANK of Los Angeles. 


Heard Al 


John A. Hobson M. E. Reichert 

JoHN A. HOBSON, manager of 
Bank of Montreal’s Ottawa main 
branch, has been appointed first 
agent of the bank’s New York of- 
fice. He succeeds CECIL T. AULPH, 
recently appointed an assistant gen- 
eral manager at the head office in 
Montreal. PERCY H. HOWARTH, for- 
merly in the main Toronto office, also 
has been appointed an assistant gen- 
eral manager at Montreal. 


MAURICE E. REICHERT, formerly 
assistant vice-president of the 
Wichita National Bank in Wichita 
Falls, Texas, has been named as- 
sistant vice-president in charge of 
public relations and new accounts 
at the Pacific National Bank, Long 
Beach, Calif. 


EMBREE K. EASTERLY has been 


BANK FORMS—The chorus line is composed entirely of employees of Harris 

Trust and Savings Bank, Chicago. The show, entitled “J. Burlington Beamish,” 

is the seventh annual employee show of the bank. Demand for tickets was so 
great that the show had to be run for two days at the Eighth Street Theater 


E. K. Easterly C. B. Redman 
named cashier of the new Capital 
Bank and Trust Co., Baton Rouge, 
La. For the past 15 years he had 
been with the Louisiana National 
Bank in Baton Rouge. 


CLARENCE B. REDMAN has been 
appointed chief national bank exam- 
iner of the Fourth Federal Reserve 
District, Cleveland. He was previ- 
ously an assistant chief national 
bank examiner in the Washington 
office. He succeeds Louis H. SED- 
LACEK who resigned to become se- 
nior vice-president of the First Na- 
tional Bank of McKeesport, Pa. 


Downie Retires 


ee. C. DOWNIE has resigned as 
chairman of the board and di- 
rector of Peoples First National 
Bank & Trust Company, Pittsburgh. 
He had been on leave of absence 
from the bank since last December, 
and resigned upon the advice of his 
physicians. 

Mr. DOWNIE was active in the 
American Bankers Association as a 
member of the Executive Council 
and of the Federal Legislative Com- 
mittee. 


G. WHyTE, chairman of 
the board of the First American 
State Bank, Wausau, Wisc., has ob- 
served his 50th anniversary in Wis- 
consin banking. He has been with 
First American since 1933. Before 
that he served many years as vice- 
president of the Second Ward Sav- 
ings Bank of Milwaukee. He had 
served in the same capacity also 
with the National Bank of Commerce 
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Main Street 


Sandstrom 


John B. Goodwin F. O. 


and the First Wisconsin National 
Bank, both of Milwaukee. 


Guaranty Trust Company, New 
York City, has appointed JOHN B. 
GOODWIN a vice-president and 
FRANK O. SANDSTROM a Second vice- 
president and assigned them to com- 
mercial banking activities in the 
Middle West. Both were with the 
Bank of the Manhattan Company 
prior to its recent merger. 


Tapp Now Chairman 


W. Tapp, heretofore vice- 
chairman of the board of Bank 
of America, has been named chair- 
man. He succeeds FRED A. FERROG- 
GIARO, who retires after 49 years of 
service, begun as a messenger boy. 

LLOYD MAZZERA was chosen ex- 
ecutive vice-president and general 
finance committee chairman. 

Mr. TAPP became the bank’s se- 
nior officer in Southern California in 
1954. He is chairman of the Agri- 
cultural Commission of the A.B.A. 


WILLIAM D. BOWER has advanced 
to vice-president of Citizens Na- 
tional Trust & Savings Bank, Los 
Angeles. 


MICHAEL J. FRANCO, assistant to 
the president and a director of the 
Industrial National Bank of Miami, 
Fla., has been reelected for another 
4-year term on the city council of 
Miami Shores Village. 


The First National Bank of Waits- 
burg, Wash., has become the Waits- 
burg office of NATIONAL BANK OF 
COMMERCE of Seattle. 


June 1955 


Louis E. CORRINGTON, JR., identi- 
fied with the American National 
Bank and Trust Company of Chi- 
cago for the past 15 years, has been 
elected vice-president of South East 
National Bank of Chicago. 


FRANK M. DANA was named vice- 
president (operations) of Bank of 
America in a move to coordinate key 
operative and administrative de- 
partments at the San Francisco 
headquarters. FRED YEATES, vice- 
president and director of publicity, 
has been assigned to the executive 
department at headquarters; WIL- 
LIAM W. WILLIAMS takes over duties 
formerly performed by MR. YEATES. 


NJBA Moves 


HE NEW JERSEY BANKERS ASSO- 

CIATION has moved its offices from 
Newark to 29 Hulfish Street, Prince- 
ton, N. J. 


VIRGINIA MCKENZIE HALL, assis- 
tant cashier at First National Bank 
and Trust Co. of Tulsa, was married 
recently to A. Nelson Brion, vice- 
president of Greyhound Corp. She 
had been with the bank for 10 years, 


Scene as the Mercantile Trust Company 
(St. Louis) 100th anniversary flag was 
raised by three veteran bank guards. 
The first three flags are the American, 
Missouri, and St. Louis flags, which 
were raised by color guards of Marines, 
the 138th Infantry Regiment of the 
Missouri National Guard, and the St. 
Louis Police Academy 


was an officer for five years. She 
has left her position as secretary 
to President R. OTIS MCCLINTOCK 
to live in Chicago. 


DONALD M. ELLIMAN has joined 
The County Trust Company, White 
Plains, N. Y., as a vice-president 
He was formerly a vice-president of 
Chemical Corn Exchange Bank, New 
York City. 


ERNEST LAX, security analyst for 
the Wells Fargo Bank, San Fran- 
cisco, for the last seven years, has 
been appointed director of security 


This new parking garage of First National Bank, Shreveport, La., will accommo- 
date 234 cars per day with 30-minute free parking, and has four drive-in windows 
which can accommodate up to 900 cars a day 
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JUST PUBLISHED 
for our subscribers 


This booklet contains more than 
60 ideas used by mortgagees to 
increase their ratios of higher in- 
terest-bearing Conventional Loans. 
Write for Details 


BANKERS RESEARCH 


331 Madison Ave., New York City 


FACTUAL 
Appraisals 


for every valuation need 


Insurance — coverage 
and proof of loss. 


Property, cost and: 
general accounting. 


Corporation finance. 
Legal requirements. 
Purchase or sale. 


Reorganization, merger 
or consolidation. 


THE 


LLOYD-THOMAS 
RECOGNIZED APPRAISAL AUTHORITIES 


4411 Ravenswood Avenue, Chicago 40, Ill. 


First for Factual appraisals 
—— since 1910 —— 


OFFICES IN PRINCIPAL CITIES 


| Central 


analysis and research of Cantor, 
Fitzgerald & Co., Beverly Hills in- 
vestment dealers. 


The Croghan Bank and Savings 
| Co. and the Colonia Savings Bank, 
both of Fremont, Ohio, have merged 
| to become the CROGHAN COLONIAL 
| BANK, largest in Sandusky county. 


MEREDITH C. JONES, senior vice- 
president of First National Bank in 
St. Louis, has been named a director 
of Universal Match Corporation, St. 
| Louis. 


Merger plans are being discussed 
by MARINE MIDLAND TRUST CoM- 
PANY, New York City, and the Ja- 
maica (N. Y.) National Bank. If 
the plans go through, Marine Mid- 
land would increase its New York 
offices to 10, and the number of 
offices of Marine Midland banks in 
New York State would increase to 
142. 


G. F. HOLT, executive vice-presi- 
dent and cashier of the Merchants 
and Farmers Bank, Galax, Va., has 
received the award of “Outstanding 
Citizen of the Year” for 1954, given 
by the Galax Moose Lodge and co- 
operating organizations. Mr. HOLT 
received a plaque in ceremonies 
which were broadcast over WBOB. 


CHEMICAL CORN EXCHANGE BANK 
has opened a new downtown office 
at Thomas and Church Streets, New 
York City, which replaces the office 
formerly located at 320 Broadway. 
KENNETH A. DURHAM, vice-presi- 
dent, is in charge. 


ROBERT B. CAMPBELL, manager of 
the country bank department of the 
National Bank and Trust 


Company of Peoria, IIll., has been 


| named assistant vice-president. 


LOWELL FOWBLE, formerly execu- 


| tive vice-president of the New Car- 
| lisle National Bank, New Carlisle, 
| Ohio, is now cashier of Citizens Na- 
| tional Bank, Sidney, Ohio. 


Subject to the necessary ap- 
| provals, an agreement has been 
| reached to merge the Central Na- 
| tional Bank of Yonkers, N. Y., and 
| County TRuST COMPANY, White 
| Plains, N. Y. Upon completion of 
| the merger, CouNTy TRUST would 
| have 34 offices in 21 communities in 


This new time-and-temperature sign of 
Liberty National Bank and Trust Com- 
pany, Oklahoma City, took six months 
to build. It is 25 feet high by 12 feet 
wide, and is mounted at a 45 degree 
angle on a corner so that it is visible 
from four directions. It contains three 
miles of electrical wiring to flash alter- 
nately the time and temperature at 5- 
second intervals 


Westchester County, and assets of 
well over $300,000,000. 


CARL C. DONAUGH has joined Ore- 
gon Mutual Savings Bank, Portland, 
as a vice-president and will work 
with the bank’s new business de- 
partment. He had been interim man- 
ager of the Columbia Athletic Club. 


The ALBUQUERQUE (N. Mex.) Na- 
TIONAL BANK will open a branch 
office, its fourth, in the new Simms 
Building. It is to open as soon as 
fixtures and equipment can be in- 
stalled. 


DAviIpD ROCKEFELLER, executive 
vice-president of the Chase Man- 
hattan Bank, New York City, was 
honored at a luncheon at the Capital 
City Club of Atlanta, Ga., by Fulton 
National Bank of Atlanta, which 
has had 45 years of correspondent 
association. Over 100 young busi- 
ness leaders were invited. 


LEwIs B. WILLIAMS, chairman of 
the board of National City Bank of 
Cleveland, has been reelected a 
board member of the National In- 
dustrial Conference Board. 


S. T. Keciey of Long Beach, 
Calif., has joined the First National 
Bank of Juneau, Alaska, as a vice- 

(CONTINUED ON PAGE 24) 
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~ Let our night staff 


speed your collections while you sleep 


Your items are handled without a 
minute’s delay when you use our 
A. M. F. (air mail field) labels or 
envelopes. 

Our messengers rush your mail 
from the airport direct to the bank 
for immediate processing, during 
the day or night. 

As a result many of your checks 


Continental I 


clear a full day earlier under this 
fast modern procedure. Our corre- 
spondent banks and corporation 
customers in all parts of the coun- 
try use it actively and find it most 
advantageous. 

Ask us to send you, without 
charge, a supply of labels or enve- 
lopes so that you may try it. 


linois National Bank 
Company of Chicago 
La Salle, Jackson, Clark and Quincy Streets 
LOCK BOX=H, CHICAGO ILLINOIS 
Member Federal Deposit Insurance Corporation 
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MAIN STREET (Continued) 


president. He succeeds WILLIAM G. 
MoRAN, who is now executive vice- 
president of the First National Bank 
of Ketchikan. Mr. KEGLEY was a 
national bank examiner, and prior 
to that had been with Bank of 
America. 


The TAPPAN ZEE NATIONAL BANK 
of Nyack, N. Y., has opened for 
business with capital of $225,000 
and surplus of $175,000. HENRY 
HOYLE is president and board chair- 
man; FREDERICK PALMER is execu- 
tive vice-president and cashier. 


DUNLAP C. CLARK, vice-chairman 
of the board of Central Valley Bank 
of California, has been elected a di- 
rector of the First National Bank of 
Oroville, Calif. 


RICHARD A. WAGNER has been 
elected vice-president and head of 
the correspondent bank department 
of First National Bank and Trust 
Co. of Tulsa. 


The BANK OF BARRON, Wisc., held 
an open house to celebrate its 70th 
anniversary. 


WALTER ARMSTRONG, director of 
purchases at American National 
Bank and Trust Company of Chi- 
cago, was elected a vice-president 
of the National Association of Pur- 
chasing Agents. 


R. R. McCormick, auditor of First 
National Bank and Trust Co. of 
Tulsa, has been elected president of 
the Oklahoma Conference of the Na- 


William J. Kinna- 
mon, left, receives 
gavel as new pres- 
ident of the New 
Jersey Bankers 
Ass’n. He’s execu- 
tive vice-president 
of Hunterdon 
County National 
Bank, Fleming- 
ton. Others, I, to 
r., State vice-pres- 
ident Charles A. 
Eaton, Jr., vice- 
president, Fidelity 
Union Trust Co., 
Newark; treas- 
urer, George Mun- 
sick, president, 


Morristown Trust Co.; and retiring president Frank A. Weber, president, Garden 
State National Bank, Teaneck 


tional Association of Bank Auditors 
and Comptrollers. 


WILLIAM LAWRENCE CARROLL has 
joined National Bank of Westches- 
ter, White Plains, N. Y., as vice- 
president in charge of personnel. He 
was formerly with a firm of manage- 
ment consultants. 


Gets Credit Award 


V. AUSTIN, vice-president 


of Manufacturers Trust Com- 
pany, New York City, has been 
awarded the “Meritorious Achieve- 
ment in Credit’ by the Toppers 
Credit Club. It is the sixth award 
made by the club in its 17 years of 
existence. 


N. FRANK KELLY, club president, 
in making the presentation termed 
Mr. AUSTIN “a capable, genial, un- 
obtrusive, and popular man, who for 


The Prime Minis- 
ter of Thailand, 
third from left, 
was guest of honor 
at a dinner held 
in San Francisco 
by Bank of 
America officials. 
From the left, 
George Curran, 
vice - president in 
the international 
banking depart- 
ment; Claire 
Giannini Hof f - 
man, director; 
Prime Minister 
Pibulsong- 
gram; Marsden S. 
Blois, vice-presi- 
dent 


years has been doing a very thor- 
ough job without any fanfare.” Mr. 
AUSTIN is in charge of the branch 
loan control department of his bank, 
and is active in many credit organ- 
izations. 


KENNETH W. BERGREN, who heads 
the personal credit department, was 
elected a vice-president of the Co- 
lonial Trust Company, Waterbury, 
Conn. He’s an alumnus of The Grad- 
uate School of Banking, Class of 
1951. 


The new First National Bank of 
East Lansing, Mich., has opened for 
business in a new building with 
three drive-in windows. President is 
Ross I. Hupson; IrRvING H. HILL is 
vice-president; cashier is WILLIAM 
J. FLEMING. Capital totals $350,000, 
made up of $200,000 in common 
stock, $100,000 surplus, and. $50,000 
undivided profits. Banking hours 
are 9:30 to 4:30 Monday through 
Saturday. 


GORDON WILLIS, senior vice-presi- 
dent of the Farmers Bank of the 
State of Delaware, Dover, has been 
winning blue ribbons with his prize 
dogs. He and Mrs. Willis operate 
the Dogwood Kennels, where they 
specialize in English setters. They 
made a swing of the dog shows in 
Virginia, North and South Carolina, 
and with success. MR. WILLIS doesn’t 
have to worry about what to do with 
his time. He says that being a 
banker and showing prize winners 
takes about 24 hours a day. 


FRANCIS J. PRICE has resigned as 
vice-president, cashier, and trust of- 
ficer of the Huntington (W. Va.) 

(CONTINUED ON PAGE 26) 
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On Main Street or Wall Street... 


RECOGNITION IS IMPORTANT! 


Johnny’s future looks as bright as his shines. He uses 
his equipment to render the type of service that 
builds recognition—repeat business—and profits. 


A bank’s physical equipment—its vaults and busi- 
ness machines—do not, of themselves, spell success. 
To make a profit, a bank must have a market. To 
develop that market, it must build recognition for 
friendly, efficient service. In industry, too, a profit- 
able operation is dependent upon the recognition of, 
and acceptance for, a company’s products among 
the people who constitute its market. 


Building recognition and developing markets takes 
time. Yet, without cultivating its markets, no com- 


pany can make a profit for its stockholders. 


Developing and protecting markets are the pri- 
mary functions of Business Publication Advertising. 
For well-directed and carefully executed business 
magazine advertising builds company recognition 
and product acceptance. It performs these vital mar- 
keting steps faster, and at far lower cost, than any 
other method. 


THAT’S WHY WE SUGGEST: /f you have a financial 
interest or responsibility in a company, you will 
want to encourage the company’s management 
in the use of adequate Business Publication Ad- 
vertising. 


NMicGRAW-HILL 


PUBLISHING COMPANY, INCORPORATED 


M-GRAW-HILL 
WEP 108 BUSINESS 


ARD 330 WEST 42nd STREET, NEW YORK 36, N.Y. 


OVER A MILLION MEN IN BUSINESS AND INDUSTRY PAY TO READ McGRAW-HILL BUSINESS PUBLICATIONS 
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FACTS 


As a First National City 
correspondent, you have at 
your command one of the 
world’s largest sources of 
credit information—450,000 
active credit files that help 
you expedite replies to regu- 
lar credit inquiries. And, 
when you need unusual in- 
formation for your own use 
or for customers, our Head 
Office Credit Department 
can provide prompt, thor- 
ough, personalized credit 
investigations. 


This is just one of the reasons 
more and more banks are 
choosing First National City 
as their New York corre- 
spondent. For more about the 
advantages of having your 
New York correspondent 
serve as your banker rather 
than just a New York deposi- 
tary, write us at 55 Wall 
Street. 


Through 
First National City’s 


Credit Information 


Service 


THE FACTS YOU WANT on approximately 
450,000 domestic and foreign firms are available 
to you at a moment’s notice in our active credit 
files. First hand information on individual busi- 
nesses in New York City comes to you from 
First National City’s 72 New York Branches. 


INFORMATION FROM 
OVERSEAS is provided 
by First National City 
officers who keep pace 
with changing conditions 
through 59 of First 
National City’s own 
branches overseas and 
thousands of correspon- 
dents. Here Leo N. Shaw, 
Executive Vice President 
in charge of Overseas 
Division talks with 
Highland C. Moore, Vice 
President who coor- 
dinates correspondent 
relations. 


lhe FiRST 
RATIONAL CIATY BAA K 
of New York 


Head Office: 55 Wall Street, New York 


Around-the-clock Transit Service « Collections « Credit Information 


Bond Portfolio Analysis 


Complete Securities Handling Facilities 


Dealers in State and Municipal Bonds « Participation in Local Loans 


Personalized Service 


e World-Wide Banking Facilities 


Complete Metropolitan New York Branch Coverage 
Fist in World Wide Banking 


Member Federal Deposit Insurance Corporation 


MAIN STREET (Continued) 


Trust & Savings Bank to become 
vice-president and treasurer of the 
Butler (Pa.) Savings and Trust Co, 


The new PUGET SOUND NATIONAL 
BANK of Midway, Wash., opened 
May 2. Midway is between the 
state’s two largest cities, Seattle and 
Tacoma. The building is in modern 
rambling ranch style, with a tex- 
tured plywood exterior. It has a 
large parking area with a covered 
walkway. RENO ODLIN, Tacoma 
banker, is chairman of the board 
and president. Manager is R. 
CHARLES HOLMES. JAMES G. Fow- 
LER is vice-president; cashier is R. 
B. GorpDon; both are directors. Other 
directors: E. E. SEARLES and A. E. 
SAUNDERS. 


CITIZENS NORTHERN VALLEY BANK 
of Englewood and Tenafly, N. J., is 
modernizing its building at 1 Engle 
Street in Englewood. 


CLEVELAND CHAPTER, American 
Institute of Banking, for the first 
time in its 54 years has permanent 
headquarters at 784 The Arcade. An 
open house celebrated the move. 


EarL B. MUIRE, assistant vice- 
president of State- Planters Bank 
and Trust Company, Richmond, Va., 
has been named manager of the 
Church Hill office. He’s an alumnus 
of The Graduate School of Banking. 


NATIONAL NEWARK & ESSEX BANK- 
ING Co., Newark, N. J., announced 
it will build a new building for its 
Orange, N. J., office. It is to be com- 
pleted in 1956. 


The Commercial Bank of Utah, 
Spanish Fork, has completed 50 
years, while President P. P. THOMAS 
and Senior Vice-president JOSEPH 
HANSON have been with the bank 
for a total of 91 years. Mr. HANSON, 
now in his 82nd year, is the only 
surviving organizer of the bank. 


P. P. Thomas Joseph Hanson 
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Weldon Jones Edw, V. Hickey 


WELDON M. JONES, a vice-presi- 
dent of Valley National Bank, Phoe- 
nix, has been named president of 
the San Angelo (Texas) National 
Bank. Mr. JONES had been with 
Valley Bank for 20 years. 


EDWARD V. HICKEY has been 
named director of advertising and 
public relations of the Merchants 
National Bank of Boston. 


C. C. Morris, chairman of the ex- 
ecutive committee and director of 
the Exchange National Bank, Colo- 
rado Springs, Colo., was given a 
cake in honor of his recent 76th 
birthday at a meeting of the bank’s 
staff. J. D. ACKERMAN, president, 
presented the cake and congratu- 
lated Mr. MorRIS on his 55 years 
of service with the bank. 


Celebrates 100th 


The LYNN (Mass.) FIVE CENTS 
SAVINGS BANK is celebrating during 
1955 its 100th anniversary. The 
bank’s first quarters were in the of- 
fice of the Lynn city clerk. The 
first mayor of Lynn was the bank’s 
first president. Originally the bank 
was open only on Wednesday and 
Saturday evenings. In 1865, when 
the bank moved into new quarters, 
depositors were told that the bank 
would be open every morning “from 
9 to 111% o’clock” and “open every 
Saturday from 21% to 414 o’clock.” 


HAROLD P. GUNDERSDORF and ED- 
WARD T. HETZLER advanced to vice- 
presidencies at Bankers Trust Com- 
pany, New York. 


E. T. Hetzler H. P. Gundersdorf 
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When you sell National 
City Bank Travelers 
Checks, you keep the entire 
selling commission — %4 of 
1%. Besides this extra 
profit, you’re doing your 
customers a real service. 
For in America and Around 
the World, NCB Travelers 
Checks are readily accept- 
ed like cash. If lost or 
stolen, they are refunded 
in full. In handy denomina- 
tions of $10, $20, $50 and 
$100, they cost only 75¢ 
per $100 and are good until 
used. 


Because 


they mean 


YOUR CUSTOMERS will appreciate the pro- 


tection and convenience of the NCB Travel- 
ers Checks you sell them. Spendable like 
cash at hotels, motels, restaurants, trans- 
portation offices, stores, service stations... 
wherever travelers go. 


GET THIS SELLING KIT. We provide ex- 
tensive sales aids free of charge, including 
a complete merchandising kit—tailor-made 
for your ready use, enabling you to tie in 
with the vast national and international 
advertising campaign in trade and con- 
sumer publications building many new cus- 
tomers for you. 


NATIONAL 


CivVY BANK 


of New York 


REMEMBER THESE FACTS: 


e@ You keep the whole selling commission—% of 1%. 


e NCB Travelers Checks have been sold for over half 


a century. 


e@ Your customers are directed to their bank to buy 


these checks. 
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(THAT'S YOU) 


Protects / 


(THAT'S 
PRACTICALLY 
EVERYBODY) 


Colorado Credit Life Insurance is one of those 
rare and wonderful things that is "a good 
deal" for everybody! It protects the banker's 
good will and public relations . . . protects 
against the dreaded situation of having to 
collect from a deceased borrower's bereaved 
family. Colorado Credit Life protects the bor- 
rower from fear for his family's future, and his 
family from the additional grief of debt in the 
time of crisis. 


IT‘S EASY AND SIMPLE TO HANDLE... 
COLORADO CREDIT LIFE 


Pp ays immediately / 


Here’s what JACK GRIMMETT, Vice President of PAULS VALLEY 
NATIONAL BANK of Pauls Valley, Oklahoma, has to say about 


COLORADO CREDIT LIFE: 


"We would like to take this opportunity of expressing our thanks 
and appreciation for the prompt manner in which your good com- 
pany has taken care of death claims which our bank has had fo file 
against credit risks in the past. 


“Our recent case was under Certificate No. on the life of 

who committed suicide five days after loan was insured, 
which claim was paid in 5 days. Our notice of claim was forwarded 
to the Home Office in Boulder, Colorado, by newspaper clipping 
for payment, this claim was in the amount of $2,100. We are very 


Philip Rouleau N. T. McLaughlin 


ASDA Elects 


HILIP C. ROULEAU, cashier of the 

Bristol (Conn.) Bank and Trust 
Company, was elected president of 
the American Safe Deposit Associ- 
ation. Other officers elected at the 
association’s recent convention in 
Richmond, Va., are: First vice-pres- 
ident, NOREL T. MCLAUGHLIN, man- 
ager, safe deposit department, Amer- 
ican Fletcher National Bank and 
Trust Company, Indianapolis; sec- 
ond vice-president, AARON D. FEL- 
SING, manager - treasurer, Northern 
Trust Safe Deposit Company, 
Chicago; secretary-treasurer, PAUL 
P. PRICE, assistant secretary and as- 
sistant treasurer, Mercantile Safe 
Deposit and Trust Company, Balti- 
more. Mr. ROULEAU, the new presi- 
dent, is an alumnus of The Gradu- 
ate School of Banking. 


W. W. MCEACHERN, president, 
First National Bank, Greenville, 
S. C., has been named to the board 
of visitors of Clemson College, Clem- 
son, S. C. He’s also a member of 
the board of trustees of St. Mary’s 
Junior College, Raleigh, N. C. 

(CONTINUED ON PAGE 30) 


This new Motor Bank of Trust Company 
of Georgia, is the first in Downtown 
Atlanta 


appreciative of the simple manner claims are handled. 


“We are very glad to write you this letter, and if you so desire, 
you may use it in any way you see fit for advertising purposes as 
we feel that more banks should avail themselves of your fine 
service.” 

The above is a direct quotation from a letter re- 


ceived from Jack Grimmett, Vice President of Pauls 
Valley National Bank. 


CREDIT LIFE INSURANCE COLORADO CREDIT LIFE 


COLORADO 
INSURANCE COMPANY 


DEBT CANCELLATION 


FIRE INSURANCE 
COLORADO CREDIT 


AUTOMOBILE INSURANCE LIFE UNDERWRITERS 


We invite your questions and requests for information. Wire or call 
collect to the Colorado Insurance Group Home Office in Boulder, Colo. 
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Some New State Association Presidents 


Above, left to right: FLORIDA—C, B. McLeod, president, Bank of Crestview. MISSOURI—Ramon A. Evans, president, 
Central National Bank of Carthage. TENNESSEE—A. M. Brinkley, Jr., president, First National Bank, Kingsport 


Above, left to right: DELAWARE—Gilbert B. Moyer, assistant vice-president, Wilmington Trust Co. NORTH CAROLINA 
—John G. Mitchell, president, The Citizens Bank, Warrenton. MISSISSIPPI—S., E. Babington, president, Magnolia Bank 


Above, left to right: NEW JERSEY—W. J. Kinnamon, executive vice-president, Hunterdon County National Bank, Flemington. 
TEXAS—P. B. Garrett, president, Texas Bank & Trust Co., Dallas. GEORGIA—W. C. Clary, Jr., president, Bank of Wadley 
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OPERATING OFFICES IN PRINCIPAL CITIES 


30 


Field Warehouse Loans possess fundamental and in- 
herent advantages over other types of inventory 
obligations. And New York Terminal’s pioneer experi- 
ence, broader range of service and warehouseman’s 
know-how combine to give you every advantage of 
this type of operation. Our Monthly Stock and Value 
Reports, which always arrive on schedule, eliminate 
the problems of collateral control. And that’s not all. 
When you specify New York Terminal, you get the 
additional security of our record of unquestioned bail- 
ment backed by our resources and the broadest 
Fidelity and Warehouseman’s Legal Liability Insurance 


coverage in the industry. 
If you are interested in a profit-wise field ware- 


housing loan operation, let us show you a service that 
not only meets your most exacting requirements but 
relieves your bank of expensive, time-consuming 
detail. Call us today. 


WAREHOUSE OF 
WEN YORK TERMINAL WARENOUSE 


Guy Steagall E. F. Howe 


MAIN STREET (Continued) 


Guy W. STEAGALL has been named 


| director of advertising and public 


relations at Mercantile Trust Com- 
pany, St. Louis. He succeeds HENRY 
O. WHITESIDE who resigned to join 
a Chicago advertising agency. 


E. F. Howe, cashier of Bank of 
Nevada, Las Vegas, has been given 
the added responsibility of vice 
president. 


Davip J. OLSEN has been named 
comptroller of the First National 
Bank of Philadelphia, succeeding 
WILLIAM H. HurRTZMAN who had 
been serving in the dual capacity of 
comptroller and vice-president. MR. 
OLSEN has long been active in the 


| American Institute of Banking and 


in NABAC. 


JAMES F. RUSH was promoted 
from national bank examiner to 
(CONTINUED ON PAGE 32) 


In a 1911 Hupmobile, President R. 
Stewart Rauch, Jr., cuts ribbon of 
Philadelphia Saving Fund Society’s 
newest office. He is flanked by George 
A. Williams, vice-president of the local 
chamber of commerce, and Mrs, James 
B. Husted, president, Philadelphia 
Federation of Women’s Clubs and Allied 
Organizations. The new office features 
drive-in and sidewalk banking 
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a The Tidal Basin beside 
Potomac Portrait the Potomac reflects the 


Fourth of July celebration. 


NO. 11 IN A SERIES DEPICTING THE PRINCIPAL FEATURES OF WASHINGTON’'S HISTORIC RIVER 


Signature of 
Dolly Madison, famous 
Riggs customer, who was 

guest of honor on 

July 4, 1848 

at the cornerstone 
ceremonies of the 


Washington Monument 


Ollie Atkins 


The RIGGS NATIONAL BANK 


of WASHINGTON, D.C. 
FOUNDED 1836 e¢ LARGEST BANK IN THE NATION’S CAPITAL 


Member Federal Deposit Insurance Corporation *¢ Member Federal Reserve System 


June 1955 


d) 
ed 
| 
lic 
of 
en 
| 
ed 
al 
ng 
ad 
Ve 
of he \ 2 t 
nd 
ed 
to 
= 
of 
y’s 
rge 
al 
es 
hia 
ied 
4. 
res 
a 
° 
NG 31 


Cleveland’s oldest bank 
celebrates 110 years of service 
to Clevelanders and banks 
throughout the nation with a 
“New ”Main Office. 

Come in and see us. 


National City Bank 


of Cleveland 
623 Euclid Ave., Cleveland, Ohio 


| OFFER COMPLETE 
NUMISMATIC SERVICE 


OLD COINS 
RARE COINS 
GOLD COINS 


Bought—Sold—Appraised 


UNITED STATES, FOREIGN, AND 
ANCIENT COINS PURCHASED. 


I will buy any quantity of this ma- 
terial, from coins worth a small pre- 
mium over face or their intrinsic 
value to the greatest rarities. Gold 
coins of Numismatic value especially 
desired. No coin or collection too small 
to receive prompt, courteous consdera- 
tion: no collection too large to be 
purchased for cash. 


ExpertAppraisalService 


No charge for office appraisals. 


For Sale One of the world’s 


largest and most 
complete stocks of Coins, Tokens, 
Medals, and Paper Money to select 
from. Many items from famous 
collections in this country as well 
as Europe. Correspondence invited. 


JAMES KELLY 
Third & Broadway, DAYTON, OHIO 


Reference:—Dun & Bradstreet 
Wilaters National Bank, Dayton, Ohlo 


| MAIN STREET (Continued) 


district chief national bank exam- 


iner of the Seventh Federal Reserve 


| District with headquarters at Chi- 
| cago. He succeeds IRWIN D. WRIGHT, 
| who retired April 30. Mr. WRIGHT 
| has joined the Valley National Bank 
| of Alhambra, Calif. 


ORIE R. KELLY, vice-president and 


| director of Bankers Trust Company, 
| New York, was one of three alumni 


of New York University’s School of 


| Commerce, Accounts, and Finance 


to receive the School’s 1955 John T. 


| Madden Memorial Award for “out- 
| standing achievements in business, 
| industry, or professional life.” Mr. 


KELLY received a gold medal and an 


| engrossed certificate. 


Receive Award 


OBERT J. SEVITZ, vice-president, 
Security-First National Bank, 
Los Angeles, and VINCENT YAGER, 
vice-president, Harris Trust & Sav- 
ings Bank, Chicago, have been hon- 


_ored for distinguished service by 
| Robert Morris Associates. 


The two men bring to 30 the 


| number to receive the honor in the 
history of Robert Morris Associates. 


A loan officer to qualify for the 


| award must meet these rigorous re- 


quirements: (1) 25 years or more; 
(2) presently active; (3) have 


i 
Two Notre Dame High School (St. Louis) 
seniors show amazement that 1,000,000 
pennies in the sacks could be reduced 
to a mere 10 pieces of paper ($1,000 
bills). The money, collected by the 500 
girl students of Notre Dame High, is the 
nucleus for a fund to build a new school 
building. Left to right: William F. 
Unwin, cashier, Southern Commercial 
Bank; Mary Ann Sidorski; Emil H. 
Woltering, head of currency department, 
First National Bank in St. Louis; and 


Carol Roeder 


served as a national director of the 
organization; (4) president of a 
chapter; (5) attended many fall 
conferences; (6) served on national 
committees; (7) made contributions 
to literature (Robert Morris Asso- 
ciates Bulletin). 


Prize winners and their entries in the Tennessee Artists Exhibition for $1,000 in 
purchase awards held by First American National Bank, Nashville. Left to right: 
Ethel M. Smith, Nashville (pastel) $150; Louise Lehman, Memphis (oil) $400; 
Finis L. Nelson, executive vice-president of the bank; Juanita Williams repre- 
senting Jean McWhorter, Chattanooga (tempera, transparent or opaque water 
color) $150; Philbrick M. Crouch, Nashville (sculpture) $200; May Fisher 
Cornelius, Cookeville (drawing or print) $100. The contest attracted 251 entries 
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gardless of Architectural Style 


the right design for your bank’s new quarters 


ae) serves them swiftly, smoothly 


The right design for your banking quarters can be 
created only after the situation is well in hand .. . after 
your problems and needs are analyzed. It takes men who 
know the banking business to analyze your operations 
correctly. And it takes topnotch specialized design talent 
to transform your requirements into striking exterior 
and interior bank architecture. 


The beauty of the bank quarters we design is power- 
fully attractive to new customers. Yet regardless of 
architectural style, these quarters are designed above all 
for swifter work flow, higher operational efficiency in 
every department...the kind of arrangements and 
atmosphere that produce pleasingly prompt service and 
a pleasingly profitable investment for your bank. 


Top designers, architects and engineers from all over 
the world combine their specialized abilities on every 
project we undertake. 
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Creve Coeur Bank 
Creve Coeur, Missouri 


istinctive design beauty 


planned around functional needs 
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7 First National Bonk 
Spokane, Washington 
First National 
Bank of Gainesville 
Gainesville, Florida f 


the right design also provides 


for economical expansion 


We design banks to attract new business. . . successfully, as 
proved in the Report described below. But our designers go 
farther than creating architecture for beauty, function and 
service. They also consider your bank’s potential growth, 
and provide for economical future expansion. 


Through experience we have learned to gauge community 
growth, business increases, bank departmental growth ratios, 
and to relate space requirements of expansion to your bank’s 
specific operations. Such specialized planning for the future 
has enabled many banks to expand ... and expand again... 
without inconvenience or costly major structural changes. 


Whether your budget for new quarters or modernization is 
large or small, call us in early for consultation. We’d like 
to show you, without obligation, how your bank can benefit 
from our specialized services. 


Headquarters: ST. LOUIS, 9TH & S1pNEY STREETS 


Offices in: NEW YORK, 103 Parx AVENUE 
ATLANTA, WeEstTERN BLDc. 
SAN FRANCISCO, 275 Post Street 
MIAMI, 5204 West FLAGLER 


Operating Outside the Continental U. S. as: 
BANK BUILDING CORPORATION, INTERNATION: 


Select your bank’s designer with care. Check our reputation and financial 95 | ‘ 

responsibility by talking to any of almost 3,000 bankers with whom banks report: 

we’ve worked. Or visit us in St. Louis ... and take a trip through “deposits up 

our plant. See how the world’s largest organization of bank building 

specialists carries through a project from preliminary sketch to final 48.9% since 

details of completion. 
modernization 


BANK BUILDING & EQUIPMENT CORPORATION OF AMERICA 

NINTH & SIDNEY STREETS, ST. LOUIS 4, MISSOURI The survey,“What Happens to Busines 
After a Bank Modernizes” reports 

(1 Send my free copy of: “WHAT HAPPENS TO BUSINESS AFTER A BANK MODERNIZES"’ achieved by « cross-section of banks 
we have completed design projects for 
Yeu'll want to see what new quarters 

On or about______________we contemplate: signed by ws can do for your bank. 


NEW MODERNIZED NEW MODERNIZED ft your complimentar 
BUILDING QUARTERS FIXTURES FIXTURES ge ye ° pl Y 
copy of this 


Without obligation please furnish complete information about your organization, its experience and services. authentic report 
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The OUTLOOK 


and CONDITION OF BUSINESS 


without even one “‘if,’”’ announced that “the recent 
decline in economic activity has come to a halt.” 
He said also that the level of business and consumer 
confidence in the economic future “is high and improv- 
ing’ and supported his conclusions with facts and fore- 
casts which have turned out to be unusually correct 
for a document popularly regarded at the time as more 
political than statistical. 


l’ WAS almost a year ago that President Eisenhower, 


Another remarkable thing about the statement and 
its accuracy was not so much what it said but what it 
did not say. It promised a legislative program that 
would ‘‘reduce unemployment and stimulate enterprise 
and development in all directions” and achieve certain 
undefined social objectives. But it was singularly lack- 
ing in that ingredient which has become standard 
equipment in all of our recent booms, a good slug of 
100% bonded inflation. 

The way things turned out there has been very little 
legislation of that nature. There have been pienty of 
inflationary gestures but Government spending has re- 
mained about the same. So in studying the anatomy 
of the new boom we must look in other directions to 
find what makes it go. 

Incidentally, getting back to the President’s state- 
ment for a minute, this decline he mentioned seems in 
retrospect to have been one of the most prosperous in 
our history. Even at the time he made the statement, 
on August 12 last year, many important indicators, 
including personal income, were running above the 
record year 1953. Gross national product and employ- 
ment were down slightly more than 214%, but the 
trend was already up. As he put it, ‘While the decline 
has been small on an over-all basis, it has affected seri- 
ously some industries, communities and groups,’ par- 
ticularly “agricultural prices and income have shown 
the adverse effects of shrinking export markets and 
unbalanced production.” 


If you want to make an old timer twitch nervously, 
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just mention the words “New Era.” They are disturb- 
ing to the ears of anyone who remembers the ‘Twen- 
ties,” but actually this is a new era because people 
generally are acquiring a sense of security which 
they never had before. 


A common error is to regard the present boom as a 
lineal descendant of all the booms which have followed 
each other in quick succession for 15 years. This one 
has a characteristic that was not inherited. 

Every boom from 1940 to 1953 has been basically in- 
flationary and stimulated by hot, cold, and lukewarm 
wars and the needs of defense. While the threat of 
war is still a factor, this new boom seems to rest more 
on the prospect of stability, the hope of peace and con- 
fidence in the ability of monetary and political leaders 
to keep things comfortable for business expansion. 


Whether justified or not, the public still believes that 
conferences with the Communists will someday assure 
peace. Among all the voices that will be heard across 
conference tables in the next few months and the mil- 
lions of words back and forth across the world, there 
is one still small voice that carries more authority than 
all the rest—that of the free world’s superior military 
and economic power. 

War talk is being played down consistently. This is 
based on official conviction, right or wrong, that Com- 
munist countries have more trouble at home than was 
assumed previously. Therefore, they are unlikely to 
engage in a major war for some time to come. Also 
prosperity is rising in the free world which makes those 
countries less subject to the seduction of Communist 
propaganda. 

Even the explosive situation in Vietnam seems to 
have quieted down. All this does not mean that sur- 
prises in the international arena can he ruled out alto- 
gether. 

If nothing unexpected happens, the next major for- 
eign event will be the British elections. Their outcome 

(CONTINUED ON PAGE 164) 
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The Outlook for Stand-by Controls 


LAWRENCE STAFFORD 


for commercial banks is the 

extent to which they may be 
used as instruments to stem infla- 
tion in case of war “or other na- 
tional emergency.” 

There have always been influ- 
ential elements in Congress and in 
the Administration who favor the 
enactment of stand-by price, wage, 
and credit controls. However, when 
the conservatives among the Repub- 
licans in Congress bested the ad- 
vocates of stand-by controls in 1953, 
and when President Eisenhower 
publicly took credit for his party’s 
having ended controls, it looked as 
if this ghost had been put to sleep 
indefinitely. 

However, discussion of new 
stand-by controls has been going on 
with increasing fury behind the 
scenes since the middle of winter. 
At first the thought was that an 
all-around fiscal program to avoid 
inflation at the source would be 
drafted as a part of, or before pro- 
posing, stand-by controls. 


QO": of the uncertainties ahead 


Stand-by Control Decision 


This seems to have given way to 
an increasing interest in stand-by 
controls for themselves. It has 
been the subject of most intense 
debate within the Administration, 
with Treasury Secretary Humphrey 
and Agriculture Secretary Benson 
reportedly holding out to the last 
against the Eisenhower Adminis- 
tration’s backing stand-by controls. 

At this writing, reliable inform- 
ants assert that the Administration 
has reached a tentative decision to 
back stand-by controls, and that fi- 
nally this idea has been backed 
unanimously by the Cabinet. They 
even claim to have seen the precise 
language of the Administration’s 
control program. 


It is entirely possible that a 
change in the decision will be made 
before the commitment is finally 
made in public. In such a case, the 
banking and business world can 
look upon a “near miss.” 

Lending credence to the idea that 
the Administration was leaning 
toward controls, however, was the 
delay in sending up from the White 
House the proposal to extend the 
Defense Production Act. Without 
controls, this extension, with its 
vestiges of materials controls and 
authorizing V-loans, would ordinar- 
ily become a routine matter. Both 
Banking committees had been 
puzzled when, by early May, the 
White House kad not sent forward 
the routine request for extension of 
DPA, which expires June 30. 


Aims of Purported Bill 


Those who reportedly saw the 
language of the supposedly White 
House-backed stand-by controls leg- 
islation emphasized two things: 

(1) Credit is to become the chron- 
ologically No. 1 weapon to fight 
inflation. The language of the ap- 
plicable section was so broad, it 
was stated, as to cover into con- 
trols not only real estate and con- 
sumer credit but even interest rates, 
if the Administration should choose 
to attempt to regulate ‘‘the price of 
money.” It doesn’t follow, of course, 
that even if this legislation is en- 
acted, the Administration would 
necessarily attempt to regulate in- 
terest rates. 

(2) The fuse to set off controls 
would be lighted not merely if the 
United States were attacked, but 
in case of “war or other emergency.” 
On Capitol Hill there is left a hand- 
ful of conservatives who oppose 
standby controls on principle but 
have indicated privately that they 


might go along if the controls were 
not to be triggered unless the 
United States were attacked. 

The broad trigger of the pur- 
ported bill would allow a liberal 
provocation for the return of the 
controlled economy. However, the 
conservative Republicans are too 
few and too disheartened to stop 
the stand-by control program if it 
is offered by the White House. If 
it is to be stopped, Democrats must 
do it. 

It was further reported—unless 
plans meanwhile have changed— 
that the President might not ask 
formally in a message for stand-by 
controls, but would informally en- 
dorse such an amendment to DPA 
offered by a prominent GOP Sena- 
tor. After that, the Eisenhower 
Administration would exert its in- 
fluence in favor of stand-by controls. 


Business Outlook 
Called Stable 


Stand-by controls will come into 
force, if voted by Congress, only if 
some kind of an undefined emer- 
gency later moves the White House 
to put them into operation. Mean- 
while the outlook, as officials ap- 
pear to see it, is for comparative 
stability at a high level of activity. 

There is considerable feeling that, 
as the business level presses for- 
ward, the “boom” is itself gener- 
ating some of its own restraints. 
The Federal Reserve has adopted 
the policy of providing no funds 
for the money market, and excess 
reserves are held on a close leash. 
In those circumstances lenders, with 
some limitation on funds, must 
choose between any two or more 
customers or classes of business. 
Funds will not be available to 
everyone who comes in for a loan 
for business expansion, to buy 4 
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consumer article, or to finance all 
the houses that might be built. 

While the discount rate was 
raised this spring, it ‘‘followed’”’ the 
pattern of interest rates set by this 
kind of a monetary situation, it was 
explained. 

If monetary policy varies in any 
respect from now on, it will be in 
response to the business outlook 
for the last half year. The first 
half has been excellent. Monetary 
restraint is unlikely unless the busi- 
ness outlook appears not merely 
to be good but inflationary, it is 
thought. Conversely, there will be 
no easing unless the signs are for 
a setback. 

In the weeks immediately ahead, 
officials hope that, along with other 
observers, they can see the signs 
of what is ahead for the last half 
of this year. 


Give Warning on 
Securities Credit 


One of the more subtle monetary 
developments is the pressure which 
appears to converge upon the Fed- 
eral Reserve Board to eliminate all 
credit for the buying and holding 
of securities on listed stock ex- 
changes. 

Monetary officials, it is believed, 
rather deprecate the importance of 
credit used in buying securities. 
For, until January 1955, a pur- 
chaser could borrow no more than 
one-half the cost of a security, a 
margin sufficiently large to protect 
the buyer against anything but a 
major panic. 

Nevertheless, in high Administra- 
tion circles and in Congress, the 
Board has freely been given advice 
to raise margin requirements. In 
early January these were raised to 
60%. A few weeks ago they were 
raised another 10 points to 70%. 
The latter accompanied a small rise 
in the employment of such credit 
and was termed “a red warning 
flag” to those who contemplated 
getting into the market on what 
credit was permissible. 

The pressure continues. It ap- 
pears in a reading of the Senate 
Banking Committee staff report on 
“Factors Affecting the Stock Mar- 
ket.” The report discusses at length 
the importance of credit in the stock 
market. It also draws the analogy 
of the present with 1927—two years 
before the stock market crash. To- 
gether these ideas seem to be point- 
ing toward a demand for 100% mar- 
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gin requirements—that is, for the 
outlawing of stock market credit 
entirely. 


Cut Out Tax Notes 


In conjunction with its May re- 
financing, the Treasury made clear 


that it was doing away hereafter 
with tax and savings notes, usually 
referred to as “tax notes.” In ex- 


change for $3.9-billion of maturing 
certificates, and to pay off some- 
thing less than $2.5-billion of these 
maturing tax notes, the Treasury 


Banking Legislation Outstanding 


There follows a brief listing of legislation or proposals therefor 
affecting banking directly and indirectly, divided as to which mea- 
sures, at writing, appeared to have active prospects and which had 


not become active: 


ACTIVE LEGISLATION 


Subject 
Restore Home Loan Bank Board 
independence 
Patman inquiry 
Market Committee 


into FR Open 


Small Business Administration ex- 
tension, amendments 


Administration housing amend- 
ments, public housing 


20-year national bank real estate 
loans 


Extended area of residence of na- 
tional bank directors 


Permit waiver of 1 national bank 
exam each 2 years 


Abolish mandatory cumulative vot- 
ing, national bank shares 
Banking subcommittee housing in- 
quiries 

VA direct loan continuance 


Savings & loan branching regula- 
tion 

Celler anti-bank merger as FDIC 
amendment 


Celler anti-bank merger as anti- 
trust amendment 


Regulation of bank holding com- 
panies 


Status 
House consideration likely; no Sen- 
ate outlook 
Awaits clearance by House Rules 
Committee 
Now active in Senate committee, 
soon to be in House Committee 
Actively under consideration in 
Senate committee; soon to be i 
House Committee 
Actively under consideration 
Senate committee, inactive 
House 
Actively under consideration 
Senate committee, inactive 
House 
Actively under 
Senate committee, 
House 
Before 
House 
Under way in Senate; awaits 
House Rules Committee clearance 
Reported out of both House & Sen- 
ate committees; passed Senate 
Senate committee action awaits 
reports from downtown 
Chances for House Banking Com- 
mittee consideration indefinite; in- 
active in Senate 
House Judiciary Committee plans 
consideration; inactive in Senate 


consideration 
inactive 


the Senate; inactive 


Reported out by House committee; 
awaiting Senate action 


INACTIVE LEGISLATION 


Subject 
Debt limit 


President’s power to alter home 
mortgage terms 

Raise pay of Federal Reserve Gov- 
ernors 

Hoover Commission proposals re: 
Federal lending agencies 


Status 
Will wait until fiscal year-end ap- 
proaches—or later 
Little interest in either House or 
Senate committee 
Believed will revive and pass, but 
no activity or bill as yet 
No congressional activity; Admin- 
istration is studying what position 
it will take 
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sold 15-month 2% Treasury notes, 
on which the cash allotment was 
62%. 

Tax notes, having a fixed inter- 
est and being a demand obligation, 
oiten are, with changing market 
interest rates, bounced back to the 
Treasury in considerable quantities. 
For that reason, when the some 
$1.6-billion of these tax notes still 
outstanding (the great bulk of them 
maturing during the summer) are 
paid off, the Treasury plans to issue 
no new ones. 

The Treasury was said to have 
three reasons for not issuing a 
longer-term security than the 15- 
month note at this time. One was 
that holders of the maturing issue 
themselves had the option, at the 
time of issuance, of a longer term 
and elected the shorter term; hence 
they probably were not in the 
market for a longer-term security. 
Second, banks already were under 
pressure to lend. Finally, the mar- 
ket itself as a whole did not appear 
to be propitious for a long term. 


HAVE YOU SEEN... 


Very soon the Treasury will be 
in need of a substantial amount of 
new cash borrowings. However, be- 
fore this can operate smoothly, it 
will be necessary for some kind of 
a boost, temporary or otherwise, 
in the statutory debt limit. Not a 
wheel had turned on this project 
at the time of writing. 


OMC Investigation 
by Patman 


If by this time the House Demo- 
cratic leadership has cleared the 
way for Rep. Wright Patman (D., 
Tex.) to investigate the Open Mar- 
ket Committee of the Federal Re- 
serve System, one political factor 
may be clearly inferred, and a new 
conclusion drawn. 

Mr. Patman offered a resolution 
which, on straight party lines in 
the Banking Committee, Democrats 
favoring, Republicans opposing, 
called for an investigation of the 
Open Market Committee by a House 
Banking subcommittee. While the 
Banking Committee can “investi- 


(1) A highly readable, terse summary of how the Federal Govern- 
ment is handling its budgeting, together with outlook as to what is 
ahead. Send to the Chamber of Commerce of the United States, Wash- 
ington 6, D. C., for a copy of Senator Harry F. Byrd’s address to the 


Chamber on the budget. 


On 


* 


(2) A careful study and weighing of the factors causing bank 


mergers. 


Write to the Federal Reserve Bank of Philadelphia, Phila- 


delphia 1, Penna., for copies of the Business Review with the articles, 
“The Branch and Merger Movement in the Third Federal Reserve 


District.” 
* 


* 


(3) One of the most complete yet summarized reports on the 
Veterans Administration Loan Guaranty program. Write to Thomas 
J. Sweeney, Assistant Deputy Administrator (Loan Guaranty), Veterans 
Administration, Washington 25, D. C., for a copy of his statement of 
April 26 before the House Veterans Committee. 


* 


* 


(4) The “kick-off” report which will usher in a whole new area of 
Government loans, assistance, and other involvement in the agricul- 


tural field for the “low income farmers.” 


Write to the Information 


Service, United States Department of Agriculture, Washington 25, 
D. C., for the report on “Development of Agriculture’s Human Re- 


sources.” 
* 


(5) “Factors Affecting the Stock Market,” being a staff report of 
the Senate Banking and Currency Committee, April 30, 1955. Send 65 
cents to the Superintendent of Documents, Government Printing Office, 


Washington 25, D. C. 


* 


* 


(6) How insured commercial banks increased their net profits in 
1954 by 27% over 1953. Write to the Federal Deposit Insurance Corp., 
Washington 25, D. C., for its press release entitled “Income of Insured 


Commercial Banks in 1954.” 


gate’ anything within its jurisdic- 
tion, a more or less formal inquiry, 
calling for the use of subpoenas and 
providing for hiring of staff em- 
ployees and requiring the expendi- 
ture of money, requires approval of 
the Rules Committee. 

The Rules Committee is controlled 
by the House Democratic leader- 
ship. Therefore, if Mr. Patman’s 
inquiry has been approved it will 
be because that leadership wants 
the Texas Congressman to work out 
his oft-expressed criticisms in pub- 
lic on the Reserve System. 

The new conclusion is that one 
considerable feature of such an 
inquiry will be bank profits on sales 
of Federal securities. Mr. Patman 
alleged that the OMC let Federal 
bonds fall way below par, then 
boosted them again, all apparently 
for the purpose of enabling banks 
to enrich themselves. 

Mr. Patman charged misconduct 
on the part of the Federal Reserve 
System, but “not willful miscon- 
duct.” He also repeated his familiar 
thesis that the OMC is more power- 
ful than the President or Congress 
of the United States, and that Con- 
gress had never looked into this 
agency and should from time to 
time. 

Rep. Jesse P. Wolcott (R., Mich.) 
the ranking minority member of 
the Banking Committee, pointed 
out to the Rules Committee that in 
1951 Mr. Patman, as chairman of a 
Joint Economic subcommittee, had 
conducted previously an extensive 
monetary inquiry, that another such 
subcommittee of which Mr. Patman 
was a member last December had 
the full Open Market Committee be- 
fore it. Finally, Mr. Wolcott ob- 
served that as chairman of the 
stabilization subcommittee of the 
present Congressional Joint Eco- 
nomic Committee, Mr. Patman has 
a broader jurisdiction and a larger 
staff than he would have as chair- 
man of a Banking subcommittee, to 
investigate the very same subjects. 


Bank Profits Rise 


While net profits of all insured, 
commercial banks after taxes made 
a spectacular rise of 27.4% in 1954 
over the previous year, this per- 
formance may not be repeated on 
the same scale this year, it might 
be inferred from the statistics re- 
leased by the Federal Deposit In- 
surance Corporation. 

This was because, while there was 
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a rise of $403,000,000 in profits be- 
fore taxes, there was a rise of 
$377,000,000, or 966.7%, in profits 
on securities. If the Eisenhower 
Administration had persisted more 
intently upon its “lengthening out” 
of the heavily weighted short-term 
Treasury debt, there might never 
have been the rebound in securities 
prices that made such profits pos- 
sible. 

Net current operating revenues 
rose only 1.3% during the year and 
current operating expenses rose 
7.8%. Income taxes increased by 
15.5%. Incidentally, income taxes 
at $908,000,000 exceeded interest 
paid on deposits of $618,000,000. 


Bank Legislation Progresses 


Banking legislation progressed 
during the past month. 

In the Senate Banking Commit- 
tee, a subcommittee began consider- 
ation of the proposal to extend the 
life of the Small Business Adminis- 
tration, which otherwise would die 
June 30. In this connection the 
auestion was not whether the SBA 
would be extended, but how broadly 
its functions might be enlarged. 
There were proposals to increase 
the size of loans from $150,000 to 
$500,000, to give SBA power to “‘in- 
sure” small business loans, to make 
the agency permanent, and even to 
set up additional facilities to pro- 
vide equity money for small busi- 
ness concerns. 

Arthur F. Maxwell, a member of 
the Small Business Credit Commis- 
sion of the A.B.A., suggested that 
the life of the SBA should not be 
extended, but that, if a temporary 
continuance of that agency were 
voted, it should not be for a longer 
term than two years. Mr. Maxwell 
is president of the First National 
Bank of Biddeford, Maine. 

Despite the opposition of Sen- 
ators Wayne Morse of Oregon, Paul 
Douglas of Illinois, and Herbert H. 
Lehman of New York, all Demo- 
crats, it was anticipated that the 
Senate eventually would pass the 
bill to abolish mandatory cumula- 
tive voting of national bank shares. 
Banks may, if this legislation is en- 
acted, elect to maintain cumulative 
voting. 

Last year this legislation, al- 
though also reported out of the 
Banking Committee, failed because 
it was late getting on the calendar 
and there wasn’t time for a debate. 

(CONTINUED ON PAGE 122) 
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Is Sterling Convertibility Close ? 
HERBERT BRATTER 


I FULL interconvertibility of the 
pound sterling and the dollar 
close at hand? Will the £ look the $ 
in the eye again for the first time 
since the eve of World War II? This 
is a question much discussed of late 
in foreign exchange circles around 
the world. Some observers hold that 
for all practical purposes there is 
very little difference between full 
interconvertibility of the world’s two 
leading currencies and what we al- 
ready have; that, once the British 
elections are over and the Conserva- 
tives presumably kept in charge, the 
present slight difference in the quo- 
tations of American-account and 
transferable-account sterling will 
disappear and the two kinds will be 
formally amalgamated. 


Crrmainty great progress has been 
made in London toward convertibility 
since the series of postwar economic 
crises. Not all the progress, per- 
haps, has been by design for the sake 
of the convertibility goal. The kind 
of convertibility that is in process of 
achievement, moreover, is not pre- 
cisely the pre-1931 kind, with a fixed 
par value measured in gold. Yet it is 
progress and, some British experts 
hold, there can hardly be any turn- 
ing back now. 

The pound sterling emerged from 
the war in terribly weak condition. 
Despite vast American economic aid 
and the large postwar dollar loan 
intended in part to finance sterling 
convertibility, the currency liberali- 
zation which ensued proved short- 
lived. The balance of payments con- 
tinued uncertain. Large wartime 
accumulations of sterling—the “ster- 
ling balances”—remained to be dis- 
posed of. Tight official control of the 
exchanges continued, involving a 
complicated world network of bilat- 
eral exchange arrangements and 
black market transactions. In 1949 
came the devaluation. 


the first progress 
toward convertibility was the De- 
cember 1951 reopening of private 
foreign-exchange trading in Britain, 
closely supervised by the Bank of 
England. In March 1954 all bilateral 
and transferable accounts were 
amalgamated into a single category, 
transferable-account sterling, which 
simultaneously ceased to be confined 


to current transactions. London let 
be known its nonobjection to trad- 
ing in transferable-account sterling 
in Switzerland and the U. S. A., so 
that, for a price, any holder of ster- 
ling could buy dollars with it. Last 
year the London gold market was 
reopened, and early this year it was 
announced that the British authori- 
ties would enter foreign markets to 
steady sterling. 

During recent years the UK gov- 
ernment has steadily maintained 
that there were “pre-conditions” to 
convertibility: internal financial 
strength, adequate reserves, and new 
world trade rules, with special as- 
surance as to American policies; 
moreover, a collective approach to 
convertibility. While the three pre- 
conditions still are short of fulfil- 
ment, the intervention of the Ex- 
change Equalization Account in the 
foreign exchange markets abroad to 
steady transferable-account sterling 
was precipitated in February by the 
deteriorating national reserves. The 
domestic boom caused increased com- 
modity imports, while discounts on 
sterling encouraged international 
“shunting” deals at the expense of 
Britain’s reserves. Other factors, too, 
were at work. Sterling had to he 
officially supported, and confidence in 
the soundness of Britain’s internal 
financial policies had to be rein- 
forced. The discount rate was jacked 
up. Then a tax cut was budgeted to 
give the economy a fillip. 


Avie the election, perhaps Britain 
will formally undertake to support 
all forms of sterling at a single rate 
in terms of the dollar. Probably this 
will be a floating rate. This means 
that Britain will not guarantee to 
hold the pound at $2.80, the present 
official par value; but it probably 
will remove all impediments to the 
full use of sterling in capital as well 
as current transactions in any mar- 
ket. Steady support of the exchange 
rate may be given by the Exchange 
Equalization Account, as is now 
being done for transferable sterling. 
Resources of the World Fund will 
also be available. 

Assuming that all this comes about 
and that competitive depreciation for 
trading advantage is avoided, the 
development will be welcomed in 
Washington. 


METHODS and IDEAS 


Operating Procedures 


The NATIONAL ASSOCIATION OF 
BANK AUDITORS AND COMPTROLLERS 
has just concluded another round of 
regional meetings at which its mem- 
bers annually discuss banking prob- 
lems, notably those dealing with 
operations. This year’s conferences 
were at Wichita, Kans.; French Lick, 
Ind.; Scranton, Pa.; and Salt Lake 
City. Each had a large registration. 
BANKING couldn’t attend all four, 
but we did round up some of the 
ideas offered by bankers from all 
parts of the country. 


Audit and Control of 
Commercial Tellers 


hp which THE NATIONAL 
SHAWMUT BANK of Boston has 
found helpful in its teller audit and 
control program were outlined to 
the NABAC meeting at Scranton by 
John A. Doran, assistant auditor of 
that bank. 

Daily’ written statement. This 
form, prepared and signed by the 
teller, gives a detailed breakdown 
of the currency balance, transac- 
tions with other tellers and depart- 
ments, and, among other data, the 
amount of a settlement error. The 
statement is an element in effecting 
the bank’s general settlement, and 
is subject to control by the auditing 


department during its life as a bank 
record. “It has proved its useful- 
ness on many occasions,” said Mr. 
Doran, ‘“‘as a means of locating error 
and detecting types of defalcation 
through inspection or day-by-day 
comparison of figures.” 

“Difference ledger.” For histori- 
cal record all settlement errors of 
tellers and departments, and all ad- 
justing entries of error, should be 
recorded daily on individually iden- 
tified ledger records. Shawmut’s 
form has proved an “excellent means 
for disclosing patterns of error and 
for pinpointing the perfect record 
as well as the bad.” 

Cash deposit errors. As a means 
of identifying “the careless or chis- 
eler element among the depositors,” 
Shawmut distributed to all tellers 
a form on which to list errors de- 
tected in cash deposit transactions. 
“The record covers the name, total 
of cash deposited, amount or error 
(short or over), and the method of 
adjustment. Thus far there has been 
ample evidence of large shorts and 
overs. Time and a continuing com- 
parison of the entries will reveal the 
effectiveness of this experiment.” 

Denomination diagram. To assist 
tellers in correctly counting large 
cash deposits, a denomination dia- 
gram is printed on the reverse of 
deposit tickets and tellers are re- 
quired to use it. This form will also 


serve for cash for payroll orders. 

Checks cashed by tellers. As a 
strong preventive control Mr. Doran 
advocates the periodic examination 
of all checks cashed by tellers. ‘We 
accomplish this in connection with 
our P.M. audits of tellers’ cash and 
in conjunction with our examina- 
tions of the transit or proof depart- 
ment of the bank. Tellers must pro- 


This denomination diagram is printed 
on the back of the deposit ticket 


CASH REQUIREMENT ORDER FORM 


DOLLARS CENTS 
= 
| | 


For your convenience in ordering cash. 


Please use separate tickets for deposits and cash orders. This form 
may eleo be used to prove up cash deposited. If so used, be sure 
to enter cash on the deposit side of the ticket in the usual manner 


“Difference ledger” shows patterns of error and pinpoints teller’s record, good as well as bad 


THE NATIONAL SHAWMUT BANK OF BOSTON 


NAME ___ | 

Hundreds 

Fifties 

| 
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Total Currency | 
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This department, which includes 
“Public Relations,” is by JOHN L. 
CooLEY of BANKING’s staff. 


vide an explanation of unusual 
items. It is an excellent means of 
disclosing the practice of providing 
collected funds to depositors by 
cashing checks or the operations of 
a kiter.” 

Audit program work sheet. Its 
use is suggested by Mr. Doran as a 
means of analyzing tellers’ large 
settlement errors. The form should 
list the procedure to be followed in 
each general type of transaction 
handled by the teller, and will serve 
as a record of efforts made to find 
the error. It is also a source of 
information as to errors found and 
their prevalence. National Shawmut 
uses it in conjunction with a form 
for reporting verification of teller’s 
cash in the event of a large error. 
“This is an excellent control device 
for use in banks where there is no 
auditor, or where it is impossible 
for the audit function to cover the 
entire situation.” 

Mr. Doran also suggests that the 
audit or control officer take part 
in the training of new tellers. 
“Adopt a program of periodic com- 
pulsory review of operating regula- 
tions by all tellers, and provide them 
with reprints of the latest published 
material relating to the teller’s func- 
tion. Above all, create understand- 
ing of your own function and the 
values afforded the teller by the 
control program.” 


What’s New? 


AN one of those productive ‘““What’s 
new in bank operations?” ses- 
sions, Harry E. Mertz, NABAC tech- 
nical expert and assistant executive 
secretary, reported at French Lick 
on a number of innovations at var- 
ious banks. For instance: 
One-page passbooks. Surveys re- 
veal that about 80% of thrift ac- 
count depositors use only one page 
of a passbook, so several banks start 
new savers on a single - pager, 
printed on cheap stock. The regula- 
tions go with it. When the book is 
filled and the depositor stays with 
the bank, he is presented with a 
more attractive book. This idea 
seems to have been pioneered by 
THE CITIZENS AND SOUTHERN NA- 
(CONTINUED ON PAGE 44) 
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NABAC’s 6th Northern Regional Conference, French Lick, Ind. L. to r.: General 
Chairman Carl L. Tewksbury, vice-president, Fort Wayne (Ind.) National Bank; 
Harry E. Mertz, NABAC’s assistant executive secretary; NABAC President Robert 
H. Shepler, vice-president and cashier, Denver National Bank; Rev. E. P. White, 
French Lick; Richard C, Huelsman, vice-president and comptroller, Central Na- 
tional Bank of Cleveland; Malcolm H. Gibson, cashier, Citizens State Bank, 
Sheboygan, Mich.; Charles D. Coen, auditor, The National Bank & Trust Com- 
pany, South Bend, Ind.; V. B. Detamore, assistant cashier, First National Bank 
in Marion, Ind., conference co-chairman 


“Who Audits the Auditor ?”’ 


HAT question was raised at 

NABAC’s Scranton meeting by Her- 
bert A. Wood, comptroller, Mechanics 
National Bank, Worcester, Mass. 

“How often is a review made with the 
auditor to determine whether he is 
keeping up his schedules?” he asked, 
adding: “Are his methods along proper 
audit channels? Could the auditor, by 
having so much control, be the very one 
to cause embarrassment to his bank? 
In other words, who audits the au- 
ditor?” 

The responsibility “falls squarely on 
the shoulders of the directors who must 
see that proper audits and examina- 
tions are made of their bank. This re- 
sponsibility is further delegated to the 
audit committee. 

“This committee should be a revolv- 
ing group,” Mr. Wood continued, “each 
member serving three years, the last as 
chairman. We have found it desirable 
to have all new directors serve on this 
committee as soon as possible after 
their appointment, so that they will be- 
come familiar with the bank’s internal 
workings. 


Auditor-Director Conferences 


“A period of three years’ service en- 
ables the auditor and the committee to 
become familiar with one another, thus 
bringing about a closer tie between the 
directors and the auditor. The latter’s 
reports should go directly to the com- 


mittee. However, much can be accom- 
plished by more effective use of auditor 
and director conferences.” 

These meetings should be “more than 
a casual review of the auditor’s re- 
ports.” They should provide the auditor 
a chance to discuss his program and to 
point out any operation over which he 
feels more control should be exercised. 


Specialist for the Study 


Although directors don’t have time to 
cover the highly technical procedures of 
a good audit program, they can engage 
a specialist to make the review for 
them, Mr. Wood pointed out. He sug- 
gested that a financial accounting firm 
specializing in bank audits, or a retired 
bank auditor, is a suitable specialist to 
conduct the study. The reviewer should 
examine the auditor’s program, includ- 
ing schedules, work papers and meth- 
ods, and make a written report to the 
audit committee, with suggestions for 
improvement or change, or commenda- 
tions for the auditor. The committee, 
after reviewing the report with the au- 
ditor, should pass it on to the board. 

A review, in Mr. Wood’s opinion, 
should be made every three to five 
years. 

This method has been followed for 
some time at the Mechanics National, 
where the auditor and the board’s audit 
committee meet at least five times 
annually. 
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NABAC’s 20th Eastern Regional Conference, Scranton, Penna. 


(CONTINUED FROM PAGE 43) 
TIONAL BANK, Atlanta, and the 
First NATIONAL BANK of Madison, 
Wisc. 

Braille. The UNITED STATES NaA- 
TIONAL BANK of Denver and the 
OMAHA NATIONAL BANK are using 
Braille system checks for their blind 
customers. 

Purchases. FIRST NATIONAL BANK 
of Redwood City, Calif., has a con- 
trol covering internal purchases. 
There’s. a prenumbered purchase 
form, in colors. First copy goes to 
the vendor, second to the purchas- 
ing agent, third to the receiving 
desk, fourth to the comptroller. A 
multiple form expense check is dis- 
tributed as follows: Original check, 
second copy debit — operating ex- 
penses, third copy credit to out- 
standing expense checks, and fourth 
copy attached to paid bills. 


Charts for Directors 


ANY bank directors and officers 
find that charts enable them 

to follow trends and the bank’s 
progress more easily than do tabu- 
lations of figures. Also, the informa- 


tion is more impressive in that 
form, said R. C. Huelsman, vice- 
president and comptroller, CENTRAL 
NATIONAL BANK of Cleveland. He 
spoke at the association’s French 
Lick conference. 

Charts have been developed to 
cover many items on balance sheets 
and earnings and expenses. Mr. 
Huelsman suggested the following 
as chart material: 
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Assets by principal types; secur- 
ities by types, Governments by ma- 
turities; loans by classification; 
liabilities by principal types; de- 
posits by principal classes; yearly 
comparison of weekly or monthly 
deposits; principal sources of oper- 
ating income and expenses; distri- 
bution of gross operating income 
showing expenses, income taxes and 
net earnings before dividends; per 
share distribution of gross operat- 
ing income; comparisons of earn- 
ings and dividends and of earnings 
and income taxes by years; total 
capital account by years; position 
among local banks. 

“Charts can be developed on an 
annual, quarterly or monthly basis, 
depending upon the comparison 
needed,” said Mr. Huelsman. “Fre- 
quently both an annual and a 
monthly or quarterly chart are 
used. The annual chart gives com- 
parisons over a number of years, 
whereas the monthly or quarterly 
charts give better comparisons of 
shorter trends.” 


Costs and Selling Prices 


H’= banks adjusted their selling 
prices to meet the costs of 
fixed expenses added in the last few 
years by new buildings, parking 
lots, drive-ins, prepaid postage and 
other conveniences? That question 
was put by James J. Durkin, vice- 
president and cashier of the COoLo- 
RADO NATIONAL BANK, Denver, a 
NABAC speaker at Wichita. 

Mr. Durkin also emphasized the 


importance of knowing the sources 
of operating profits, and whether 
any operations showed a loss. And 
did banks ever consider that they 
might show a loss from operations 
were it not for inflated deposits? 

“Suppose,” he suggested, ‘that 
deposits were to drop 15% or 20%. 
What would happen in our banks, 
keeping in mind our fixed expenses,” 
including those incident to the new 
services. “What would happen to 
public relations if we were suddenly 
to eliminate some of these conveni- 
ences? Surely it is more business- 
like to price our product so we can 
recover all our costs.” 

Cost figures, he pointed out, should 
include not only salary, rent, heat, 
etc., but also administration ex- 
pense, advertising, business promo, 
tion (personal calls). 


Income and Expense 
Control 


So for good control of 
earnings and expense accounts 
were developed by Lowell W. Skil- 
liter, auditor of THE TOLEDO TRUST 
CoMPANY, in a series of questions 
that “search right into the middle’”’ 
of bank audit procedures. By this 
method he brought out these points 
at the French Lick conference. 


Income 


Loans and Discounts. Are the 
principal entries tied in to the daily 
totals of loans made and paid? Is 
the interest rate on each loan au- 
thorized by the proper officer or 
committee? Is the interest or dis- 
count on each loan correctly com- 
puted and is the total interest 
collected credited to the proper ac- 
counts? Is rebated interest correctly 
computed, debited to the proper ac- 
count, and properly disbursed or 
credited to the borrower’s account? 
Is it possible to withdraw funds, 
other than proper rebates, from the 
interest account? (It should be im- 
possible. ) 

Securities. Are prices paid or re- 
ceived in agreement with the market 
at the time of purchase or sale? Is 
accrued interest correctly computed 
on all purchases and sales? Are in- 
terest rates verified? Is interest 
received when due and is it prop- 
erly credited? Is control maintained 
on defaulted issues? Is amortiza- 
tion properly computed and is it 

(CONTINUED ON PAGE 139) 
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Public Relations 


Advertising . . . Promotion . . . Business Development .. . 


“Check” 


N unusual window display, based 

on chess, attracted attention at 
the First NATIONAL BANK in St. 
Louis. 

A game was set up on a large 
chess board, arranged by Assistant 
Vice-president Erich C. Wagner. 
The black king was in ‘‘check,”’ sub- 
ject to capture by the white queen, 
and unable to move to an adjacent 
square without being checkmated. 
Black’s best move was to advance 
his pawn to an illuminated square 
labeled ‘First National Bank of St. 
Louis.” 

The chessmen were antique silver 
and bronze pieces loaned to the bank 
by an antique shop. The display was 
built by Edward W. Lamprich of 
the bank’s staff. 


75,000 in Bank Contest 


ORE than 75,000 persons took 
part in a “Name That Street” 
contest sponsored by the HARTFORD 
(Conn.) NATIONAL BANK AND TRUST 
CoMPANY to introduce the new 
drive-through banking facility and 
pedestrian passageway just behind 
the bank’s main office. 
Entry blanks and contest rules 
were printed in the local papers, 
and proofs of the ad were available 
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Community Relations 


The chess 


to the public at the branches. Any 
resident of Hartford County was 
eligible. 

First prize, a $1,000 savings ac- 
count, went to Mrs. Helen B. Dicker- 
man, a typist for the London & 
Lancashire Insurance Company, 
whose suggestion was “Old Bank 
Lane.”’ Two runners-up, who offered 
the same name but mailed their 
entries later, got $50 accounts. One 
of them was Harry Snyder, a bank 
examiner. 

Mrs. Dickerman christened the 


President Enders 
of Hartford Na- 
tional Bank and 
Trust Co. gives 
the “Name That 
Street”? award to 
the winner 


window 


street at a ceremony during which 
the prizes were presented by the 
bank’s president, Ostrom Enders. 


Staff Sales Program 


A the NATIONAL SHAWMUT BANK 
of Boston there’s a well-organ- 
ized, staff sales program that brings 
results. It was described at the 
eastern regional conference of the 
Association of Bank Women by 
Mabel E. Hamilton, an assistant 
branch manager of the bank. 

Organized three and a half years 
ago by President Walter S. Bucklin 
(now chairman) as “a continuous 
activity for retaining present busi- 
ness, securing new business and 
developing and advertising our tal- 
ents as banking men and women,” 
the program now has the active 
participation of nearly all the 
staffers who contact the public. Miss 
Hamilton reported that its success 
is attested by “substantial gains in 
departments such as trusts and by 
stop-loss effects in departments such 
as savings.” 

The plan’s first phase was a series 
of lectures to all staff members (in- 
cluding officers) in contact positions. 
The talks were on selling the bank’s 
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services, with emphasis on the cus- 
tomer or prospect whose needs the 
services were designed to meet. ““We 
were instructed in the gentle art of 
persuasion,” said Miss Hamilton, 
“discouraged from high pressure 
tactics, and schooled in meeting the 
objections and defenses of custo- 
mers.” Printed copies of the lectures 
Were used as a sales manual. In 
addition to that the staff got a sales 
kit which included prospect cards 
and interview report forms. 

“This was not a contest. We were, 
however, to become a Shawmut sales 
team for which eligibility require- 
ments were set. A point system was 
established for prospect cards and 
interviews submitted, with the high- 
est number of points awarded for 
actual sales. A specific number of 
points had to be earned to be eligible 
for the sales team, and at least one 
sale had to be made. There were no 
prizes, no awards. The year was 
divided into quarters, the beginning 
of each new quarter requiring re- 
qualification for the team. 

“Regular progress reports cover- 
ing all participants were issued pe- 
riodically.” 

The sales team has quarterly din- 
ners at which specialists in selling 
speak. 


Bank Sponsors Child Safety 
Campaign 


NATIONAL BANK OF 
is sponsoring dis- 


HE FIRST 
CINCINNATI 


A timely ad 


LISTER 
PASTEUR 


FLEMING- 
And Now 


SALK! 


Let Us Humbly GiveThanks 
For The Freedom From Fear 
His Polio Vaccine Has Brought 
To Every Parents 


First Bankef Arizona 


HEAD OFFICE PHOENIX 
RANCHES IN MOST BUSINE ENTER 


Bank’s child safety campaign folder 


tribution of safety education folders 
to children in the area. 

A similar folder, prepared last 
year, received so favorable a recep- 
tion by parents, police, PTAs, and 
civic groups that the Greater Cin- 
cinnati Safety Council asked the 
bank to cooperate again in 1955. 
The promotion, illustrated with pic- 
tures and sketches, includes several 
safety rules for youngsters. 

The First invites banks interested 
in this community service to write 
its publicity department. Artwork 
and plates are available, says Ver- 
non E. Curran, director of public 
relations. 


Nebraska BA Scholarships 


HE NEBRASKA BANKERS ASSOCIA- 

TION is offering 10 $200 com- 
petitive first-year scholarships to 
the Norfolk Junior College, Norfolk, 
Nebr., for a course in business ad- 
ministration and banking. 

The awards are primarily for 
young men interested in a banking 
career, and NBA will help the 
holders obtain summer jobs in banks 
and permanent positions when they 
graduate. 

Winners will be selected by the 
Education Committee of the asso- 
ciation. Although for the first year 
the awards will be available only 
at the Norfolk school, expansion of 
the program is planned for 1956. 


NYSBA Gets PR Award 


NATIONAL award for outstand- 

ing achievement in public rela- 
tions was presented to the NEW 
YorkK STATE BANKERS ASSOCIATION 
by John H. Smith, Jr., president of 
the American Public Relations As- 
sociation. The award was received 
by Albert L. Muench, NYSBA ex- 
ecutive vice-president, and C. Wil- 
liam Green, director of its Educa- 
tional Foundation. 

(CONTINUED ON PAGE 112) 


Bank of Montreal is extending its ex- 

periments with the use of color in news- 

paper advertising. A current series, 

featuring the bank’s passbook, is bring- 

ing reactions that seem to justify the 
extra expenditure 
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The Month in Quotes 


More Farmer Initiative 


“THE GROUP [American Assembly] generally agreed 
that too much reliance has been placed on the part 
which price supports and production controls can play 
in solving agriculture’s long-range economic problems. 
... In the future, price supports should play a progres- 
sively smaller role and net income a progressively 
greater role in directing agricultural production. A 
gradual movement toward a more flexible price support 
program is desirable. An orderly program of reduc- 
ing present excess storage stocks to prudent reserve 
levels should be accompanied by positive measures to 
bring and keep productive resources in balance with 
available markets. The group generally agreed that 
moderate price supports and storage programs are de- 
sirable means of protecting some segments of agricul- 
ture against extreme price and income instability but 
noted that continuing attempts to use price supports to 
raise farm prices are self-defeating.’—American As- 
sembly’s Recommendations on Farming. 


Private Capital Preferable 


“GOVERNMENT funds cannot, and should not, be re- 
garded as the basic sources of capital for international 
investment. The best means is investment by private 
individuals and enterprises. The major purpose of the 
new institution [International Finance Corporation], 
consequently, will be to help channel private capital and 
experienced and competent private management into 
productive investment opportunities that would not 
otherwise be developed.’’—President Eisenhower in his 
message to Congress asking approval of U. 8S. member- 
ship in the International Finance Corporation. 


Which Other States? 


“ALLOW ME to express the conviction that other 
states also will follow the pattern. The Soviet Union 
attaches great significance to the Austrian declaration 
that the country will not join any military alliance 
and will not permit foreign military bases on its soil. 
The Soviet Union greets with all her heart this atti- 
tude of Austria—this position of honest neutrality— 
which will have an important significance for the 
maintenance of peace in Europe.”—Foreign Minister 
V. M. Molotov’s statement at the signing in Vienna of 
the Austrian independence treaty. 


Lend-Lease for Peace 


“IT IS TRUE that under our enterprise system we re- 
spond to the incentive of self-interest, but in the 
broader sense that very self-interest itself compels us 
to recognize that the welfare of each individual institu- 
tion depends squarely upon the soundness of our coun- 
try as a whole. ... We ask young men to give two years 
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of their lives to military service. Why should we not 
likewise make it possible for young men to give two 
years of their lives to serving their country in peace? 
Government would get brains and character; industry 
would get understanding of governmental problems; 
and government ‘by the people’ would have taken a long 
step toward a brighter future. And the senior execu- 
tive can himself take a leave of absence from his com- 
pany. He can make himself available and serve his 
country in a high post.’—Clarence B. Randall, chair- 
man of the board, Inland Steel Co., discussing the 
evolution of the socially conscious executive, in Dun’s 
Review and Modern Industry. 


Germany Joins NATO 


“THIS occasion will be long remembered. The entry 
of the free people of Germany into the Atlantic asso- 
ciation of nations is an event of historic significance. 
We see here a demonstration of the capacity of the 
Atlantic peoples to submerge ancient differences in 
order the better to secure the virtues of Western civili- 
zation.” —John Foster Dulles, speaking at opening ses- 
sion of NATO Council. 

“I THANK You from the bottom of my heart for the 
words of welcome you have addressed to the Federal 
Government and to the whole German nation. Your 
words reflect the importance of the hour and of the 
event... . Within the community of free nations Ger- 
many will be an able and reliable partner and in this 
community we wish to employ all our efforts for the 
safeguarding of freedom and human dignity.” —Konrad 
Adenauer, replying to welcome at opening session of 
NATO Council. 


At a reception celebrating the return of German sovereignty 

are, left to right: Chancellor Konrad Adenauer, Sir Frederick 

Hoyer-Millar of Great Britain, Andre Francois-Poncet of 

France, James B. Conant of the U. S. (the last three being 

former Allied high commissioners), and President Theodor 
Heuss of the German Republic 


UNITED PRESS 
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“Let's Make a Survey’ 


"Your vote, Gentlemen, shows this committee 
100°, in favor of my suggestion to survey the staff 
for their opinion on a general survey regarding this 
idea from the suggestion box to change our state- 
ment envelope from dark brown to light brown." 


1. WHOM TO ASK 
2. WHAT To ASK 
HOW TO ASK 

WHEN TO ASK 


“Come in, Gentlemen. We're laying the ground- 
work for :hat envelope survey. This is Mr. Burnfish 
from the firm who will write the questionnaires, Mr. 
Cooke whose firm will conduct the survey, Mr. 
Brown from the firm doing the analysis, and Mr. 
Boardbill from our advertising agency." 


By DICK ERICSON 


"Finish tabulating that staff survey? Good! Let's 
see... 14% saidno...21% don't care... 43% 
for survey of customers .. . 9% suggested other 
colors . .. 13% miscellaneous answers. . . . Survey 
it is!" 


y 


PROGRESS CHART ° 
SURVEY PHASE B7-I6 


"Mr. Ritterberg here, one of our good customers, 
has consented to help us. Now, Herman, we want 
a fast impression on which of these six question- 
naires you find most pleasing. . . . Hurry now. Oh, 
Miss Wallace, will you bring in that stack of tele- 
phone questions . . . and the interview blanks?" 
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ENVELOPE SURVEY 
QUESTIONNAIRE 
NO. | 


ONNAIRE 
Q NO. + 


"Everything's coordinated, Chief . . . the postmen 


are due to leave with the mailed questionnaires 


"Get those results in here .. . No. 4 Questionnaires 
in 10 seconds . .. telephone girls ready .. ." 


down at the end... No. 3s to those tabulators 
. . . telephone sheets right to the board... " 

QUESTIONNAIRE 
IONNAIRE | QUESTIONNAIRE No.4 
0.3 NO. + 


Ss 


Wz 


"72° of the interviews on Questionnaire No. 2, 
with housewives having two or more children show 
53°%, of those answering the door favor light brown 


stockroom and we have on hand enough of the old 
. » « However, 37.5% would like to see sample 


M4. 
"Sorry to interrupt, sir, but | just checked the 
shades .. . 9.1% definitely prefer chocolate... " 


envelopes to last four years and seven months." 
June 1955 
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Telling the Staff All About the Bank 


Employee Meetings Are Held for Discussion SEATTLE-FIRST NATIONAL'S 1954 


CHART NO. 3 


CONDENSES STaTBABNT OF INCOAS 


of Annual Report 


J. W. HANSEN 


Mr. HANSEN is vice-president and 
personnel director of the Seattle- 
First National Bank, Seattle, Wash. 


banks distribute copies 
of their annual report to all 
staff members. Others pub- 
lish special reports for employees 
or prepare articles reviewing the 
bank’s past-year progress for use 
in their house organs. 

Seattle-First National Bank has 
gone a step farther. Management 
sits down with the employees and 
they talk over the annual report 
from the employees’ viewpoint. 

It sounds simple, but it isn’t. 
Seattle-First has 2,100 people on its 
staff; they are located at 60 offices 
spread over the State of Washing- 
ton. Head Office representatives 
could travel over the state to dis- 
cuss the report with small groups 


The illustrations 
in this article are 
four of the five 
annual report 
charts that are a 
feature of the 
program. Chart 
No, 1, not shown, 
is a map of the 
state, with data on 
the bank’s 60 
offices 


Joun AND Alice JONES 


INCOAe 


Jones SALARY 
ALICE JONES SALARY 


Livine Expenses 

CLOTHING, 

RENT 

TAXES 

oTHeR (CAR, AEDICAL, INS ,ETC) 


DISPOSITION 
To Jown's 
MONEY ADVANCED FoR Collec 


TO SAVINGS puree 
PURCHASE OF AND ADDITION 
OF CHILDREN 


TOTAL SAVINGS AT YRAR-END 


VERSUS 


lucome EXPENSE pRoBLeAS 
OF A BANK ARS QuITe SIMILAR To 
oF a FAMILY. THeme’s always 
THE PROBLE/A OF KBEPING INCOM 
AWEAO OF BXxXPENSE. FOR THE 

BANK, AS FOR THE FAAILY, THene 
ARE ONLY TWO WAYS To Do THAT: 
INCREASE INCOME AND 
EXPENSE. 


AND THERE HAS To BE sone 
incoam over- FoR Losses 
OF VARIOUS KINDS, Fou 
FINANCIAL OBLIGATIONS, TO 
FOR FUTURE GRowT 
AND EXPANSION. 


Notice How closely tHe 


COR DOIFFERENCE Ww 
THE BANK'S DiviDEeNcs. 
ARE IN THE NATURE 
CF A PAYAENT FOR The USE 
OF THR 
INVESTED FUNDS RATHER 
THAN FOR REPAYMENT OF A 
LOAN, AS IN THE CASE of 
THE YouNG Couple's 
DISBURSEMENT. 


of employees, but the time and ex- 
pense would be prohibitive. Nor 
would such teams be very likely to 
get essential two-way discussion 
from employees, more or less awed 


SEATTLE-FIRST NATIONAL'S 1954 


CHART N° 


2 


TWE ROLE OF THE Board of DIRECTORS 


3,869 
THEY Are THE OWNERS OF THE BANK AND HAVE A TOTAL INVESTAENT IN IT of a5 
Tey cHoose 25 FROA THEIR OWN RANKS FOR THE BOARD oF DIRECTORS. 


25 DIRECTORS 
THEY HAVE THE RESPONSIBILITY FoR FORAING 
THE BAUK'S POLICIES AND SELECTING THE 
OFFICERS TO CARRY OUT THESE Policies. 


258 OFFICERS AND 1844 OTHER EAPLOYEES FORA THE BANKS IN 
STAFF. ‘THEIR RESPONSIBILITY IS TO CARRY ON ITS DAY TO our temas 
IN ACCORDANCE WITH THE POLICIES ESTABLISHED BY THE BOARD OF DIRECTORS 


THE BOARD OF DIRECTORS 


OTHER. 
EINANCIAL 


2 
3. 


LuAser 


31-54 


PRODUCTION 
€ DISTRIBUTION 


by the various visiting ‘wheels.” 

So, when Executive Vice-president 
Charles D. Saunders and the writer 
first talked about the program over 
three years ago, it was in terms 
of ‘can we develop a ‘package’ for 
use by department heads and branch 
managers that will insure their suc- 
cess in getting a knowledge of the 
bank’s affairs across to their staffs?” 
By “success,” we had in mind our 
employees showing a lively interest 
in the discussions as reflected by 
frequent questions and comments 
during the projected meetings. And, 
just as important, it had to be a 
“package” that the manager could 
use easily, with a minimum of prep- 
aration, adapt to his local situation 
as necessary, and put on at his con- 
venience. 

The result, as developed by Train- 
ing Director Lloyd A. Dodd, assistant 
cashier, is a format now in its fourth 
year of use. The two key features 
are a series of five charts, supple- 
menting the material in the annual 
report, and a leader’s outline, chuck- 
full of suggested questions to use 
in promoting staff discussion. 

The charts are professionally 
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drawn but inexpensively duplicated 
in black and white on 814 x 11 paper. 
They are distributed during the 
meetings to all participating em- 
ployees for use during the discus- 
sions and for subsequent retention. 
This year’s series includes the fol- 
lowing: 

(1) Map of the state, showing all 
60 offices of the bank, together with 
founding dates, dates of becoming 
branches, and number on staff at 
each office. 

(2) Role of the board of di- 
rectors, showing relationship of di- 
rectors to stockholders and to bank 
staff. Also blanks to be filled in dur- 
ing discussion pointing up the di- 
versity of business background of 
the 25 members. 

(3) A hypothetical statement of 
1954 income and expense for a typ- 
ical young married couple, parallel- 
ing the bank’s figures in the annual 
report, to be compared during the 
discussion. 

(4) Volume and type of loans 
during past three years, emphasiz- 
ing how the bank serves all loaning 
fields. 

(5) Growth in number of cus- 
tomers using the bank’s principal 
services. Chart shows bankwide fig- 
ures and has blanks for branches to 
fill in their own figures. 


The Meetings 


The outlines provide for two 45- 
minute to 1-hour meetings for each 
group of employees. The discussion 
leaders are not required to follow 
the outlines, but the great major- 
ity do. The outlines are set up in 
two columns, one “Points to Cover,” 
the other “Suggested Questions.” 
The outlines parallel the text of the 
annual report, but give an employee 
slant to the topics covered. 

Department heads and branch 
managers have had no formal con- 
ference leadership training. But 
they are familiar with the con- 
ference approach through having 
participated in four series of the 
bank’s management conferences dur- 
ing recent years. These conferences 
have been put on system-wide by 
head office executives for all the 
bank’s management people—officers, 
supervisors, and key senior em- 
ployees. They have covered such 
general subjects as personnel rela- 
tions, operating problems, customer 
relations, and business development. 

With this background. the branch 
conference leaders are doing an in- 
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creasingly effective job. Reports 
sent in by the branches to Mr. Saun- 
ders, following each year’s meetings, 
show that over the 4-year period 
the comments on employee reaction 
have reflected increasing interest 
and, further, that there has been a 
steady rise in enthusiasm on the 
part of the conference leaders them- 
selves. Some of this is attributable 
to improvement each year in the 
material that our training director 
has developed. Equally important, 
we feel, is the experience the leaders 
have acquired. 

Here is a typical leader’s com- 


ment on the results of the program: 

“Employees very interested. Asked 
many questions. Seemed to appreci- 
ate the meetings and information.” 

We hang no tag of “economic edu- 
cation” on the program, but there 
are undoubtedly distinct advantages 
accruing in that regard. How better 
can employees be grounded in the 
advantages of our American system 
than for management to talk over 
with them the organization’s profit 
and loss picture, its corporate struc- 
ture, and how it serves the com- 
munity in terms that make sense 
to all? 


SEATTLE-First NATIONALS 1954 
CHART Neo 4 
LOANS 


COMMERCIAL 


19s2 
7 Loans OUTSTANDING 


REAL ESTATE 


AN O 


AGEIcULTUeAL 
1953 1954 


$ 64,399,000 $ 188,202,000 


LOANS OUTSTANDING 


YEAR- END 62,922,000 


$ 52,627,000 $ 61,675,000 


INSTALLAENT CREDIT 


LoaNS AADE 
DURING EAR "10,000 


120,000 $ 115,000 


Loans 


YEAR- END + 21, 710,000 


$ 10,090,000 $ 82,032,000 


THE SEATTLE-First National BANK, AS THe Leaving source for LoaNs THis 
STATE, HAS AUCH OF THE RESPONSIBILITY FOR SUPPLYING THE RIGHT AAOUNT OF CREDIT 
TO KEEP OUR ECONOAY IN A HEALTHY, GROWING CONDITION. THAT AEANS JAKING JAANY, /AANY 
S/AALL LOANS To INDIVIDUALS AS Well AS LARGER LOANS TO FARAERS AND BUSINESS 
ABN OF ALL TYPES. AND 'T /AEANS KEEPING UP WITH NEW NEEDS - FOR EXAMPLE, FARAING 
HAS GROWN GREATLY IN WASHINGTON IN RECENT YEARS, CREDIT NEBOS OF WASHINGTON 
FARAERS WAVE EXPANDED 62 % DURING THE s/AOST RECENT FIVE YEARS FOR WHICH 
FIGURES ARE AVAILABLE, OvR BANK HAs © X pAN DED rs Loans TO FARAERS DURING 
THE PERioD BY 98%, INDICATING THE LEADING WE ARE TAKING IN 
FINANCING GRowTtH IN THIS STATE. THIS IS A TYPICAL EXAMPLE OF 
S-FNB'S FORWARD-LOOKING LOAN PROGRAK. 


SEATTLE-First NATIONALS 1954 
CHART Ne 5 


THE NUABER OF CUSTOAERS WE ARE SERVING Stlows A dealtdy GRrowri. 


ALL OFFICES 
AT THE YEAR-END 1952 1953 1954 


Your BRANCH 


CHECKING ACCOUNTS 


SAVINGS AcCOUNTS 
REGULAR 
CHRISTAAS clUB 
SCHOOL SAVINGS 


SAFE DEPOSIT 
BOXES RENTED $8,179 


INSTALLAENT CREDIT LoANS 96,259 
REAL ESTATE LOANS 9,506 


196,239 206,635 215,129 


175,242 
4,350 
14, 040 


176,977 
6,984 
18,057 


59,367 
111,616 
10,332 


116,845 
10,622 


BUT, THE ENTIRE WASHINGTON ECONOMY 15 EXPANDING AND WE 
SHovuLD. BEF ADDING EVEN CUSTOAERS. How DID YouR 
BRANCH DO LAST YEAR? AND How AANY NEW CUSTOAERS DID 
You, PERSONALLY, BRING TO THE BANK 2? THE FASTER THE BANK 
Grows, THE BETTER THE oppoRTUNITiEes If 
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The Banker’s Role in the VHMCP 


The Voluntary Home Mortgage Credit Program's 


Success Will Lessen Pressure for More 


Government in Mortgage Lending 


The author is executive secretary 
of the National Committee of the 
Voluntary Home Mortgage Credit 
Program. 


HE Voluntary Home Mortgage 
Credit Program provides a test 


of whether private lending in- 
stitutions can make direct Govern- 
ment participation in the mortgage 
lending field unnecessary. This 
clearing house program was pro- 
posed by the private industry groups 
in the home finance industry, in- 
cluding the American Bankers As- 
sociation, and was established under 
the Housing Act of 1954. Its opera- 
tions are under the direction of a 
national committee consisting of 
representatives of each of the five 
types of private mortgage lending 
institutions, the homebuilders, and 
real estate boards. Albert M. Cole, 
Administrator of the Housing and 
Home Finance Agency, is chairman 
of the national committee. His posi- 
tion insures the Administration’s 
cooperation in the program. The 
VHMCP is thus a joint endeavor 
between industry and Government. 


Two Major Goals 


The VHMCP has two major goals. 
First, it seeks to find private lenders 
willing to make VA-guaranteed and 
FHA-insured home loans in small 
communities and remote areas — 
areas where these types of mort- 
gages have been more difficult to 
obtain on equal terms with those in 
the financial centers. Second, it 
seeks to find a place with private 
lenders for FHA-insured and VA- 
guaranteed loans on housing avail- 
able to members of minority groups 
on the same terms as prevail for 
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others. These have been the trouble 
spots in the mortgage field — the 
problem areas that have led to the 
Veterans Administration’s direct 
loan program and the Federal Na- 
tional Mortgage Association’s spe- 
cial assistance authority. 


Bank's Part Essential 


In these areas of need, the par- 
ticipation of the commercial banks 
becomes essential. Most important 
is the direct cooperation of banks by 
their agreeing to process applica- 
tions under the program. No one is 
being asked to make loans beyond 
his capacity, and no one is being 
asked to make unsound loans. Coun- 
try banks will make a valuable con- 
tribution by considering applications 
for assistance in their own trade 
areas, even if they cannot cover 
wider territories. City banks can do 
a great deal to help supply adequate 
funds for mortgages on housing for 
members of minority groups, for 
whom there are no area restrictions. 
Experience under the program so 
far indicates that individual lending 
institutions are unlikely to receive 
a large volume of loan applications. 

The Voluntary Home Mortgage 
Credit Program first refers applica- 
tions to local lenders for assistance 
in obtaining loans. If the local 
lenders cannot take them up, the ap- 
plications are referred to outside 
lending institutions. But this prior- 
ity for local lenders can be afforded 
only to those who agree to partici- 
pate in the program. Banks which 
have not submitted to the A.B.A. 
the questionnaires sent to them by 
the A.B.A.’s Savings and Mortgage 
Division may obtain questionnaires 
from the National Committee of the 


Voluntary Home Mortgage Credit 
Program, Washington 25, D. C. Only 
those banks which have submitted 
questionnaires are listed as partici- 
pants in the VHMCP. 

In many towns, the bank is the 
only local mortgage lender. Par- 
ticipation by the country banker in 
the program is one of the keys to 
the VHMCP’s success. Even those 
banks which cannot accept loan ap- 
plications under the program for 
their own portfolio can help the pro- 
gram and at the same time render 
service to their local communities by 
working with other lenders partici- 
pating in the program. Many cor- 
respondents of life insurance com- 
panies and mutual savings banks are 
extending the territory in which 
they will originate and service mort- 
gages made through the VHMCP if 
there is no other way of providing 
mortgage service in the area. In 
many cases, properties for which 
VHMCP applicants are seeking fi- 
nancing assistance are so far from 
the correspondent’s office that the 
expense of property inspection and 
personal interviews with applicants 
would be prohibitive unless the lend- 
ing institution were informed that 
the property and the applicant would 
be likely to meet sound lending 
standards. By agreeing to inspect 
the property and investigate the ap- 
plicant’s credit, the country banker 
can help the correspondent to com- 
plete a loan which might otherwise 
be made directly by the Govern- 
ment. 


Help for the Bankers 


Some banks which are equipped to 
make FHA-insured and VA-guar- 
anteed mortgages are loaned up, and 
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cannot find outlets for loans they 
would like to originate. If a banker 
needs assistance in finding an in- 
vestor to purchase FHA or GI loans 
he wants to originate, he may ask 
his regional VHMCP committee for 
a lender application. The regional 
committee will then attempt to find 
an investor interested in buying the 
loans. 

By providing a loan originating 
service, mortgage warehousing fa- 
cilities, and other services to other 
mortgage lenders, the commercial 
bank can also contribute to the suc- 
cess of the VHMCP. And finally, 
many larger banks will be able to 
instruct their correspondents in the 
procedure for making FHA-insured 
and VA-guaranteed loans. Both FHA 
and VA, in addition, are equipped 
through their regional offices to 
provide these instructions. 

Two objections to the activities 
of the VHMCP have been, voiced by 
some bankers. First, some bankers 
have expressed the fear that the 
VHMCP, by bringing outside lenders 
into their territories, will produce 
unwelcome competition. Experience 
under the program has demonstrated 
that many banks are providing 
ample funds, together with other 


State Bank 


OTAL assets of all state-char- 


tered banks reached an all-time 
high of $115,990,465,000 at the end 
of 1954, an increase of $5,502,375,- 
000 or 5% over 1953, according to 
Condition and Operation of State 
Banks in 1954, just published by the 
State Bank Division of the Amer- 
ican Bankers Association. This is 
the 24th annual survey by the 
Division of assets, liabilities, earn- 
ings, and expenses of state banks. 

It is explained in the study that 
“these figures will differ from fig- 
ures published by the Federal bank 
supervisory agencies because the 
latter include some banks not under 
state supervision.” 

To quote further from the 48- 
page study, “all principal items of 
assets and liabilities, except cash 
and balances with other banks, 
showed definite increases. 

“State supervised banks in the 
48 states and the District of Colum- 
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local institutions, for insured and 
guaranteed mortgages. Few VHMCP 
applications are received from areas 
where this is the case, and if these 
banks will agree to participate in 
the program they will continue to 
receive the first opportunity to make 
loans applied for in their towns. An 
applicant for assistance, moreover, 
must have been turned down by two 
local lenders before the VHMCP will 
accept this application. The pro- 
gram is thus providing private, 
rather than Government, money for 
loans which local lenders cannot 
make. In many communities the de- 
mand for mortgage money so far 
exceeds the supply that bankers are 
welcoming the outside lenders and 
are grateful for the opportunity to 
file lender applications for loans 
they cannot retain in their own port- 
folios. 


Banks Apply Own Standards 


Second, some bankers have felt 
that the VHMCP, through its re- 
ferral process, tends to place loans 
in the hands of the most liberal 
lenders. It is true that if the bor- 
rower cannot be accommodated by 
me lender, his application will be 
referred in succession to other 


bia at the end of 1954 totaled 9,516, 
a decrease of 72 banks under 1953. 
This decrease was due primarily to 
mergers. Of this total number of 
banks, 8,989 were state commercial 
banks. These state commercial 


What most Americans would like 
is a dollar that will go a long way 
but won’t go very fast. 


Some persons find that there is 
nothing quite as useful as a good 
elastic code of morals. 


Uncle Sam may now refer to the 
rest of the world as his debtor half. 


Before a young man marries, he 
ought to figure out how much he can 
spend on the instalment plan. 


lenders until a mutually agreeable 
loan can be arranged, or until every 
reasonable hope of placing the loan 
has been exhausted. But the private 
lenders participating in the VHMCP 
are applying their own lending 
standards, and, while the standards 
of some lenders are more liberal 
than those of others, they tend to 
be more conservative than the stand- 
ards of the Government agencies 
which make loans directly or pur- 
chase them. The real competitor is 
thus not the nationwide lending in- 
stitution but the Government. 

Already there are persistent de- 
mands for an expansion of the Gov- 
ernment’s mortgage lending activ- 
ities. If borrowers in remote areas 
and qualified minority group bor- 
rowers are not provided with fed- 
erally insured and guaranteed loans 
on terms comparable with those 
available to others, these demands 
may result through public pressure 
in more and more Government par- 
ticipation in the mortgage market. 
The Voluntary Home Mortgage 
Credit Program is the answer of the 
private mortgage lenders and the 
present Administration to this 
threat. It deserves the full coopera- 
tion of all commercial banks. 


Resources at New High in 1954 


banks included loan and trust com- 
panies, private banks, stock savings 
banks, industrial banks, and cash 
depositories. The remaining 527 
state supervised banks were mutual 
savings banks.” 

The complete study has been 
mailed to all state banks which are 
members of the American Bankers 
Association. 

The study was prepared under 
the direction of the Committee on 
State Bank Research of the A.B.A. 
State Bank Division. Chairman of 
the committee is C. Herbert Cornell, 
president, Fidelity State Bank, Min- 
neapolis. Committee members are: 
Julian E. Fant, president, River- 
side Bank of Jackson, Fla.; L. A. 
Hollenbeck, chairman and _ presi- 
dent, Farmers and Merchants State 
Bank, Iroquois, S. Dak.; and K. 
Winslow, Jr., executive vice-presi- 
dent, Seattle Trust and Savings 
Bank. 
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Know Your Health Insurance 


May you never need it! But just in case, here are some pointers that possibly 


will facilitate its use . . 


. and some facts about those payers of a billion-dollar 


hospital and doctor bill, nonprofit Blue Cross and Blue Shield 


JOHN L. COOLEY 


S the holder of a health insur- 
A ance policy—-Blue Cross, Blue 
Shield, or other—you’re more 
than a statistic in an actuary’s com- 
putation. You’re a party to a con- 
tract, and have certain rights and 
privileges which it will be advan- 
tageous to know in advance. 

It’s just good business to be fa- 
miliar with your health insurance. 
An intelligent understanding of 
what it will and will not do for you 
is protection against disappoint- 
ment, embarrassment, confusion, ir- 
ritation—frictions that aren’t par- 
ticularly good for patients or 
convalescents. You’ll find it rather 
comforting, when, as and if the 
need arises, to know just where you 
stand financially with your hospital 
and doctor. 

The article you’re reading was 
written against the background of 
the two most familiar health ser- 
vices—Blue Cross (hospital) and 
Blue Shield (doctor). Cross in mid- 
’*55 has over 48,000,000 members 
enrolled in 84 plans in the United 
States, Canada, and Puerto Rico. 


Approximately 3,- 
000 reports from 
hospitals and 2,- 
000 reports from 
doctors re- 
ceived each day 
at headquarters 
of New York’s 
Blue Cross and 
Blue Shield. The 
processing and 
filing of these pa- 
pers and the pay- 
ment of claims 
constitute a con- 
tinuous job. The 
office handles 
about 1,000,000 
mailings a month 


Shield’s membership exceeds 32,- 
000,000 people who are insured in 
78 plans. 

Together, these nonprofit, auton- 
omous, locally managed services 


The Blues 


Here is a statistical synopsis of 
Cross and Shield for 1954: 


Total earned subscription income 


Blue Cross .... .$856,860,795 
Blue Shield .$367,589,516 


Total payments 


B.C. to hospitals . . .$763,591,342 
B.S. to doctors ........ $301,125,564 


Participating hospitals and doctors 


Estimated 6,000 hospitals in B.C. 
Estimated 122,000 doctors in B.S. 


54 


in Brief 

Number of members 
Blue Cross 47,567,041 
Blue Shield .81,489,023 


Breakdown of member’s dollar 


Blue Cross 
Hospitalization $0.89 
Operating expenses ........ $0.07 
$0.04 
Blue Shield 
Medical-surgical ....... $0.82 
Operating expenses . .$0.11 


paid hospital and medical bills to- 
taling more than $1-billion for their 
subscribers in 1954. 


Know Your Contract 


Familiarity with your contract, 
Blue Cross and Blue Shield say, is 
just plain common sense. 

The agreement is comparatively 
simple—simpler, perhaps, than the 
conditions under which a borrower 
gets a bank loan. Read your con- 
tract before you need it. Then 
you’ll know just which bills Blue 
Cross will pay when you’re hos- 
pitalized, and what part of your 
doctor’s fee Blue Shield will meet 
if you have one of the medical plans. 

This article isn’t encyclopedic. It 
can’t attempt to tell you what your 
coverage should be, or even could 
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Behind the scenes at New York’s two 

“Blues” tabulating clerks are kept busy 

maintaining records on changes in resi- 

dence, employment, family status, and 

other happenings in the lives of sub- 
scribers 


be. Cross and Shield plans differ in 
benefits and rates, just as living 
costs and incomes vary from sec- 
tion to section. They are adjusted 
to local conditions, notably hospital 
charges and the cost of physicians’ 
and surgeons’ services. 


20 Questions 


But we can, and do, suggest a few 
questions to ask yourself. If you’re 
not sure you know the right an- 
swers, or can’t find them in the con- 
tract, ask your hospital, doctor, or 
the Blue headquarters in your area. 

For example: 

Does Blue Cross always pay the 
anesthesia bill? 

Will you have to pay for the serv- 
ices of a pathologist or X-ray spe- 
cialist if he is on the hospital staff? 
If he is “brought in” by your doc- 
tor? 

What allowances does Blue Cross 
make for semi-private room accom- 
modations? Private room? For how 
long? 

Will Blue Cross pay for X-rays, 
cardiograms, blood counts, special 
diets, basal metabolism tests, when 
given in the hospital? 

What medications, if any, are con- 
sidered “extras”? 

What constitutes a family under 
“family subscription” ? 

Will Blue Shield pay the sur- 
geon’s bill in entirety? If so, under 
what circumstances? If not, how 
much will it pay? 

Exactly what coverages can you 
June 1955 


Hospitalization and Operating Expenses of Blue Cross Plans 


(Five-year comparison) 


% of Total % of Total 
Earned Earned 

Hospital Subscription Operating Subscription 
Year Payments Income Expenses Income 
1950 U.S. and Puerto Rico... .| $383,331,119 88.37 $36, 281 ,389 8.36 
$407 , 690, 520 88. 25 $38 , 923 ,417 8. 42 
1951 U.S. and Puerto Rico... .| $454,786,325 89.80 $40,871,730 8.07 
29 952,345 90.79 3,191,994 9.68 
$484, 738 ,670 89.86 $44,063,724 8.17 
1952 U.S. and Puerto Rico $538 , 703 , 909 89.29 $45, 103,066 7.48 
36, 448 , 984 87.59 3,384,768 8.13 
$575, 152,893 89.18 $48 , 487 ,834 7.52 
1953 U.S. and Puerto Rico... .| $630,406,785 88.39 $49 , 953 , 486 7.00 
43 432,077 91.16 3,626,081 7.61 
$673 ,838 , 862 88.56 $53 ,579 ,567 7.04 
1954 U.S. and Puerto Rico. .. .| $713,103 ,356 89.15 $54,654,471 6.83 
$763 , 591,342 89.10 $58 , 493 ,072 6.83 


Payments to Doctors and Operating Expenses of Blue Shield 
Plans 


(Five-year comparison) 


% of Total % of Total 
Earned Earned 
Payments to | Subscription Operating Subscription 

Year Doctors Income Expenses Income 

1950 U.S., Puerto Rico 
end HOWE... $110,990,411 78.85 $18,644,776 13.25 
4,916,133 81.05 615,115 10.14 
$115,906, 544 78.94 $19, 259,891 13.12 

1951 U.S., Puerto Rico 
$155,973, 458 79.72 $24 , 686. 886 12.62 
9,081,769 86. 68 990 569 9. 45 
$165,055 , 227 80.07 $25,677 ,455 12. 46 

1952 U.S., Puerto Rico 
| ar $195,551, 188 79.38 $29 , 983 ,910 12.17 
$208 ,514,177 79.80 $31, 281 ,695 11.97 

1953 U.S., Puerto Rico 
237 , 157,194 80.39 $34,014 , 603 11.53 
17 328 ,675 89. 40 1,617,581 8.34 
$254 , 485,869 80.95 $35,632,184 11.33 

September 30 

1954 U. S., Puerto Rico 
and Hawaii............| $202,276,218 81.57 $28 , 364,508 11.44 
15,923,150 94.17 1,313,994 7.77 
$218 , 199 ,368 82.38 $29 ,678 , 502 11.20 


*Figures for the year 1954, available as BANKING went to press, show total payments 
to doctors of $301,125,564, of which $276,061,983, ‘or 81.03% of earned subscription income 


was in the U. S. Operating expense in the U. 


income. 


S. was 11.42% of earned subscription 


expect from each of the several cov- 
erages offered by Cross and Shield? 
(They’ve been broadened in recent 
years. ) 

If you have comprehensive Shield 
coverage which includes visits to 
the doctor’s office or his calls at 
your home, how much is allowed 
for these calls? For how many calls? 

What effect, if any, do these cir- 
cumstances have on your reservoir 
of credit with Blue Shield? 


What is the allowance toward 
“special treatments’ ? 

These simple questions—many of 
them you’ve answered if you have 
used BC or BS—may set you to ask- 
ing others. Get the answers. Then 
you’ll know where you stand. 

And always remember: 

Unless and until you have been 
formally admitted to a hospital for 
care and treatment—not merely di- 
agnosis—Blue Cross is not respon- 
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Percentage Distribution of Blue Cross Total 


Income Dollar 


Funds Allocated to 
Present and Future 
Hospitalization Expense 


Reporting Plans 


1950 - 90 Plans 
1951 - 87 Plans 
1952 - 87 Plans 
1953 - 85 Plans 
1954 - 84 Plans 


91.63 
91.89 
92.53 
93.00 
93.23 


sible for your hospital bill, or any 
part of it. This means that if you 
“drop in” for an X-ray, without be- 
coming a patient, you, and not BC, 
will pay the bill. Knowledge of the 
fact may spare you a surprise. 

And now for the Story of the 
Blues. 


The New York Plans, for Example 


For a closer view of a Cross and 
Shield Plan, let’s take Associated 
Hospital Service of New York and 
United Medical Service of New 
York. AHS, which just celebrated 
its 20th birthday, last year provided 
$93,642,937 in hospital benefits for 
623,622 of its 5,757,169 members. 
Its earned subscription income was 
$98,259,207.93. Total admitted as- 
sets at the yearend were $90,377,- 
839; surplus carried for subscribers: 
$58,506,303, which included amounts 
segregated for special contingencies 
and epidemics. The Plan had total 
investments of $82,335,458. It owns 
its 17-story building at 80 Lexing- 
ton Avenue, New York City, where 
2,400 people look after the business 
details. 

Associated Hospital Service func- 
tions in 17 counties in New York 
State, including the metropolitan 
area. Although Blue Cross, as a 
whole, does not classify subscribers 
by occupation, AHS offered to make 
a special breakdown for BANKING, 
and came up with an interesting fig- 
ure: 362 banks in the area are en- 
rolled in the Blue Cross Plan. 

And here’s another important fig- 
ure: last year 92% of the AHS sub- 
scriber’s dollar was distributed for 
hospital care and reserves, the re- 
maining 8% went for operating ex- 
pense. 

New York’s United Medical Ser- 
vice, with some 3,500,000 members, 
had earned subscription income of 
$34,980,730 in 1954, benefits and re- 
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Operating 


Expense Reporting Plans 


Percentage Distribution of Blue Shield Total 


Income Dollar 


Reserve 
Funds 


Operating 
Expense 


Medical and/or 
Surgical Expense 


serves took 84.23%, leaving 15.77% 
for operating expenses. 


Health Service Goes 'Way Back 


Just 300 years ago 37 families 
living at young Montreal contracted 
with Master Surgeon Etienne Bou- 
chard to look after them. Unlike 
the Chinese M.D. of tradition, who’s 
paid to keep his customers well, 
good Doctor B., for the considera- 
tion of 100 sous per family per 
annum, agreed to take care of “all 
sorts of illness,” including sundry 
surgeries. The Blue Cross and Blue 
Shield people say that this pact was 
probably the first health prepay- 
ment plan on the North American 
Continent, although there had been 
much earlier ones in Europe. The 
Blue Cross idea, as you know it, 
had its beginning as recently as 
1929 in Dallas where a group of 
school teachers contracted with 
Baylor University Hospital to pro- 
vide them with service. 


Medical report 
forms sent to 
New York’s Blue 
Shield by physi- 
cians are individ- 
ually reviewed 
and checked 
against the sched- 
ule of allowances 
to determine 
the amount of 
payment due. In- 
complete or inac- 
curate informa- 
tion on reports 
may necessitate 
lengthy corre- 
spondence and 
subsequent delay 


1950 - 68 Plans........ 
1951 - 75 Plans........ 
1952 - 75 Plans........| 
1953 - 76 Plans........| 
September 30 
1954 - 74 Plans........| 


78.51 ‘ 8.44 
79.63 2. 98 
79.29 8.82 
80. 30 .24 | 8.46 


81.65 


If You Like Statistics ... 


As has been suggested, the sta- 
tistics of the Blues are impressive. 

Of the Cross Plans, 78 are in the 
U.S.A. and Alaska, 5 in Canada, 
and 1 in Puerto Rico. Shield oper- 
ates in 42 states, District of Co- 
lumbia, 8 Canadian provinces, 
Puerto Rico, and Hawaii. 

The 122,000 doctors now partici- 
pating in Blue Shield are 89% of 
those practicing privately in the 
Plan areas. 

In the last 10 years Blue Cross 
has paid out more than $4-billion 
for hospital bills. Shield’s payments 
have exceeded $1.3-billion. 


How Plans Are Set Up 


BC and BS plans are incorporated 
under the general laws of their 
states, or under special enabling 
legislation. As nonprofit organiza- 
tions they are tax exempt, and usu- 
ally subject to supervision by the 

(CONTINUED ON PAGE 129) 
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an HWiemory... 


An address by Evans Woollen, Jr., at the Spring Meeting of 


the Executive Council of the American Bankers Association 
at White Sulphur Springs, West Virginia, April 18, 1955. 


GROUP OF MEN AND WOMEN may share a common 
A life for but a few days in each year, and yet they 
may attain a sense of being a community. This 
comes about if they have to a sufficient degree like tastes 
and judgments, common purposes, and ideals. 

Such a community is our Executive Council. It is char- 
acteristic of community life that there occur periods of 
little change. There creeps in an illusion of permanence. 
Then comes a shock, followed by another and another. 
Permanence gives way to insecurity. 

We have suffered such a change during the past year 
in the deaths of LINN HEMINGWAY, FRED KENT, and 
FRANK Totton. Some things may be said of all of 
them without dimming the individuality of any one. They 
were men of honesty, and from the face of each shone 
the plain truth. They were men of warmth, and in the 
voice of each was the kindliness which makes life endur- 
able. 

Of each, much is to be said and thought. With no 
attempt to outline biographies or even to sketch business 
careers, we touch here upon high points in service, par- 
ticularly to this Association. 


Wuson LINN HEMINGWAY is remembered as one of 
worldwide horizons. He represented the Association and 
sometimes the Government on a number of foreign mis- 
sions, and he enlarged the stature of American men as 
seen from abroad. 

He developed a particular feeling for Latin American 
countries, and a profound understanding of their people. 

He was president of our Association during the early 
days of our participation in World War II. During those 
days the Government was finding it difficult to devise 
ways and means of financing the struggle. He was called 
in, and after a number of conferences the Committee on 
Government Borrowing was established. Ever since, 
this committee has maintained an important relationship 
between the Association and highest officials of Govern- 
ment. 

Its importance has been mentioned to us within the 
last few minutes by President Livingston and Secretary 
Burgess, and its continuing vitality has been evident to 
us from the report of Chairman Fleming. 

In the latter years of LINN HEMINGWAY’s service, the 
sweep and scope of his interest and knowledge found 
outlet in the chairmanship of the Advisory Committee 


on Special Activities. Simple, incisive and direct, without 
pretension, he commanded the respect of everyone he met, 
whether in high or low place. 


Frep I, KENT was an evangelist for economic truth. He 
was the first president of the American Institute of Bank- 
ing. That was in 1903. He served in the official family 
of the Association from time to time until his death— 
the longest service in the history of the Association. He 
bridged the generations, and by doing so he contributed 
much of both substance and sentiment to many of us. 
None has exceeded him in helpfulness to others of our 
calling. He was always helping someone. 

In his years as chairman of our Commerce and Marine 
Commission, he was designated on frequent occasions to 
represent us with other organized groups in business and 
industry and in government affairs. 

At least three Presidents of the United States kept in 
constant touch with him, and at least once a week at 
their invitation he wrote them memoranda on questions 
of economic importance. 

Much of his work both for us and for other groups 
he did without publicity. Who can forget his penetrating 
words and his zealous face as he stood before us to 
deliver his commission reports ? 


F RANK M. ToTTON combined in a happy manner a 
genius for laughter with the quality of piety in the manly 
and uncorrupted sen.: of that word. 

He was president of the American Institute of Banking 
in 1927, and from that time on, he remained in the 
official family of the Association, serving in one capacity 
or another. 

Much of the strength of the present-day organization 
of the Institute as a national power in banking can be 
attributed to his influence. He had anticipated by a few 
months his retirement from business and had consented 
to join in the national efforts of the Presbyterian Church. 
There, he had hoped to give 10 or 15 years of his life. 
His last official contact with us was in a religious capacity, 
for he was called upon to give the invocation at our 


Atlantic City convention last year. 
* 


These three upon whom we have depended and whom 
we have loved are gone from us. God rest their gallant 
spirits. 


June 1955 


57 


6 
Y 
( 
| 
he 
“a 
o- 
8, 
ci- 
of 
he 
Ss 
n 
ts 
| 
ad 
ir 
u- 
he 


Pension Fund Developments in 


Mortgage Investment 


Dr. LOvE is the director of the 
Evening and Extension Division of 
the Bernard M. Baruch School of 
Business Administration, City Col- 
lege, New York. He has. long been 
an advisor to private industry on 
problems of management and ad- 
ministration. 


factor ‘to the boom in home- 

building during the postwar 
years has been the growth of a na- 
tionwide secondary market for 
mortgage loans. Savings banks and 
life insurance companies, with their 
great savings accumulations seeking 
investment, have participated heav- 
ily in this new development. The 
secondary mortgage market has be- 
come a major influence in all home 
financing activities and has every 
prospect of continuing so in the fu- 
ture. 


VERY important contributing 


Wider Lending Area 


Nationwide mortgage investing 
has been made possible by the uni- 
formity of forms and contracts and 
procedure which characterize FHA 
and VA loans. They thus become 
acceptable instruments for invest- 
ment in any area. Out-of-state lend- 
ing makes possible a better distri- 
bution of mortgage credit, for in- 
stitutions located in areas where 
there is an ample supply of funds 
for investment can find an oppor- 
tunity to obtain loans in areas 
where there is a capital shortage. 
No longer are mortgage lenders con- 
fined to limited geographical bound- 
aries, as they were in past years. 

A further assist in this wider in- 
vestment activity has been the de- 
velopment of a system for “servic- 


58 


ROBERT A. LOVE 


ing” mortgage loans at the place of 
origination. Investing institutions 
enter into agreements with origi- 
nators and sellers of loans to have 
them continue to collect interest and 
principal from the borrowers. Thus, 
an absent investor enjoys the serv- 
ices of someone on hand locally to 
make and remit (for a fee) the col- 
lections of interest and principal. 


Servicing Problems 


There are indications that pension 
funds are being attracted to this 
medium of investment. Pension 
funds are an important source of 
new investment. They have become 
a significant reservoir of capital, so 
that administrators are looking for 
ways of profitably investing these 
funds, which offer the attractive- 
ness of yield and the protection of 
insured and guaranteed investments. 

Many have sought the key that 
would open the door to pension fund 
investment in mortgages. This is 
not as easy to accomplish as it might 
seem. Pension trustees do not al- 
ways. have the specialized knowl- 
edge and facilities for real estate 
property appraising or the special- 
ized staff needed to maintain and 
manage files of mortgage documents 
and to service the loans, keeping 
current the many requirements for 
escrow accounts, fire insurance pre- 
miums, and the many other details 
characteristic of the mortgage loan. 
Some means for receiving mortgage 
loan income, without the duplication 
of effort and expense of handling 
and servicing each one, is a big 
hurdle to overcome. 


Joint Ownership 


One method that has succeeded is 
the one in which the fund partici- 


pates jointly in the ownership of the 
mortgages with an out-of-state 
originating institution. The ratio 
of ownership may be up to 90% or 
95% of the full value of the mort- 
gages set aside for this investment 
purpose. An important advantage 
of this method to the pension trustee 
is that of having the mortgage docu- 
ments themselves, and the servicing 
of them, kept and maintained on the 
premises of the institution with 
which the trustee participates in 
ownership. A disadvantage lies in 
various legal problems of any joint 
ownership transaction. 


Custodial, Trustee Methods 


Another method which has been 
used by some pension funds is a 
custodial arrangement, in which the 
investing fund buys the mortgages 
outright from an originating insti- 
tution, entering into an arrangement 
for the latter to do the servicing 
and storing of the documents them- 
selves on the premises of the seller 
under a custodial agreement. While 
this would seem a very satisfactory 
plan, there are obvious problems in- 
volved, in which complete mutual 
faith and trust are essential and 
there are various technicalities to 
surmount through examinations and 
audit. 

A recent plan to tap the vast pen- 
sion fund reserves for mortgage in- 
vestment, and one which seems to 
overcome many obstacles that have 
previously been in the way, is a 
method whereby the mortgages are 
held by a third party as trustee. 
The trustee holds the mortgages by 
assignment, and issues a “trust 
agreement” to the investing pen- 
sion fund. The trustee simultane- 
ously contracts for servicing the 
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loans with the institution that orig- 
inated them and assigned them to 
the trustee. In this manner, by the 
simple expedient of a trust agree- 
ment as the document evidencing 
ownership, a pension fund partici- 
pates in the benefits of out-of-state 
mortgage investments without the 
need for storing the loans or ac- 
counting for all the other many 
details that would otherwise be 
required. Thus investment in mort- 
gages by pension funds comes closer 
to actuality. 

The trust agreement represents a 
new plan in mortgage distribution 
and is a departure in mortgage man- 
agement. The trust fund becomes 
the sole beneficial owner of the FHA 
or GI mortgages, with a shift of 


the details of mortgage manage- 
ment from the pension trustee to 
other responsible institutions. 

The pension trustee is freed from 
the necessity of maintaining a mort- 
gage department, because in effect 
he has as his mortgage department 
a responsible banking organization 
to service the loans and a trust com- 
pany to perform any other functions 
that would otherwise have to be per- 
formed by the owner. The arrange- 
ment assures the trustee against 
ever becoming involved in operating 
details, foreclosures, and property 
ownership. The net yield, ascertain- 
able at the time of purchase, is pres- 
ently around 4%. A further advan- 
tage to the newly devised trustee 
plan is the fact that in the event of 


default it will never be necessary 
for the pension trustee to foreclose 
in his own name. 

From the standpoint of mortgage 
lending, these new departures in 
mortgage distribution at this stage 
commend themselves in the impor- 
tance they attach to the business of 
origination and: the final ownership 
of mortgage investments. Along 
with bringing mortgages into pen- 
sion fund portfolios, the plan may 
bring a new opportunity for par- 
ticipation in both the origination 
and distribution of mortgages, and 
it might facilitate long-time profit- 
able relationships between partici- 
pating banking institutions at the 
point of origination and those in 
investing centers. 


Banks Adversely Affected by Fair Labor Act Changes 


HANGES in the Fair Labor Stand- 

A ards Act now being considered 
by the Subcommittee on Fair Labor 
Standards Act Amendments of the 
Senate Labor and Public Welfare 
Committee would adversely affect 
the nation’s banks and bank em- 
ployees, J. W. Bellamy, Jr., presi- 
dent, National Bank of Commerce, 
Pine Bluff, Ark., told the subcom- 
mittee last month. Mr. Bellamy 
testified in behalf of the American 
Bankers Association. 

Calling attention to the fact that 
10,000 of the country’s banks have 
deposits of less than $5-million, Mr. 
Bellamy said: ‘Small banks, as well 
as other small enterprises employing 
clerical help for routine tasks, do not 
have the volume of activity to jus- 
tify, nor can they afford, the instal- 
lation of modern electronic labor- 
saving office equipment. Therefore, 
proposals now before this committee 
will have proportionately greater im- 
pact on smaller employers.” 

Mr. Bellamy spoke in opposition to 
five of the proposed changes: (1) 
the increase in the minimum wage; 
(2) the $6,000 salary minimum for 
exempt employees; (3) the payment 
of overtime on a daily basis; (4) the 
inclusion of certain fringe benefits in 
the regular rate of pay for purposes 
of computing overtime; and (5) the 
6-year statute of limitations. 

“The proposals for increasing the 
minimum wage,” he said, “seek new 
minimums ranging from 90 cents an 
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hour to $1.25 per hour, with other 
suggestions giving the Secretary of 
Labor the authority to increase the 
rate to $1.50 per hour on an industry 
basis. 

“A minimum wage of 90 cents per 
hour should not directly affect most 
of the banks. Banks pay the going 
wage rates, and in most areas they 
are 90 cents or higher. 

“However, I feel that I should call 
your attention to the 5,000 small 
banks with deposits of less than $2- 
million located in our smaller rural 
communities. The small size of these 
banks places a practical limitation 
on their earnings which would make 
the payment of even a 90 cent per 
hour minimum difficult... .” 


Other Changes 


Of the proposals regarding exempt 
employees, Mr. Bellamy stated: ‘The 
American Bankers Association does 
not favor including a minimum sal- 
ary as one of the tests in determin- 
ing the status of executive and 
administrative employees. The diffi- 
culty with a fixed salary limitation 
is that it is inflexible and does not 
adjust itself to fit the varying sal- 
ary levels existing in the different 
sections of the country. We believe 
the only true test of administrative 
and executive status is the occupa- 
tional test based on duties per- 
formed and responsibilities carried. 

“The payment of overtime on a 
daily basis may be practical in many 


industries where production can be 
controlled,’ Mr. Bellamy told the 
Subcommittee, “but banking opera- 
tions are not the type that can be 
controlled by a time clock. Banking 
operations, from their nature, must 
respond to the needs and demands of 
the public and must be flexible to 
meet those changing demands. 

“The proposal to repeal the pres- 
ent exclusion from the regular rate 
of pay for discretionary bonuses, 
profit-sharing plans, and thrift and 
savings plans would have serious 
effect on year-end customs in bank- 
ing. Conservative banking practice 
has always dictated that bank man- 
agement, near the year end, set aside 
out of earnings proper amounts for 
increases in capital accounts to pro- 
tect its depositors. After this is 
done, if profits warrant, a bonus or 
profit-sharing distribution is gener- 
ally made to employees. To include 
these payments in the regular rate 
of pay for purposes of computing 
overtime would involve the task of 
recomputing the employee’s pay for 
every week in the year during which 
he had any overtime. The clerical 
work involved in this operation 
would be tremendous.” 

An increase in the limitations on 
the act to six years would impose 
an unreasonable hazard on banks, 
Mr. Bellamy asserted. “The hidden 
liabilities that could build up over 
a 6-year period are a serious prob- 
lem,” he said. 
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GOVERNMENT BONDS 


Rediscount rate and margin requirements increased . . . New 


issue of 15-month 2% notes . . . Change for better possible in 


market in June-to-December period 


to accumulate. Forecasts of 

the maintenance of, and even 
an increase in, business volume pro- 
jected the peak to late summer or 
early fall. The steel industry oper- 
ated at 96% of capacity and even 
restricted and delayed some deliv- 
eries. The absorption of new auto- 
mobiles was reported as better than 
the optimistic hopes of the manu- 
facturers. Consumer financing made 
new high records from week to 
week. Building construction of all 
classes showed no letup. 

With that background, is it sur- 
prising that the monetary author- 
ities continued to maintain a cau- 
tious attitude and took several steps 
in the nature of a warning that more 
might be done should credit be sup- 
plied too readily? 


2nd Half May Reverse 
Price Trend 


We are now entering the second 
half of the current year, during 
which half there could well be a 
change for the better in market 
conditions. It is too much to ex- 
pect that the present upsurge in all 
forms of business activity can be 
maintained indefinitely. The Treas- 
ury will need between $6- and $10- 
billion of new cash before the year 
is out. The Federal Reserve port- 
folio of Governments will have to 
increase to provide the bank re- 
serves necessary to take what the 
Treasury offers. 

It could be that present prices for 
Government bonds are now close to 
the bottom. Current lack of activ- 
ity indicates a pretty sold-out condi- 
tion. Once any buying power de- 
velops, prices might reverse their 
present trend. Today’s prices may 


St. of business health continued 
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then seem to have offered excellent 
values. 


Rediscount Rate Upped 


The long expected rise in the re- 
discount rate was touched off when, 
on April 14, the Federal Reserve 
Bank in Kansas City advanced its 
rate from 144% to 134%. In due 
course all the other Reserve banks 
followed suit. 

Actually the change was overdue 
in view of the generally prevailing 
rates in the short-term area. At the 
same time, the Reserve authorities 
could be said to have administered 
a mild suggestion that recourse by 
the member banks to the rediscount 
window at the Federal could readily 
be made more expensive if made for 
the purpose of financing undue 
credit expansion. 

That further changes might be 
made, if circumstances required, was 
indicated by Mr. Sproul in a speech 
in Pullman, Wash., on April 7 when 
he spoke of the rediscount rate as 
a “possible anchor for the whole 
structure of interest rates’ and re- 
ferred to the rate as “‘a ready weapon 
of monetary policy.” 

In view of the continuing evidence 
of the generally sturdy performance 
of all the business indices there can 
be no doubt that the Reserve au- 
thorities are prepared to take what- 
ever measures are needed to put a 
brake on inflationary credit expan- 
sion. 


Margin Requirements 
Increased 


A further step was taken to pre- 
vent the undue use of credit in the 
stock market when margin require- 
ments were raised from 60% to 
70%. Actually there is not a very 


large amount of credit in relation 
to the value of all securities listed 
on the various stock exchanges, 
which has been estimated at under 
2% of such value. Nevertheless the 
prolonged rise in market prices and, 
probably, the publicity given to the 
extended hearings before the Ful- 
bright Committee, led the Reserve 
authorities to feel that some action 
was advisable as a warning against 
too much further increase in purely 
speculative transactions. 


Treasury Needs 
$2.5-Billion New Cash 


At the end of April the balance 
in the general fund of the Treasury 
was about $6.4-billion. The month 
had shown a deficit of about $1.7- 
billion in the excess of withdrawals 
over deposits. 

Figuring its requirements to June 
30 and deciding to pay off the $2.3- 
billion of Series B tax and savings 
notes ($1.5-billion in May and $800,- 
000,000 in June) and to allow for 
attrition on the May refunding, the 
Treasury concluded that $2.5-bil- 
lion of new cash was required. 

This would look as though the 
Treasury expected that the net 
probable deficit for May and June 
could be cared for without reducing 
the general fund below the $3- to 
$4-billion regarded as a proper 
working minimum. 

In short, the cash was to be pro- 
vided primarily to pay off the tax 
and savings notes and was a debt 
operation rather than a piece of 
deficit financing. 


Refunding and 
Cash Together 


On April 29 the Treasury offered 
about $6.4-billion of new 2% notes 
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to mature Aug. 15, 1956. Holders 
of the $3.9-billion of 114% certifi- 
cates maturing May 17 could take 
the new 2% notes in exchange. The 
books for the exchange were open 
for three days. Subscribers to the 
approximately $2.5-billion of new 
notes for cash had only one day to 
enter their subscriptions. 

The cash offering was oversub- 
scribed with allotments of 62% of 
subscriptions for those who took 
over $100,000. Not only was the 
allotment larger than had been the 
case with previous offerings, but 
raising the full allotment to $100,- 
000 instead of $50,000 was indica- 
tive of the lesser attraction of the 
new 2% notes as compared with 
previous Treasury offerings. 


Banks Are Large Subscribers 


Because banks could make pay- 
ment for allotted subscriptions by 
credit to Treasury tax and loan ac- 
counts, they were fairly heavy sub- 
scribers. Sharp pencil figuring 
guessed that the new deposits re- 
sulting from the subscription might 
have an average life of perhaps 
about three weeks, on which some 


profit would result even if no pre- 
mium or even a slight discount for 
the new notes eventuated. 

[On May 12 the Treasury an- 
nounced it had received subscrip- 
tions totaling $3,177,318,000 to the 
new 2% note, leaving $708,733,000 
of the maturing issue to be redeemed 
in cash. Washington dispatches 
noted that this 82% response was 
the least favorable to a major re- 
financing offer in two years.—Ed. ] 


Corporate Preference 


Corporate preference for matur- 
ities of one year or less is marked. 
Corporation treasurers are said to 
have wide discretion in the purchase 
of less than 1-year maturities but 
to require authorization for any 
longer term. True, the new notes 
will be within the preferred range 
after the lapse of only three months 
and the new rate was a step-up of 
%% in the coupon rate. Neverthe- 
less, there was a good deal of evi- 
dence of sales of the maturing cer- 
tificates and the purchase of Treas- 
ury bills in their place. It had been 
generally predicted that somewhere 
between $300,000,000 and $500,000,- 


The Investment Markets 


000 of the maturing 144% might 
turn up for cash payment on their 
maturity. 

The new 2% note for a 15-month 
period was viewed as a concession 
by the Treasury to the lack of any 
demand for a longer-term issue. It 
was said that a longer note in ad- 
dition to the 2% issue had been 
recommended by some, but that the 
rate required to make such an of- 
fering attractive was regarded as 
too high. Actually even the issue 
as offered was sure to need the 
support of commercial banks, which, 
in turn, would require some assis- 
tance from the Open Market Com- 
mittee if their reserve position was 
to remain intact. Two percent for 
15 months is sharply up from the 
114% for 12 months one year ago, 
but conditions have altered decid- 
edly since then. 

Immediately after the announce- 
ment, the market bid for the ma- 
turing 144% certificates dropped to 
99 30/32. The same was true for 
the new 2% notes on a “when is- 
sued” basis. Ninety-day Treasury 
bills had been taken in a weekly 

(CONTINUED ON PAGE 134) 


H. EUGENE DICKHUTH 


ie es security underwritings have been somewhat 
lower in recent weeks, but they still continue at 
a substantial volume. One of the overriding considera- 
tions is, of course, the fractional rise in interest rates, 
which means fractionally lower bond prices. 

The backlog of senior securities was fairly large at 
times in the past few weeks. In the corporate field, 
most of the new issues recently brought to market have 
been well absorbed. 

Trading in stocks fell off in April and prices were 
as erratic as the weather. The share volume on the 
New York Stock Exchange was the smallest since 
October 1954, but it was the largest for any April 
since 1931. 

The increase of margin requirements from 60% to 
70% had very little impact on the markets which, gen- 
erally, surged ahead with some intermittent setbacks. 
Bond dealings were below those in March but above 
the corresponding month a year ago. 

Both the Securities and Exchange Commission and 
the Stock Exchange called for a fight on misinforma- 
tion. There is concern over some loose advertising, 
especially in the field of uranium stocks, and tighter 
self-policing measures are held in order lest the Gov- 
ernment draw up regulations. 

Bond prepayments before maturity declined in April 
to about $83,000,000, against $124,600,000 in March. 
Publie utility prepayment accounted for nearly one- 
half of the total. 

One of the most significant facts which came out of 


the Fulbright study of the securities markets was that 
institutional holders have become the dominant trading 
factors. They held 23% of all common stock outstand- 
ing and 54% of preferreds on December 31, last. With 
the steady increase in pension and profit-sharing plans, 
that influence is rising. It makes for more stable mar- 
kets, more slide-rule judgment, and less personal emo- 
tion. 

Total institutional holdings of common and preferred 
stocks, according to the study, amounted to about $66.5- 
billion at the year-end. The market value of holdings 
by foreign investors was $5.1-billion, while individual 
investors are estimated to have held $196.4-billion out 
of a total potential supply of $268-billion market value. 

Institutional investors include, in the United States, 
life insurance companies, property and liability insur- 
ance companies, savings and commercial banks, mutual 
funds and closed-end investment companies, self-in- 
sured pension funds and trusts, religious, educational, 
and charitable funds, and personal trusts, bank admin- 
istered. 

There are no legislative recommendations in the 201- 
page booklet prepared by the Fulbright Committee, but 
the findings of the group both interim and final are 
still to come. - 

The staff of the committee, however, came to the 
conclusion that “a sharply rising market tends to feed 
upon itself as more and more people are attracted to 
common stocks by the lure of capital gains and in- 
creasingly lose perspective as to economic realities.” 
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NORTH OF THE BORDER 


Some Details on Canada’s Budget 


CHARLES M. SHORT 


Last month, in an article entitled 
“Canada’s Remarkable New Budget,” 
LAWRENCE STAFFORD, writing from 
Washington, discussed some of the 
background and financial philosophy 
involved in the Canadian Govern- 
ment’s fiscal program. This month, 
Mr. SHorT, retired Canadian banker 
and BANKING’S regular correspond- 
ent North of the Border, discusses 
the budget in more concrete detail. 


surpluses, the Federal Govern- 

ment of Canada ran into a 
fairly heavy deficit in its last fiscal 
year, ending March 31, and expects, 
as a result of taxation relief it is 
granting on personal and corpora- 
tion income, to continue in an un- 
balanced financial position during 
the current fiscal year. The deficit 
in the 1954-1955 year is estimated 
at nearly $200,000,000, and that for 
the next 12 months as $160,000,000. 


Tax Relief 


Last year’s deficit was due to the 
business recession of that period 
and to consequent unemployment, as 
well as to old age security payments 
which exceeded the receipts for the 
fund established a few years ago to 
provide old age pensions to those 
people of 65 who needed such as- 
sistance and to everyone over 70. 
The taxation relief was considered 
by the government as necessary to 
stimulate business and employment. 
In a full fiscal year, tax reductions 
will amount to about $200,000,000, 
which would be justified if the Ca- 
nadian national economy could be 
restored to its peak level of 1953. 
Over half of these reductions apply 
to personal income taxes; about 20% 
to corporation income; and the bal- 
ance to excise taxes on automobiles, 
tires and tubes, although automo- 
biles will still be subject to a tax of 
10%. 

Other tax changes were made, for 
one reason, to encourage further 
mineral development, and, for an- 
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other reason, to plug loopholes in 
the taxation structure. Accordingly, 
special tax concessions for new min- 
eral development projects granted 
from year to year are now to be 
permanent, except those for deep 
test oil wells, which are available 
only until the end of 1956. 

Double taxation agreements with 
certain other countries have led to 
a ruling that no corporation earning 
income from the leasing or operat- 
ing of ships or aircraft shall be con- 
sidered as a foreign organization. 
However, non-Canadian investment 
corporations, formerly paying much 
less in taxes than Canadian com- 
panies, will not enjoy the rather 
privileged position they had for- 
merly with respect to profits from 
rents. This measure is intended to 
stop, or at least retard, American 
interests buying property in Canada 
in order to get tax-free capital 
gains. Moreover, the distribution of 
tax-free dividends from an undis- 
tributed surplus of a Canadian com- 
pany to nonresident affiliates will 
now be a quite costly procedure, for 
such transactions will be subject to 
a tax of 15%. 


Expenditures 


Total expenditures during the 
fiscal year commencing April 1 are 
estimated as slightly over $41,-bil- 
lion, with 41% to go for national 
defense. The government has made 
plain that, nothwithstanding that it 
has already spent about $6-billion 
on rearmament in the last four 
years, it sees no prospect of any 
material reduction in the present 
scale of the relative expenditures 
for another four or five years. Its 
rearmament plans have, however, un- 
dergone quite considerable changes, 
and these include greater emphasis 
on atomic weapons and a joint proj- 
ect with the United States for a 
far-northern radar screen. Plans 
preclude much more in the way of 
social welfare, although the gov- 
ernment has increased its unemploy- 
ment insurance benefits and _inti- 
mated that it will contribute to 
financial relief for idle people not 


covered by unemployment insur- 
ance. 

Tariff changes proposed in the 
budget are of such a minor char- 
acter that they will add little to the 
government’s revenues. Some Brit- 
ish preferential tariff rates are to be 
wiped out, as are duties on various 
chemicals from any source for agri- 
cultural purposes, but a small tariff 
is to be exacted on certain synthetic 
resins. Accordingly, the government 
continued to resist strong appeals 
from most industries for greater 
protection against foreign products, 
notably textiles and electrical ap- 
paratus. 


GNP to Rise 5%? 


The financial estimates for the 
current fiscal year were based on 
the consensus of government econ- 
omists’ opinions that the gross na- 
tional product might be expected to 
rise by about 5% this year over 
that of 1954. This tentative fore- 
cast was admitted to be something 
better than a normal rate of growth, 
and, if realized, it would mean a 
complete recovery of the losses sus- 
tained in the past two years. The 
most uncertain factor is the new 
crop outlook, but the government 
economists assume that yields will 
be normal this year. New capital 
investments by private interests are 
estimated as about 5% above 1954. 

It is not considered likely that in- 
ventories will undergo much further 
reduction, and that, if consumers’ 
demands are greater, stocks may 
have to be larger. It is anticipated 
that exports will be of greater vol- 
ume than in 1954, with grains, min- 
erals, and wood products accounting 
for most of the increase. This seems 
to be about the most certain of all 
the estimates, for so far this year 
there has been a quite substantial 
upturn in foreign sales of these 
products. But in the elapsed part 
of 1955 there has also been an up- 
turn in imports, notably from the 
United States—a bigger rise, in 
fact, than was taken into account 
in the calculations upon which the 
budget was based. 
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A Man and His Money... 


A Booklet Intended for Distribution by Banks 
Presents Monetary Facts for Bank Customers, Direc- 
tors, and Employees, and Makes Some Suggestions 


be worth a few years from 

now? Will our economy be 
infected by the virus of inflation? 
Will we perhaps blunder into a 
serious depression? Or will we be 
able to achieve a stable dollar and 
enduring prosperity? The answers 
are up to you,” says the introduc- 
tion to a booklet, You, Money and 
Prosperity, just published by the 
Department of Monetary Policy of 
the American Bankers Association. 

Divided into four parts, the book- 
let (1) discusses money—where it 
comes from and how it affects our 
economic health; (2) examines what 
the Federal Reserve System and 
the Treasury can do to help prevent 
money from misbehaving; (3) dis- 
cusses fiscal policy, and what can 
be done with Federal taxation and 
expenditure programs; and (4) de- 
fines the role that these financial 
measures should perform, and offers 
some suggestions as to what the 
individual can do about it. 

You, Money and Prosperity is de- 
signed for distribution by A.B.A. 
member banks to businessmen and 
interested citizens in their own com- 
munities. The booklets may be pur- 
chased in quantity by A.B.A. mem- 
ber banks, and may, if the pur- 
chaser desires, be imprinted with 
the name of his bank. 


“Hs MUCH will your dollars 


Local Level Contacts 


The importance of this distribu- 
tion was emphasized in a letter from 
A.B.A. President Homer J. Living- 
ston, president, The First National 
Bank of Chicago, to all Association 
members. 

President Livingston’s letter said: 

Bankers can render an important 
service by promoting public under- 
standing and support of sound public 
finance. We can do this most effec- 
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tively at the local level through our 
contacts with our own personnel and 
our own customers. 

The enclosed booklet, You, Money 
and Prosperity, has been prepared to 
help you do this job. It explains how 
sound financial policies can safe- 
guard against inflation and contrib- 
ute to stable economic progress. 

I am confident that you will be 
favorably impressed with this book- 
let and that you will be able to think 
of many people who should have 
copies of it. I urge you to order 
copies in quantity to distribute among 
your officers and employees, your 
directors and stockholders, and some 
of your customers. 

One method of distribution would 
be for you to mail copies to selected 
businessmen, teachers, librarians, 
and civic leaders. You will find en- 
closed a suggested letter which could 
be used for this purpose. 

By helping to spread this message 
in our respective areas, we can build 
goodwill for our banks as well as 
discharge our public responsibilities 
as custodians of the nation’s bank 
deposits. 


The suggested letter referred to 
by President Livingston says: 


All of us have a vital stake in 
sound public finance. As individual 
citizens, there is much that we can 
do to promote the constructive use 
of financial measures. 

The enclosed booklet, You, Money 
and Prosperity, explains how these 
measures operate and how they can 
help to preserve the value of our 
dollars and contribute to an endur- 
ing prosperity. It also contains some 
specific suggestions as to what the 
responsible citizen can do about it. 

We are confident that you will find 
this booklet readable and informa- 
tive. If you would like to obtain 
additional copies for distribution to 
others who might be _ interested, 
please let us know. 


On the subject of controls and the 
role of the central bank, the booklet 
has this to say: 

“Restriction of credit naturally 
arouses opposition. It interferes 
with what some people would like 
to do. Some would-be borrowers are 
unable to borrow. Others cannot 
borrow as much as they would 

“Some people forget that if the 
party gets too gay, there is bound 
to be a morning after. It is during 
a boom that the seeds of future 
trouble are sown. 

“Another thing is that many 
people do not understand how a re- 
strictive credit policy operates. Some 
argue that the borrowing they want 
to do is for sound purposes and 
therefore should not be prevented. 
Others argue that higher interest 
rates are unjustifiable because they 
do not halt credit expansion. These 
arguments are not too consistent 
with each other, of course, but that 
does not bother the critics. 

“The answers are that borrowing 
for sound purposes can be unsound 
for the economy when there is too 
much of it, that the price of money 
should not be expected always to 
move in only one direction, that 
higher interest rates are the inevit- 
able result of putting some restraint 
on the supply of credit. These an- 
swers are valid but, unfortunately, 
are not easily understood by the 
public. 

* * * 

“At times, both in the United 
States and in other countries, the 
government has prevented the cen- 
tral bank from fighting inflation. If 
monetary policy is to be effective, 
the central bank must remain free 
from political domination. 

“The basic reason is that the cen- 

(CONTINUED ON PAGE 150) 
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A Bank 
Sales 


Forum 


Mi" WRIGHT, when you finance 
your next new car we would 
be glad to talk about it here at the 
bank . . . and then you could take 
me for a ride.” 

This novel and customer-startling 
approach was one of those recently 
heard at the Bank Sales Forum of 
Group Four, Kansas Bankers Asso- 
ciation. As a matter of fact, those 
were the words just spoken as 
Picture No. 1 (top right) was made. 
In that scene, Fred Sharpe (right), 
salesmanship consultant from Kan- 
sas University, had asked Lois 
Schneider (center), teller, Citizens 
State Bank, Ellsworth, to show how 
she might suggest to a checking ac- 
count customer that he finance a 
car purchase at the bank. The cus- 
tomer in this case is W. Earl Wright 
(in dark suit), vice-president, Cloud 
County Bank, Concordia. Seated at 
left is Earl Herman, chairman of 
the Group’s personnel committee 
and cashier of the Talmage State 
Bank. Seated behind Mrs. Schneider 
is W. C. Hartley, assistant vice- 
president, Commercial National 
Bank, Kansas City, Kansas, and 
chairman of the KBA Bank Per- 
sonnel Commission. 

This was one of several such 
forums held throughout Kansas, in 
which more than half of the state’s 


banks and bank employees have par- 
ticipated. 

The Kansas Banker for March 
quotes Mr. Hartley as saying: “The 
purpose of the sales forums is to 
picture to bank personnel the excit- 
ing opportunities ahead in selling 
bank services to both customers and 
noncustomers. Opportunities in this 
area are unlimited for both banks 
and their staffs.” 


(1) A sales 
forum skit 


(2) Audience of 
350 at Salina 


(3) A skit is 
critiqued 


(4) Dinner is 


served 


Picture No. 2 shows a part of the 
audience of 350 at the Salina meet- 
ing as they listened to Mr. Sharpe. 

In Picture No. 3, Evelyn H. Stout 
(left), vice-president and cashier, 
Beverly State Bank, and Rose An- 
derson, savings teller, Planters 
State Bank, Salina, have just been 
selling each other savings accounts. 

Picture No. 4 shows the speakers’ 
table at the forum dinner. 
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Washington Views of the 


Reasons for Bank Mergers 


given in Congress and in the 

Department of Justice to the 
possibility of discouraging bank 
mergers. 

Stanley N. Barnes, the Assistant 
Attorney General in charge of the 
Antitrust Division, suggested that 
a Senate committee “give thought 
to’ writing more restrictions on 
bank mergers. 

Mr. Barnes suggested to the Judi- 
ciary subcommittee inquiring into 
the antitrust laws “As a possible 

. amendment, most serious con- 
sideration might well be given to 
HR 5948 by Congressman (Eman- 
uel) Celler, amending Section 7 of 
the Clayton Act so that it clearly 
applies to asset acquisitions by 
banks.” 

He added that “This loophole 
Congress may well wish to consider 
closing.” 

Specifically, he proposed in ef- 
fect that, where one bank acquires 
the assets of another, this trans- 
action, if lessening competition sub- 
stantially, be prohibited by Section 
7 of the Clayton Act. This section 
already prohibits one company from 
buying stock control of another if 
the effect is a substantial lessening 
of competition. 


in attention is being 


1950 Exemption 


In the Celler Act of 1950, Con- 
gress added the assets acquisition 
prohibition but specifically excluded 
banking from its restrictions. It is 
this exemption of banking which 
Mr. Barnes proposed to end. He 
spoke orally, however. The Attor- 
ney General, his superior, had not 
passed upon this informal sugges- 
tion. 

Chairman Celler of the House 
Judiciary Committee, however, did 
offer a new bill to carry out this 
recommendation. This bill comes 
under the jurisdiction of Mr. Celler’s 
committee. His earlier bill did not. 
That was the bill which would have 
required the appropriate Federal 
Supervisory agency to pass on any 
proposed bank merger in advance. 
If the merger or purchase were to 
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be approved, the supervisory agency 
would have to make a finding that 
its effect was not to lessen competi- 
tion substantially. 

While there is a great deal of 
governmental interest in bank merg- 
ers, it is but little coordinated as 
between the Executive and the Con- 
gress, or between any similar com- 
mittees of Congress. 

Thus, while the House Judiciary 
Committee was expected to consider 
the new Celler bill, no similar legis- 
lation appeared last month to be 
active in the Senate committee. The 
House Banking Committee with 
jurisdiction over the earlier Celler 
bill, was unlikely to take this up 
until somewhat later in the session, 
because of the pressure of other 
committee business. 


Antitrust Division 


In response to questions from 
Rep. Celler, Mr. Barnes explained 
that the report of the Attorney 
General’s committee on the anti- 
trust laws did not deal heavily with 
bank mergers because the recent 
New York City mergers had taken 
place largely after the study was 
made. 

He said that the Antitrust Divi- 
sion was scrutinizing mergers close- 
ly under the Sherman Act. (Law- 
yers report that virtually no action 
has taken place in a long time re- 
specting bank mergers under the 
Sherman Act.) Some asset acquisi- 
tions, he suggested, could come 
under the Sherman Act. He said 
that the Department of Justice be- 
lieves that the Comptroller of the 
Currency should defer to the De- 
partment of Justice respecting bank 
mergers. This was in response to 
a question from Mr. Celler. 

It does not follow that the con- 
siderable interest which has arisen 
in bank mergers necessarily will 
lead to a specific legislative pro- 
gram enacted by Congress. 

The great interest in the anti- 
trust issue was stimulated by the 
merger movement in business gen- 
erally, as well as its development in 
banking, by the release of the At- 


torney General’s Committee report 
on the antitrust laws, and by the 
prevalent absence of clear issues 
of dispute between the two national 
parties. 

Monopoly or bigness always is an 
easy issue. 


Studies Mergers 


Probably the most authoritative 
study in print of the current bank 
merger movement was undertaken 
by the Federal Reserve Bank of 
Philadelphia. This was published 
over a period of several months in 
1954 and 1955, and is entitled “The 
Branch and Merger Movement in 
the Third Federal Reserve District.” 

This was an attempt, in a series 
of case studies, to locate the causes 
of the trend toward mergers and 
branching. While the statistics were 
primarily applicable to the trends 
in the Third Federal Reserve Dis- 
trict, many of the general consider- 
ations found by the Philadelphia 
institution are applicable on a 
nationwide basis. 

Any condensation of this able 
study is bound to do it injustice, 
for it is balanced, circumspect, and 
as nearly precise as possible. How- 
ever, from the study may be sum- 
marized some of. the principal causes 
found to be motivating the trend 
toward mergers. 

These causes of mergers, over- 
simplified, are listed as follows: 

(1) Banks are growing in re- 
sponse to changing national eco- 
nomic patterns. Thus, there has 
been an increase in the size of busi- 
nesses, and business firms are bank 
customers, so bigger banks are 
needed. Furthermore, the movement 
of population is from downtown 
centers to outlying and suburban 
residential districts. Banks have 
generally found it cheaper or less 
difficult, or both, to acquire smaller 
banks in the new centers of popu- 
lation than to establish new 
branches. 

(2) Another motivation is for a 
large city bank that is historically 
a “wholesaler” of credit to business 

(CONTINUED ON PAGE 125) 
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To suit your needs. You can photograph the 
fronts and backs of documents simultaneously 
side by side on 16mm film; or photograph the 
fronts down one side, then up the other... 
or across the full width of the film. A specially 
designed spacing control prevents film waste 
... gives you maximum number of images per 
foot with automatic or hand feeding. Glass 
document guides assure sharper pictures. 


Now... more for 


Eliminates a separate job of endorsing or 
cancelling your checks. The Reliant does it 
automatically in the microfilming run. The 
time saved quickly pays for the high-precision 
endorser unit and endorsing or cancelling 
dies, optional at slight extra cost. This unit 
conforms with the Reliant’s trim, all-metal 
design . . . becomes an integral part of the 
machine when attached. 
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r your microfilming dollar 


The sensational new Recordak Reliant combines all the 
know-how of Recordak’s 27 years of microfilming experience. 
Gives you one plus feature after another—all at 
surprisingly low cost. Check... judge for yourself! 


ING 


Just like having 3 microfilmers in- 
stead of 1. You'll be able to photo- 
graph your records at any one of three 
reductions . . . 40 to 1, highest in 
16mm automatic microfilmers ; 32 to 1; 
and 24 to 1. Thus, you can always get 
the right picture size for the job at 
hand. Takes only a minute to switch 
lens kits for desired reduction. (One 
lens kit is included in Reliant . 

other two are low-cost accessories.) 


Eye-level stacking. No stooping or 
reaching by your operator—she sees 
the documents pouring out . . . neatly 
stacked in sequence. Receiving tray can 
be adjusted immediately for varying 
sizes. All controls are at her finger tips 

. Item counter and film-footage indi- 
cator can be checked at a glance. All of 
these features—plus many, many more 
—in the surprisingly low-cost Reliant. 
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Stops double feeding. The Reliant’s 
revolutionary high-speed automatic 
feeder sets new standards for accuracy 

. . all but ends possibility of missed 
pictures. If two documents are stuck 
together, they’re halted in feeder. More 
than 400 checks .. . up to 140 letters can 
be photographed per minute. Slightly 
oversized documents (over 11 in. wide) 
can be photographed without a wrinkle 
or tear. 


after year. 


Company 


City 


New, illustrated booklet gives you the full story 

on every plus feature—what’s inside as well as out. 
Facts you should know so that you can compare... 
and get the most for your microfilming dollar year 


SRE CORDRK 


(Subsidiary of Eastman Kodak Company) 
originator of modern microfilming—and 
its application to banking systems 


RECORDAK CORPORATION (Subsidiary of Eastman Kodak Company) 
444 Madison Ave., New York 22, N. Y. 


Here’s extra protection. Two rolls of 
film can be exposed simultaneously at 
all three reduction ratios; and with all 
three microfilming methods. This is an 
important advantage when extra films 
are needed for off-the-premises or vault 
storage. Or when home office as well as 
branch office must have copies. Some- 
thing else—the Reliant accommodates 
200-ft. rolls of film, which cuts your 
film-loading operations in half. 


*"Recordak”? ts 
trade-mark 


State 


———————-—MAIL COUPON FOR FREE 

— 

Se ~ Reliant Microtitmer 
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IMPORTANT NEWS FOR TRUST MEN 


Kennedy Sinclaire’s 


fifth Pension and 


Profit-Sharing Seminar 


Will be held at the 


Downtown Athletic Club - New York City 


October 17, 18 and 19, 1955 


Our staff of instructors will include actuaries, bankers and 
lawyers, specializing in retirement programs and with broad and 
successful experience in the formulation, sale, installation and man- 


agement of profit-sharing, pension and thrift plans. 


Attendance at this Pension and Profit-Sharing Seminar is 
limited in number and restricted to representatives of banks and trust 
companies. For further information please address our Pension and 


Profit-Sharing Department. 


KENNEDY SINCLAIRE, inc. 


140 Cedar Street, New York 6, N. Y. 
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The Graduate School Is 
20 Years Old 


THIS YEAR’S resident session of 
The Graduate School of Banking, 
conducted by the American Bankers 
Association at Rutgers University, 
is the 20th anniversary of the first 
historic session “on the banks of the 
Old Raritan.” 

To mark that event, BANKING re- 
prints below an article by Dr. WIL- 
LIAM A. IRWIN, former economist of 
the A.B.A. and associate director of 
the G.S.B., now retired. Dr. IRWIN’S 
article originally appeared in the 


depression of 1929-33, Ambas- 

sador Dwight W. Morrow, in 
the course of an address, made the 
statement that “In America hope is 
greater than history.” And at the 
annual convention of the American 
Bankers Association held in 1932, 
Dr. Harold Stonier, then national 


bee the depths of the great 


June 1947 issue of BANKING under 
the title “Origin of The Graduate 
School of Banking.” 

In this G.S.B. section we also pub- 
lish a number of pictures that will 
remind the School’s graduates of 
important highlights in their resi- 
dence on the Rutgers campus. These 
photographs are not arranged as a 
chronology of the School’s two dec- 
ades but as a sampling of unforget- 
table occasions in a student’s three 
campus sessions. 


educational director of the American 


Institute of Banking, quoted the 
Ambassador’s statement and told 
the convention about plans that 
were then being formulated to pro- 
vide an intensive course of study 
for graduates of the A.I.B. in the 
hope of building a better banking 


structure. 


The idea of such a course of study 
originated with Dr. Stonier, who has 
been director of The Graduate School 
of Banking since its inception. He 
first thought of the plan in 1929 and 
consulted about it with many leaders 
in banking, such as the then presi- 
dent of the A.B.A., Harry Haas, 
John H. Puelicher, chairman of the 
Association’s Public Education Com- 
mission, and others, as well as with 
the Executive Council of the Amer- 
ican Institute of Banking. A careful 
survey of the proposal was made by 
all the parties concerned, and the 
findings of the Commission were pre- 
sented to the Executive Council of 


THE FIRST FACULTY AND ADMINISTRATION—Left to right, front row: Richard W. Hill, John J. Driscoll, Harold Stonier, 
Adrian M. Massie, George W. Edwards, Willard E. Atkins, Austin W. Scott; back row: Walter Elder, O. Howard Wolfe, Gilbert 
T. Stephenson, Eugene E. Agger, Edward Stone, Norman C. Miller, James Brines, George P. Barse 
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THE DIRECTOR—Hal Stonier 


the A.B.A. in Washington in October 
1934, and to the Executive Council 
of the Institute in Augusta, Georgia, 
in January 1935. The outcome was 
the establishment of The Graduate 
School of Banking by action of the 
Executive Council of the A.I.B. in 
January 1935 and its endorsement 
by the A.B.A.... 

The original board of regents was 
composed of the following men: 
Lewis E. Pierson (chairman), chair- 
man of the board, Irving Trust Com- 
pany, New York; Dr. Robert C. 


Clothier, president of Rutgers Uni- 
versity; Dr. Ira B. Cross, professor 
of economics on the Flood Founda- 
tion, University of California, Berke- 
ley; Walter J. Cummings, chairman 
of the board, Continental Illinois 
National Bank and Trust Company, 
Chicago; A. P. Giannini, chairman 
of the board, Bank of America N.T. 
&S.A., San Francisco; Harry J. 
Haas, vice-president, First National 
Bank of Philadelphia; Francis Ma- 
rion Law, president of the First Na- 
tional Bank in Houston; William 
McC. Martin, governor, Federal Re- 
serve Bank, St. Louis; Lyman E. 
Wakefield, president, First National 
Bank & Trust Company, Minneap- 
olis; Edmund S. Wolfe, president, 
First National Bank & Trust Com- 
pany of Bridgeport, Connecticut; 
and Richard W. Hill, secretary, 
American Institute of Banking, New 
York. Officers of the American 
Bankers Association were ex-officio 
members. (On the death of John 
Puelicher, before the first resident 
session of the school, the position 
of chairman was filled by Lewis 
Pierson of the Irving Trust Com- 
pany.) 

The actual connection with Rut- 
gers University and an arrangement 
by which the diploma of The Gradu- 
ate School of Banking should be is- 
sued jointly by Rutgers University 


and the G.S.B. was worked out by 
Dr. Stonier with the help of Dr. 
Eugene E. Agger, for many years 
an instructor in New York Chapter 
of the Institute and professor of 
economics and business research at 
Rutgers. Both he and Dr. Robert 
Clothier, the president of Rutgers, 
showed keen interest in the prospec- 
tive affiliation and both worked 
sympathetically to bring it about. 
In the final arrangement Dr. Clothier 
became a member of the Board of 
Regents of The Graduate School of 
Banking. Dr. Agger also became as- 
sociate director of the school. It 
should be added that about a dozen 
colleges and universities were desir- 
ous of having the school operate 
under their roofs, and that Rutgers 
was selected partly on account of the 
fact that it is located within less 
than an hour’s train ride of nearly 
90% of the banking population of 
the United States. 

The organizing of the curriculum 
of study was no small part of the 
whole job, but as it took shape it 
originally comprehended three ma- 
jor fields of interest—bank admin- 
istration, the bank’s investment 
portfolio, and trust administration. 
These three courses of study were 
broken down into majors and 
minors, the former to meet every 
morning and the latter three after- 


STUDENT BODY—tThese 1935 students were graduated as the Class of °37 
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noons of each week. Along with 
these, there was a course in banking 
law required of every student, which, 
likewise, was offered to the entire 
student body. In the drafting of this 
curriculum, the director sought the 
aid of many men in banking, in gov- 
ernment, and in the professional 
fields of law and economics. The 
result was a course of study that 
could hardly fail to appeal to ma- 
ture bankers and that would be sure 
to justify the expenditure of time, 
effort, and money by those who un- 
dertook it. 

The faculty, in the very nature 
of the project, had to be composed 
of men who not only knew banking 
history and the theory of banking 
but who also knew practical bank- 
ing and the relations of banking and 
government. In the selection of the 
original faculty, Dr. Stonier sought 
the advice and help of Dr. Agger, 
O. Howard Wolfe of the Philadel- 
phia National Bank, Adrian Massie 
of the New York Trust Company, 
and Gilbert T. Stephenson, vice- 
president in charge of the trust de- 
partment, Equitable Trust Company, 
Wilmington, Delaware, now of the 
A.B.A. staff. He was successful in 
getting the men he wanted.... 


Then came the question of the 
selection of a student body. As the 
school was originally conceived, it 


was to be The Graduate School of 
the American Institute of Banking. 
Yet the standards of experience and 
training required for such an ad- 
vanced course of study were too high 
for many of those who were gradu- 
ates of the Institute; hence, some 
set of requirements had to be de- 
vised that would assure the admis- 
sion only of those whose prepara- 
tion would fully qualify them to 
benefit from the intensive and high 
quality work offered. The admission 
requirements, therefore, were set so 
that only those who could meet 
these standards were eligible: 

(1) Institute graduates who were 
bank officers. 

(2) Institute graduates who held 
positions equivalent to those of 
bank officers. 

(3) Bank officers with Institute 
courses or their equivalent to their 
credit. 

Two hundred and twenty men 
who could qualify under these re- 
quirements were recruited, and the 
first resident session was conducted 
at Rutgers in June 1935. Most of 
these men completed the six weeks 
of resident study (two weeks each 
year for three years), 20 months of 
extension work, and a thesis. 

Thus began The Graduate School 
of Banking. From the very begin- 
ning its clearly stated objective has 


CAMPUS—Hamilton Street Gate 


been “a comprehensive study of 
banking from the standpoint of man- 
agerial policies.” That it has con- 
tinued successfully to operate, that 
its continuing and increasing stu- 
dent body has been recruited mainly 
by the testimony of its graduates 
and of the banking institutions they 
represent ... these facts are testi- 
monials not only to its effectiveness 
as an educational venture but also 
the statesmanlike vision of the man 
who projected it—its director, Dr. 
Harold Stonier. 


There were 220 in this class. Several became faculty members at later sessions 
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NOTEBOOKS READY—Above, a class in Banking and Government . .. 10-MINUTE BREAK—Below, on the gym steps 
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ANNOUNCEMENTS (top left)—By the 
late Dick Hill 


SINGING (top right)—Led by 


Jim Brines 


PANELS (right) — This well known 
group included (left to right) Albert 
S. Keister, A. Anton Friedrich, William 
A. Irwin, Montfort Jones, Willard E. 
Atkins 


ADMINISTRATION BUILDING (lower 
left)—On College Ave. 


DINING (lower right)—Always follow- 
ed by announcements, songs, and a 
worthwhile speaker or two 
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SPORTS—Senior baseball team, 1953 


PAUSE BETWEEN CLASSES (above 
left)—-Time for a smoke before the 
next lecture 


HORSEPLAY (above right)—A student 
skit on the panel idea 


PANEL EXAMINATION (left) — The 
ordeal by question 


PO TIME FOR LUNCH AND MAIL—Noon at the Commons 
; 
| ry } Ln, | 
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PROMINENT SPEAKERS (right) — 
Guest lecturers are a feature of each 
resident session. For example, here with 
Director Stonier are John W. Snyder 
(center), then Secretary of the Treasury, 
and Federal Reserve Board Chairman 


William McC, Martin, Jr. 


PRE-SESSION FACULTY CONFER- 

ENCE (below)—Here planning the ap- 

proaching on-campus two weeks in 1951 

are faculty members French, Glenn, 

Brown, Flora, Asterita, Culshaw, and 
Wagenfuehr 


MORE ANNOUNCEMENTS—By Bill Powers MORE NOTES—In Economics 
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AND FINALLY GRADUATION 
—At left, the impressive gradu- 
ation day march, led by the fae- 
ulty, and, below left, some mem- 
bers of the proud families who 
have come to see the culmina- 
tion of a three-year program in 
which they have played no small 
part. Also, below, the session’s 
final group singing 


ALWAYS GROWING—Board of Regents Chairman Hughes 

with 15 of the 16 new faculty members who will begin their 

G.S.B. duties with the 1955 session. The faculty this year 
will total 95, the student body approximately 1070 
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<> nere’s Part of the 
100% National System, 
the new National Class 
31 at left, and 3 National 
Checking Account Post- 
ing Machines at center 
and right. 


4) STRIKING CLASSICAL HOME of 
the Mitchell National Bank is as 
clean-cut and functional as their 
modern 100% National System, 


described below. 


MR. J.M. PATTON, President, 
The Mitchell National Bank 


“Our 100% Chalional System 
saves us*12,000 annually... 


pays for itself every 3 years!” 


— J. M. Patton, Pres. The Mitchell Nat'l. Bank, Mitchell, S. D. 


MR. MITCHELL 

The familiar figure 
that identifies the 
Mitchell Bank in 
all its advertising. 


“Here in Mitchell,” writes Mr. Patton, 
‘‘we are known as the bank with 
‘modern service and old fashioned 
friendliness.’ Our reliance on National 
equipment has justified that reputa- 
tion for efficiency and accuracy with 
our customers. 

“We are using 7 National Bank 
Teller Machines, one Proof Machine, 
3 National Unit Plan Checking Ac- 
count Posting Machines, one Multiple 
Duty Combination Window Posting 
Machine handling savings, install- 
ment and real estate loans and 
Christmas savings, and a new Na- 
tional Class 31 Multiple Duty Ma- 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


chine for our internal records. 

“This complete National System’s 
efficiency has brought unusual en- 
thusiasm and work interest from our 
personnel. This is reflected in good 
customer relations. Just as impor- 
tant, our National System saves us 
$12,000 annually from better utiliza- 
tion of personnel, savings in sta- 
tionery, and costs of depreciation and 
maintenance of equipment. Our Na- 
tional System pays for itself every 3 
years in such dividends!” 

Whether your bank is large or small, 
you can achieve similar results with 
a National System adapted to your 


977 OFFICES IN 94 COUNTRIES 
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particular problems and needs. And 
because Nationals do so much of the 
work automatically, they soon pay 
for themselves out of the money they 
save, then continue returning that 
saving yearly as handsome extra 
profit. We suggest you call your 
nearby National representative, a 
trained systems analyst, for the com- 
plete story. His number is in the 
yellow pages of your phone book. 
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The above banner was on display first in the lobby of the First State Bank, Audubon, Iowa, later in the dining room of 
the Hotel LaSalle, Chicago. Shown here in the lobby of the First State Bank are Assistant Vice-president Milton Struck, left, 
and Executive Vice-president A. A. Kruse in the garb of trainmen with the banner in the background 


News for Country Bankers 


This department is edited by 
Mary B. LEACH of BANKING’S staff. 


“Operation T-Bone” 


66 QO PERATION ‘T-BONE,” spon- 
sored for the past few 
years by the First State 

Bank of Audubon, Iowa, is develop- 

ing into an event eagerly awaited 

each fall by cattle feeders of Audu- 
bon County. 

Preparations begin in July. Feed- 
ers come into the bank, confer with 
A. A. Kruse, executive vice-presi- 
dent, or Milton Struck, assistant 
vice-president, and list the date on 
which they would like to accom- 
pany the big trainload of feeder 
cattle to the Union Stockyards in 
Chicago. They also list the number 
of carloads—ranging from one to 
three—of feeders they will be able 
to ship next fall. 

Loading begins Saturday morn- 
ing of a week in November or De- 
cember. Since Audubon lacks a 
stockyard, loading is made directly 
from the trucks into the cattle cars. 
Last year 63 carloads were shipped 
from Audubon to Chicago in the 
“Operation T-Bone’ undertaking. 

With the steers safely loaded, 
about 60 farmers and 30 merchants 
of Audubon board a Rock Island 
train en route to Chicago. The dele- 
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gation arrives in Chicago on Sunday 
morning. An elaborate dinner is 
served to all members of the group 
as a means of getting farmers and 
business people together. The bank 
picks up the check for this dinner 
and also for a breakfast served Mon- 
day morning. Special buses are 
chartered to take the entire delega- 
tion out to the stockyards. There 
the feeders and merchants watch 
the fascinating procedure as differ- 
ent firms bid for the carloads of 
cattle. 

“We figure it’s the best piece of 
public relations ever attempted by 
our bank,” said Mr. Kruse. 
“Frankly, it’s developed far beyond 
our original expectations. The 
farmers look forward to the Chi- 
cago trip with a great deal of an- 
ticipation, I can assure you.” 

Rivalry among top feeders is 
keen. Each man wants to ship a 
carload of cattle that will top others. 
Since each person has a different 
method of feeding his cattle, he 
consequently likes to see his pro- 
gram vindicated by getting a better 
price for them than his competitors 
in the feeding game. 

During the week prior to Opera- 
tion T-Bone, Mr. Kruse and Mr. 
Struck are attired as trainmen. Last 
fall, a local sign painter prepared 
a special banner which called atten- 


tion to the event. It read: “Opera- 
tion T-Bone from Audubon County, 
Iowa, the heart of the nation’s beef 
empire.” This banner was taken to 
Chicago and put on display in the 
hotel’s dining room where the din- 
ner was held. 

The bank’s interest in cattle feed- 
ing has led to a large amount of fi- 
nancing of feeder cattle. Each fall 
farmers buy a large number of west- 
ern calves which are shipped to 
Audubon County for fattening in 
feedlots. Many farmers fatten from 
400 to 600 head of steers or heifers 
each year. 

The First State Bank also finances 
4-H and FFA livestock projects and 
is working closely with the Soil 
Conservation Service specialists. 


USDA Human Resources Plan 


NDER SECRETARY of Agriculture 

True D. Morse has been as- 
signed the major USDA official re- 
sponsibility for the direction and 
coordination of the Agricultural De- 
partment’s work in developing a 
program to provide more effec- 
tive assistance for low-income farm 
people. 

Proposals were developed for this 
purpose by Secretary Ezra Taft 
Benson and are based on a study 

(CONTINUED ON PAGE 80) 
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FOR FEED...SEE MURPHY’S 


FOR FINANCING... 


ii SEE YOUR BANKER 


When a farmer wants to finance a feeding operation we tell him to see 
his banker. Our business is making livestock and poultry concentrates that 
balance up farm grains and roughage. We offer the farmer a low-cost feeding 
program that gets top results for a small investment. 

We believe his local banker is best fitted to offer him the experience and 
wisdom that comes from having made many feeder loans. 

The banker is a specialist in making loans and safeguarding investments. 
Many times, his judgement will save a farmer from an ill-timed or ill- 
advised feeding venture. 

The MURPHY PRODUCTS COMPANY are specialists in making Concentrates 
to balance home-grown feeds. We have helped many farmers get better 
results at a lower feed cost. Because of this, some feed dealers and bankers 
feel that MuRPHY feeders are better credit risks. Naturally we are happy 
about that. You can be sure any time you make a loan to a MURPHY feeder, 
there is no financial contract between him and the MURPHY PRODUCTS 
COMPANY. We are happy to leave financing to the bankers —they have done 
a wonderful job of it. That is why we say: For feed —see muRPuy’s; For 
financing —see your banker. 


MURPHY 


PRODUCTS CO., BURLINGTON, WIS. 
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(CONTINUED FROM PAGE 78) 
entitled Development of Agricul- 
ture’s Human Resources — A Re- 
port on Problems of Low-Income 
Farmers,* made by the Department 
and the National Advisory Commis- 
sion. The proposals were sent to 
Congress on April 27 by the Presi- 
dent. 

* Available from_ the 


Documents, U. 
Office at 25 cents. 


Wool Program Regulations 


of the new wool pro- 
gram as it relates to banks and 
other financial institutions and mar- 
keting agencies for the assignment 
of payments is given in a circular 
released by the Commodity Stabil- 
ization Service of the U. S. Depart- 
ment of Agriculture on April 29. 
Accompanying the release is an as- 
signment of payment under the Na- 
tional Wool Act of 1954 (CCC Wool 
Form 49). 

The official regulations for the 
program are published in the Fed- 
eral Register. Forms required may 
be reproduced, provided the same 
language, format, and size are re- 
tained. 


Superintendent of 
Government Printing 


Famous Farm Mural 


NE of the outstanding features 

of the new Marion Avenue of- 

fice of the Farmers Savings & Trust 
Company, Mansfield, Ohio, is a large 
(6’x 12’) full-color photomural of 
Malabar Farm. This is the home of 
Louis Bromfield, well-known novel- 
ist, and has been the subject of much 
of his writing. The mural is framed 


Dr. Krueger, right, uses a fire extinguisher to demonstrate his method of spraying 
sauce on barbecued chicken while Bank Directors V. W. Southall, R. W. Joyce, 
W. C. McConnaughey, and T. W. Fleming await the command to take over as chefs 


by wood paneling on the side of the 
vault and is fully illuminated at 
night enabling it to be seen by 
passersby. 


A Better Farming Contest 


BETTER farming contest in 

Amelia County, Virginia, spon- 
sored by the Union Bank and Trust 
Company, Amelia Court House, drew 
60 entries, 48 of which continued 
to the finish. 

The accent was on farm manage- 
ment—on all-around efficient opera- 
tions. The rules required every 
farmer to keep records showing his 
land utilization, pasture use, feed- 
ing practices, livestock and crop 
production; cash receipts and ex- 
penses; an annual inventory of land 
and buildings, livestock, feeds, etc. 


The idea originated with Vice- 
president J. Gordon Dickerson, who 
put it up to Dr. Harry M. Love, 
head, department of agricultural 
economics and rural sociology, 
VPI, Blacksburg, and a member 
of the Advisory Council, A.B.A. 
Agricultural Commission. Cooper- 
ation was sought from the county’s 
agricultural workers — P. B. 
Childress, Soil: Conservation Serv- 
ice; County Agent E. L. Wood; and 
U. K. Franken, vocational agricul- 
tural instructor. This group, in co- 
operation with Dr. Love’s depart- 
ment, worked up specifications, and 
the bank sponsored the event. The 
three winners received cash awards 
ranging downward from $50. 

A VPI farm management specialist 
visited each farm and the Institute 
handled calculations for scoring. 


Over 425 Indiana bankers attended the Agricultural Clinic at Purdue University, Lafayette, sponsored by the Indiana 
Bankers Association. The picture below was taken in one of the assembly halls in the Purdue Union Building and shows 
a large part of the audience attending one of the panel discussions 
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The field was narrowed to 10 farms. 
Some 160 persons turned out to hear 
the final outcome announced at a 
barbecue supper. Four of Union 
Bank’s directors were chefs, work- 
ing under the direction of Dr. R. J. 
Krueger, extension poultry market- 
ing specialist. 

Several VIPs from VPI, the Fed- 
eral Reserve Bank of Richmond, the 
Virginia Bankers Association, and 
the Extension and Soil Conservation 
services served as judges and as 
observers. 


Fertilizer Folder Subsidy 


Soil Conservation Committee 
of the North Dakota Bankers As- 
sociation has published for distribu- 
tion to farmers a folder entitled 
“Fertilizer and You in North Da- 
kota.” Three fertilizer companies 
doing business in the state have 
agreed to furnish NDBA members 
with copies of the folder for dis- 
tribution to farm customers. 

The folder is illustrated with pic- 
tures comparing fertilized and un- 
fertilized fields and includes several 
graphs and charts designed to show 
the increased yields—dollar return 
—that can be expected from the use 
of varying quantities of fertilizer. 


Award to Thomson Bank 


HE First National Bank of Thom- 

son, Ga., received the Robert 
Strickland Agricultural Memorial 
Award for distinguished service dur- 
ing 1954 from the Trust Company 
of Georgia. This is the eighth 
award honoring the late president 
of the Trust Company. It consists 
of a large bronze plaque and a 
$2,000 scholarship to any college of 
agriculture in the U. of Ga. System. 
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4-H project sheep 
baas and calf blaahs 
enlivened the busy 
corner in front of 
the Twin Falls 
(Idaho) Bank and 
Trust Co., during 
the observance of 
National 4-H week. 
President Harry 
Eaton reports that 
the corner is fre- 
quently used for 
community booths 
and projects, but 
that this is the first 
time live animals 
have been on dis- 
play in the down- 
town Twin Falls 
business district 


The presentation was made at the 
agricultural luncheon during the 
63rd annual meeting of the Georgia 
Bankers Association by W. N. 
Downs, chairman of GBA’s Agricul- 
tural Committee. Monroe K. Kim- 
brel, First National’s executive vice- 
president, accepted the award on 
behalf of the bank. 

Mr. Downs, in presenting the 
award, said that the award-win- 
ning bank had engaged in more than 
30 activities to promote agriculture, 
in a “well-planned program devel- 
oped and supervised by the profes- 
sional agricultural workers in Mc- 
Duffie County.” 

The program featured support of 
youth, adult, community, and indi- 
vidual farm activities. 

Youth events sponsored by the 
bank included a banquet for FFA 
and FHA members and their parents, 
the visit of a Moroccan International 
Farm Youth Exchange delegate to 
the county, a scholarship for a local 
farm youth to attend a five-week 
short course at Abraham Baldwin 
Agricultural College, Tree Appreci- 


Mr. Downs pre- 
sents Strickland 
Agricultural Me- 
morial Award 
plaque and $2,000 
scholarship check 
to Mr. Kimbrel 


ation Day during which 4-H Club 
members distributed thousands of 
pine seedlings, and a calf show. 

McDuffie County farmers were 
able to study agricultural develop- 
ments in and out of the state be- 
cause of the interest of the bank. 
The First National Bank of Thom- 
son sponsored trips to experiment 
stations at Athens, Midville, Tifton, 
and Clemson. Transportation also 
was furnished for 25 farmers who 
toured the Midwest and Chicago to 
study crop harvesting and meat 
packing techniques. 

One of the bank’s most popular 
projects was the “Farm of the 
Month award” plan. An outstanding 
farmer was chosen each month on a 
basis of his achievements and con- 
tributions to agriculture in McDuffie 
County. The program was climaxed 
in December with a banquet honor- 
ing the 12 winners, and the naming 
of one of them for “Farm of the 
Year” honors. 

Mr. Downs is vice-president of The 
First National Bank of Macon. 


A.B.A. Watches Farm Bills 


| ows now before Congress in 
which the Agricultural Commis- 
sion of the American Bankers Asso- 
ciation has a particular interest and 
is watching closely include the fol- 
lowing: 

(1) S.1286 and H.R.5168 that 
provide for retirement of Govern- 
ment capital in the Banks for Co- 
operatives and the Production Credit 
Corporations. The A.B.A. favors 
the objectives of a plan for the re- 
payment to the Treasury of the 
Government capital in the Banks 
for Cooperatives, but believes that 

(CONTINUED ON PAGE 135) 
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Better Watch That Changing Farm Credit Picture 


The farming system of the future will be more profitable than in most of the past if prices are 
above costs and water is available for crops and livestock at the proper time 


Dr. TimMM, who is head of the De- 
partment of Agricultural Economics 
and Sociology, Texas A & M Col- 
lege, College Station, says that “the 
commercial banks of America are 
serving agriculture extremely well 
today. Yet, I hope that my little 
visit with them in this issue of 
BANKING will help them serve even 
better in the future.” 


HE formula for building agricul- 
tural loans is simple. Farmers 


do business with your bank be- 
cause they feel it’s the most profit- 
able thing for them to do. They will 
do business with you in the future 
if they continue to feel the same 
way. Otherwise, they will go else- 
where. And elsewhere —in other 
private lending institutions, Govern- 
ment-sponsored or -owned agencies 
and in the hands of individuals— 
record funds are available. 
Remember that the farmer, like 
the rest of us, is primarily an eco- 
nomic man. He’s trying to make the 
best possible living. And in so do- 
ing, he realizes that no phase of his 
farm operations is more important 
to him than adequate credit serv- 
ices. That’s why it’s so important 
that you stay abreast of basic 
trends and of changing credit needs 
in agriculture, if you want to give 
even better service to your farmers. 
Here are some of these basic 
trends we probably will witness dur- 
ing the next few years in agricul- 
ture, assuming the United States is 
not in a major war. 


Profits 


Total farm profits will remain 
near present levels but per farm 
profits will be moderately larger. 
The latter is due to the downward 
trend in number of farms. Your 
bank has both a responsibility and 
opportunity to help piece together 
in the most profitable way the pat- 
tern of farms “going out” with the 
farms “staying in.” 


TYRUS R. TIMM 


Increased effi- 
ciency of farm 
machinery may 
eontribute 
more to farmers’ 
income than 
higher yields 


The relationship of prices of 
things farmers sell to prices of 
things farmers buy will not change 
greatly. Don’t criticize the farmer 
for hoping for more favorable price 
relationships. Yet, don’t base your 
loan repayments on it. But do ag- 
gressively support those manage- 
ment practices found to be sound 
in your territory. 

Total agricultural production will 
continue to increase. There is no 
evidence on the horizon that stagna- 
tion in technology and the agricul- 
tural sciences is about to set in. 
Yet, on an individual farm an in- 
crease in production may not nec- 
essarily be profitable. It may lose 
money depending upon the revenue 
and cost experience associated with 
it. This means that future produc- 
tion loans must be more carefully 
analyzed on a cost and return basis. 
All lenders will become more farm- 
budget conscious. 

Both exports and imports of ag- 
ricultural commodities will climb 
slowly to higher levels. This longer 
trend doesn’t preclude sharp short- 
run deviations particularly in our 
exports, as certain other countries 
try for a more favorable balance of 
trade. The probability of drastic 
short-run cutbacks in exports of 
some commodities is real and will 


result in a huge amount of CCC 
paper which banks likely will have 
to carry at times. 


Government Participation 


Participation of Government in 
farm production and marketing will 
continue to be tremendously impor- 
tant in the farm economy. These 
programs of price supports, produc- 
tion controls, and marketing quotas 
are complicated but you must know 
the farmer’s rights and penalties 
under them to help him use his 
credit profitably. 

Better educated, more closely or- 
ganized, and politically alert farmers 
will comprise the farm customers 
of your bank in the future. This 
trend points up the fact that the 
farmers with whom you deal now 
are more astute in business matters 
and have much wider interests. They 
belong to service clubs, chambers of 
commerce, to both commodity and 
general farm organizations and are 
active in politics locally, statewide 
and nationally. The success of 4 
farmer’s loan is affected in some de- 
gree by each of these interests. 

Now to some of the special farm 
problems, issues and practices which 
you may want to consider in your 
contacts with farmers. 

(CONTINUED ON PAGE 84) 
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The First National Bank 
Port Jervis, New York 

. @ project planned and 
completed by The Cunneen 
Company. 


PA..: the same can be said of financial institutions. No two 


are completely similar—especially concerning their problems and needs. That is why 
men who specialize in bank design should be consulted when the time has come to 
build or modernize your quarters. Only designers and builders who know banking 
requirements can create a design which is a logical outgrowth of planning for efficiency 
. . beauty with a purpose. 
Write today. Learn first hand 


what our years of specialized 
experience can do for you. 


THE CUNNEEN 


1225 VINE STREET PHILADELPHIA. 


727 W. 7TH STREET - LOS ANGELES, CAL. 
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(CONTINUED FROM PAGE 82) 

Growing Commercialization of 
Agriculture: The farm investment, 
operating and living expenses will 
gradually increase; but so will pro- 
duction per farm. In a nutshell, this 
means the farming system of the 
future will be more profitable than 
in most of the past if prices are 
above costs and water is available 
for crops and livestock at the proper 
time. In the absence of these two 
favorable conditions, however, 
farmers now have a system in which 
they can go broke more quickly than 
at any time in the past. 

Certain scattered studies indicate 
that perhaps 25 or 30 years ago it 
took from six to eight years on many 
farms for the operating expenses to 
equal the farm investment. Today 
it takes from two to three years. So 
if drought or other conditions knock 
out crop and livestock sales, the in- 
vestment can be wiped out today in 
less than half the time it took a 
quarter of a century ago. In this 
highly commercialized agriculture, 
your decision can’t be delayed too 
long about a troublesome loan. 
Farmers can’t “sit out” decisions as 
well in the future. 


Irrigation 


Expansion of Irrigation: Irriga- 
tion on the farms of America is 
growing by leaps and bounds. Many 
exponents of irrigation feel as much 
or even more development can be ex- 
pected in the humid areas of the 
country than in the dry areas. A 
few weeks back I was over in Vir- 
ginia attending their very excellent 
Farm Credit School, sponsored by 
the Virginia Bankers Association 
and the Virginia Polytechnic Insti- 
tute, and noticed that irrigation 
held the most prominent place on 
the first morning’s program. Ob- 
serve that this is in an area of 40 
to 60 inches of rainfall. 

Preliminary studies, however, in- 
dicate that some farmers are not 
watching as closely as they should 
the actual costs of irrigation. Ac- 
tually, opportunities in irrigation 
aren’t as rosy as they appear to be 
at first hand. Check with your 
farmer on two things: (1) the var- 
iable costs of operating an irriga- 
tion system, and (2) the fixed costs. 
In one study in Texas the fixed 
costs, such as depreciation and in- 
terest along with the allowance for 
expected repairs and maintenance, 
which runs pretty low during the 
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first year or two, approximated 50% 
of the total cost or irrigation. On 
the other hand, such items as fuel 
and labor ran around 25%. 

lc you are in a humid area where 
droughts have been rampant the 
last several years, be sure to plan 
now with the irrigation farmer 
what he can do if a three-inch rain 
follows by a few hours a two-inch 
application of irrigation water on 
his land. Drainage must be con- 
sidered, too. 


Beef Cattle Numbers 


Leveling Off in Beef Numbers: 
The sharp drop in prices of 50% 
or more during the past three years 
has made bankers cautious on their 
beef cattle loans. Yet, the gradual 
leveling off in the last few months 
may encourage you to take another 
look at all of your beef cattle loans 
to decide which operators are on a 
sound basis. For those on a sound 
basis, you may wish to offer credit 
to strengthen their operations and 
even expand the beef cattle numbers 
if they have facilities to co so. 

Cattle numbers have been in- 
creasing for the past six years but 
seem now to be on the verge of ua 
slow downward trend. When this 
trend sets in beef cattle numbers 
may gradually recede for some six 
to eight years. 

Production Keeping Up with Pop- 
ulation: Some predict that within 
a few years population pressure will 
bear so heavily upon the food supply 
that farm prices will skyrocket. I’m 
not one of those. Some able stat- 
isticians and economists believe 
that, with proper incentives, farmers 
could double their food production 
without using a single additional 
acre. This would be accomplished 
by employing all the known benefits 
of the agricultural sciences. 


* 


Diverted acres are 
bringing in new 
crops that may or 
may not pay off. 
Here is a load of 
Texas onions, one 
of several crops 
successfully 
grown in that 
state 


* 


Continue to look for periodic ups 
and downs in farm profits. Depend 
upon sound farm management as a 
basis for your farm loans rather 
than pressure of population upon 
the food supply. True, larger loans 
will have to be made as the average 
farm business gets bigger and pro- 
duces more food. But these larger 
loans will be needed to enable the 
farmer to make a bigger profit 
rather than to keep people in this 
country from going hungry. 


Acreage 


Acreage Controls Here for a 
While: Mandatory control over the 
acreage of certain basic crops such 
as wheat, cotton, tobacco, and rice 
presents a situation important to 
the banker. Often my northern 
friends ask me why the South con- 
tinues to grow so much cotton with 
all of its attendant headaches. The 
answer is simple. For the total acre- 
age involved, cotton is still the most 
profitable crop that they have found 
so far. The same principle holds 
true generally in other basic crop 
areas. 

There is little to indicate much of 
a loosening up in acreage controls. 
On the other hand, there are indica- 
tions that additional acreage controls 
in certain feeds and maybe in some 
vegetables may be in the offing. 

Higher Enterprise Production Not 
Necessarily Answer: An agronomist 
at a farm meeting recently was 
pointing out how farmers could in- 
crease their production 10% by the 
use of hybrid seed corn. One farmer 
got up and said this was well and 
good and he was interested in it, 
but the agency could help a lot more 
by showing him how he could in- 
crease the efficiency of the use of 
his farm equipment by 10%. This 

(CONTINUED ON PAGE 144) 
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A sign of greater usefulness 


Now the Chase National Bank and the Bank of the 
Manhattan Company are one bank. Here is what it means. 


We like our spanking new sign. We 
hope everybody will. But it tells only 
a small part of our story. It spells out 
for you the plain fact that two great 
banks have joined together. We'd like 
to tell you more. 

First of all, the Chase Manhattan 
sign is a new symbol of usefulness. 
Belonging, as it does now, to 95 bank- 
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ing offices in Greater New York and 
17 overseas branches, it means better 
service for our customers and friends. 

And back of the Chase Manhattan 
sign are its most important assets— 
13,000 experienced people, all work- 
ing together to make their bank more 
useful. 

That’s it. That’s the story behind 


the new Chase Manhattan sign—wse- 
fulness, and people working together 
to better serve business, industry, 
and all America. 


THE 


CHASE 


MANHATTAN 
BANK 


(mM EMBER FEDERAL DEPOSIT INSURANCE CORPORATION) 
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PENSION PLANS (II) 


The Trusteed Method 


A review of the cost features and a comparison of the differences between the 
Group Annuity and Trust Fund methods 


This is the second of two articles 
by the author, who is assistant trust 
officer of the Guaranty Trust Com- 
pany of New York. MR. MYLES is 
an alumnus of The Graduate School 
of Banking, Class of 1954. 


with the group annuity and 

trust fund methods of financing 
pension plans, the basic differences 
between the two methods were out- 
lined and the cost characteristics of 
the group annuity method were dis- 
cussed. In this article the cost fea- 
tures of the trusteed method are 
reviewed and the differences in the 
two methods compared. 


I Part I of this article dealing 


Actuarial Cost Basis 


Under a trusteed plan the cost of 
the benefits is calculated on the 
basis of the particular mortality 
table recommended by the consult- 
ing actuary and a conservative rate 
: of interest earnings. The interest 
rate selected will depend on the type 
of investment authority conferred 
on the trustees. 

In most of the trusteed plans 
adopted in recent years the actuary 
has recommended the use of the 
1937 Standard Annuity Mortality 
Table. In the opinion of independent 
actuaries this table is amply con- 
servative for most groups of em- 
ployees. It shows a life expectancy 
for a. male age 65 of 14.4 years 
which compares with an actual ex- 
pectancy of about 13 years (for 
white males) as reported by the Na- 
tional Office of Vital Statistics in 
its latest figures, and an expectancy 
of over 15 years under the 1951 
group annuity table, set back one 
year, which is the table employed 
by a number of the life insurance 
companies. 


Investment Policy; Yields 


In all likelihood the majority of 
trusteed plans give the trustee broad 
authority to invest in all forms of 
securities and property including 
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common stocks. The actual invest- 
ment composition varies, but an ar- 
ticle in the Monthly Review of the 
Federal Reserve Bank of New York 
for December 1953 reported that a 
typical portfolio would consist of 
25% in common stocks with perhaps 
5% or more in preferred stocks and 
the balance mainly in corporate 
bonds. Such a trust at the present 
time would probably show a return 
of between 312% and 334%. Under 
these conditions an interest assump- 
tion of 3% would generally be used 
since such a rate would provide a 
margin for a possible decline in 
yields from current levels. 


Expenses 

The principal annual expenses un- 
der a trusteed plan are the fee of 
the trustee for the care and invest- 
ment supervision of the assets and 
the fee of the consulting actuary. 
These expenses are generally paid 
separately by the employer and are 
not included in the calculation of 
the annual contributions to the plan. 
However, if expressed as a percent- 
age of the annual contributions the 
aggregate of the trustee’s and ac- 
tuary’s fees would probably aver- 
age not more than 3% of such con- 
tributions except in the smaller 
cases. 

There are, of course, no cancella- 
tion charges involved in a trusteed 


plan when an employee withdraws 4 


or terminates his employment. The 
employer is also free to change 
trustees or the form of financing 


without being subject to any q 
charges on the transfer of the as- | 


sets. 


Gross Premium and 
Contribution Rates 


The ultimate cost of a pension 
plan will depend on the amount of 
benefits paid and actual interest 
earnings and expenses, rather than 
on the assumptions used in arriving 
at the annual premiums or con- 
tributions payable under the plan. 
Nevertheless, a comparison of an- 
nuity costs based on the representa- 
tive assumptions employed in group 
annuity and trust fund financing 
will provide a yardstick of their 
cost differences. Such a comparison 
is set out in the table at the bottom 
of the page. An allowance for ex- 
penses of 3% has been included in 
the trust fund figures in order to 
make the rates comparable. 

The unit of cost of funding the 
benefits under a pension plan will 
vary with the average age of the 
covered employees. The average age 
in most companies probably falls 
between 35 and 45 so that a com- 
parison of the rates at these ages 
will furnish a representative ap- 
proximation of the difference in 
costs under the two methods. The 
table shows that at these rates the 

(CONTINUED ON PAGE 88) 


Annuity Costs Under Representative Group Annuity and Trust 
Fund Actuarial Assumptions 


Mortality Interest Expense At age At age At age 
Table Rate Loading 35 45 65 
Group Annuity 
1951 Group Annuity Table . 
Set back 1 year......... 24% 5% 4.82 6.28 12.57 
Trust Fund 

1937 Standard Annuity.... 3% 3% 3.38 4.74 11.44 
BANKING 


Annuity of $1 commencing 
at age 65 (male) costs: 
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must your bank 
take my home? 


How can you answer a confused, broken-hearted widow? 

How can you avoid this pitfall in customer relations? The 

simple solution is Federal’s Mortgage Redemption Plan, protecting 
both your customers and you. Customers like Federal’s 

plan because the low, low cost is simply added to 

their monthly payments. Banks like it because of Federal’s 


streamlined procedure. Write today for complete information. 


Federal Offers You: 

A Custom Designed Plan based on careful study of your oper- 
ations. Proven Customer Appeal. Simplified Streamlined 
Procedure. Complete Flexibility including Health and Accident 
Coverage. Prompt Service. All Promotional Aids. HIGHEST 
RATING. See Best’s and Dunne’s For Reasons Why Federal 
Enjoys Their Unqualified Recommendation. 


COMPLETE CREDIT LIFE AND DISABILITY PLANS ALSO 
AVAILABLE FOR YOUR INSTALLMENT LOAN DEPARTMENT 


and CASUALTY COMPANY 


ING 


PERSONAL PROTECTION 
SINCE 1906 


JOHN H. CARTON 
President 


HAROLD L. BUCK 
Vice President and Manager 
Credit Insurance Division 


WOLVERINE-FEDERAL TOWER, BATTLE CREEK, MICHIGAN e REGIONAL SERVICE OFFICES FROM COAST TO COAST 
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How does 


a bank 
get that 
way? 


e A bank begins because the 
need for it arises in the com- 
munity. Whether it goes on to 
prosper is dependent on how 
well it serves its customers. 


We at Central+Penn have 
been serving Philadelphians for 
more than 125 years. And right 
now, during the Delaware 
Valley’s industrial renaissance, 
we arein the midst of our great- 
est growth. 


This is all vital evidence that 
we are doing our job well. And 
proof that we will provide good 
service for your client should 
they come into this booming 
area 


CENTRAL-PENN 
NATIONAL BANK 


OF PHILADELPHIA 


Member Federal Deposit Insurance Corporation 
Member Federal Reserve System 


BANK 
Name Here 


This new SAVINGS folder lends 
itself to a high degree of indi- 
vidual treatment to sell the ser- 


vices of YOUR OWN bank. 


Write for a sample. 


DILLEY, MARTIN, 
AND HESS, INC. 


Financial Advertising 


9 NORTH ILLINOIS STREET 
INDIANAPOLIS 4, INDIANA 


(CONTINUED FROM PAGE 86) 
trusteed cost will range between 
24% and 30% less than the amounts 
required under a group annuity con- 
tract using the assumptions indi- 
cated. These, of course, are gross 
costs and will be modified in each 
instance by the amount of excess 


| earnings made available. In this 
| connection it is worthy of note that 


a difference of % of 1% in the 
amount of interest consistently 
earned will of itself account for a 
difference of approximately 13% in 
the cost of providing the benefits. 


Cost Characteristics 
A comparison of the cost char- 


| acteristics of the two methods in- 


dicates that the lower cost of fi- 
nancing the pension plan on the 
trust fund basis results not only 
from the use of realistic assump- 
tions in computing costs but more 
importantly from the higher actual 
interest earnings and lower ex- 
penses. The ability to earn a better 
return is, of course, due to the more 
flexible investment procedure under 
a trusteed plan. This flexibility has 
been an important factor in the 
trend toward greater use of the 
trusteed method in pension financ- 
ing. Many corporations have fa- 
vored the principle of investing a 
reasonable portion of their pension 
reserves in common stocks not only 
beeause of the higher yield obtain- 
able but also because of the long- 
term capital appreciation. 

Under a trusteed plan the em- 


| ployer receives immediate benefit of 


any earnings in excess of the as- 


Cost Advantages 


The cost advantages of a trus- 
teed plan may be summarized 
as follows: 

(1) Because of the invest- 
ment flexibility under a trusteed 
plan greater actual earnings 
may be obtained. All earnings 
are immediately available as re- 
ceived in contrast to the insur- 
ance company dividend proced- 
ure. 

(2) The group annuity con- 
tract method involves certain 
expenses and surrender charges 
not applicable to a trusteed 
plan. 

(3) The excess reserves re- 
quired by an insurance com- 


sumed rate of interest whereas un- 
der a group annuity contract excess 
earnings become available to the em- 
ployer only when a dividend is ac- 
tually paid. While insurance com- 
panies in recent years have stepped 
up the volume of their group an- 
nuity dividends, when expressed as 
a percentage of the reserves held 
and related to the period contracts 
have been in force, the dividends 
have not been a very significant fac- 
tor in reducing gross costs. 

In my first article it was pointed 
out that the income of insurance 
companies is subject to Federal in- 
come tax and that many states im- 
pose a premium tax on annuity 
premium considerations, generally 
at the rate of 2%. Neither of these 
items is applicable in the case of 
trusteed plans. Brokers’ commis- 
sions involved in the sale of group 
annuity contracts are not a cost 
factor under a trusteed plan. 


Insurance Guarantees 


Insurance companies quite prop- 
erly emphasize the value of the 
guarantees under a group annuity 
contract. It should be recognized, 
however, that as long as the insur- 
ance company has the right to re- 
value its reserves from time to time 
on a more conservative basis and 
to increase its future premium rates, 
there is actually no guarantee of 
costs as long as the contract is con- 
tinued. Moreover, it is the em- 
ployer’s premium payments that 
enable the insurance company to 
maintain the actuarial reserves on a 
basis satisfactory to it. 


of Trusteed Plan 


pany for its protection under a 
group annuity contract are not 
necessary under a trust fund. 

(4) The guarantees under a 
group annuity contract have 
little significance as long as the 
contract is kept in operation, 
since the employer must pay 
whatever premiums the insur- 
ance company considers neces- 
sary to maintain the actuarial 
reserves on a satisfactory basis. 

(5) The long-range cost of 
financing the average pension 
plan through an actuarially 
funded trust will range between 
20% to 380% less than group 
annuity financing. 


BANKING 


| 
| 
| 
| 
| 
| 
wt 
ee | 
| 
| 
&8 


ING 


rere » 


DOUBLE TT 


to tell time to tell temperature 


to THE BOTW every: five 
and look — NO HANDS! No hands telling time . . . no tubes or 


hands telling temperature. For financial institutions exclusively today’s 


new way is to tell 


“Time and “Jemperature Electronically 


U. S. PATENT NO. 2,673,976 
Other Patents Pending 


The public service of reporting time and temperature con- 
tinuously, and alternating every five seconds, with complete 
accuracy, is becoming widely recognized in every financial 
center of America as the most progressive identification 
symbol yet presented to financial institutions. The DOUBLE 
TT has scored a remarkable advertising success for its 
sponsors everywhere in the nation. Every month more new 
installations go up. 


The DOUBLE TT success story is worth knowing for your 
own institution. Free literature will be supplied on request. 
The most impressive chapter of the DOUBLE TT STORY 
is told by financial institutions themselves. Their names and 


their frank appraisals are available to you on request and 
without obligation. 


Now is the time to learn how DOUBLE TT on lease or 
sale arrangement can symbolize your institution with the 
most modern public service sign display available today 
anywhere. Learn about the possibilities of the brand new 
DOUBLE TT JUNIOR, especially designed for smaller 
financial institutions. 


Keep your “weather eye” peeled for DOUBLE TT signs 
at work in Chicago, in Minneapolis, in Omaha, in St. Louis, 
in Atlanta, in San Francisco, in Seattle, Tacoma, Spokane, 
Cincinnati, Cleveland, Dallas, Houston—and a legion of 
other cities where the DOUBLE TT is now in operation. 


AMERICAN SIGN & INDICATOR CORPORATION 


Originators and Exclusive Manufacturers of DOUBLE TT 


Home Office, East 808 Sprague, Spokane 3, Washington 


Chicago Sales Office, 141 Jackson Boulevard, Chicago 4, Illinois 


The DOUBLE TT is fully protected by patents 
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BUSINESS CONDITIONS IN 
SOUTHERN CALIFORNIA 


FACTORY EMPLOYMENT 


LOS ANGELES NOW 3RD U.S. INDUSTRIAL CENTER 


ANUFACTURING employment in the Los Angeles Metropolitan 
Area has climbed in recent months to the highest level in history, 
after declining moderately in the 1953-54 readjustment period. 


Official estimates by the U.S. Bureau of Labor Statistics indicate 
that the Los Angeles area has become the third largest industrial center 
in the nation. Factory employment here has been above the Philadelphia 
area since May 1952 and above the Detroit area since February 1954. 
Los Angeles has maintained its lead over Detroit, and hence its third 
position, despite high automobile output during recent months. 


EMPLOYMENT IN MANUFACTURING 
IN FOUR MAJOR METROPOLITAN AREAS 
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MontTHLY SuMMARY OF BusINEss CONDITIONS IN SOUTHERN CALIFORNIA, from 
which this excerpt was taken, is published regularly for friends and customers of 
Security-First National Bank by our Research Department. If you would like to 
receive it free of charge regularly, write Bank and Customer Relations Department. 


MANAGING COMMITTEE | RESOURCES OVER 1% BILLION DOLLARS 


GEORGE M. WALLACE, Chairman 
Chairman Board of Directors 


JAMES E. SHELTON 
ECURITY- FIRST 
CHESTER A. RUDE 
NATIONAL BANK 
c. T. WIENKE 


PAUL D. DODDS 
Vice President 
MEMBER FEDERAL RESERVE SYSTEM 
LLOYD L. AUSTIN MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
Vice President 


“Bank Day at 
Your Club” 


NEW program for the promo- 

tion of banking—‘“Bank Day 

at Your Club’’—was announced 
by the Financial Public Relations 
Association at its 1955 regional 
meetings in Atlanta, Cincinnati and 
Boston. 

President Rod Maclean told 
bankers how locally sponsored 
“Bank Days” at service and profes- 
sional clubs would benefit banking’s 
public relations. A folder describ- 
ing the low-cost program, distrib- 
uted at the conferences, makes sug- 
gestions as to speakers, table ar- 
rangements, entertainment, public- 
ity, stunts and displays for these 
“Days.” 


Wide Promotion 


FPRA plans nationwide promotion 
of the idea, which, said Mr. Mac- 
lean, assistant vice-president, Union 
Bank & Trust Company, Los An- 
geles, “proposes that every banker 
in this country and Canada who be- 
longs to a club will take the re- 
sponsibility of presenting a Bank 
Day at that club once each year. 
There will be no set day nationally 
for Bank Day, each banker planning 
it for his club at a time convenient 
to him and his associates, and to 
the club.” 

Mr. Maclean emphasized that this 
is “almost a ‘no-cost’” program. He 
pointed out that club program chair- 
men would welcome the offer to take 
one program off their lists. 

“By your choice of a speaker and 
a topic for his address,” the FPRA 
president said, “you can present to 
the public a message which you feel 
they should receive concerning 
banking. By such pre-planning, you 
are in a position each year to pre- 
sent what you and your local asso- 
ciates feel is the single, most im- 
portant message for banking to get 
across to the community. 

“FPRA has no pride of author- 
ship in this program. We are in- 
itiating it, but we will pass it along 
to all bankers’ associations, urging 
that they make it their own.” 


Directed Public Relations 


A panel discussion on “I Believe 
(CONTINUED ON PAGE 92) 
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and Be Sure! 


Loan OFFICERS everywhere consider a Lawrence Field Warehouse 
Receipt as much a synonym for “security” as a Certified Check. They 
know that $1,000,000 in legal liability and fidelity bonds — in each of 
more than 2500 Lawrence Field Warehouse locations—are back of every 
Lawrence receipt. 

And these bank officers like the way Lawrence does business. The 
Lawrence IBM Commodity Collateral Report, for example, is electron- 
ically compiled to keep loan officers always informed on current inven- 
tory values. It also reduces the cost of servicing loans. 


Specify Lawrence—and be SURE! 


LAWRENCE ON WAREHOUSE RECEIPTS - « - IS LIKE CERTIFIED ON CHECKS 


[AWRENCE WAREH (©MPAN ANY 


NATIONWIDE FIELD WAREHOUSING 
37 Drumm Street, San Francisco, California 
100 N. La Salle Street, Chicago 2,111. © 79 Wall Street, New York 5, N.Y. 


OFFICES IN PRINCIPAL CITIES 
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(CONTINUED FROM PAGE 90) 
That Public Relations Can Have Di- 
rection” was a feature of the three 
regional conferences. FPRA’s execu- 
tive vice-president, Preston E. 
Reed, was moderator. Participants 
were W. W. Delamater, vice-presi- 
dent, Tradesmens Bank & Trust 
Company, Philadelphia; Second 
Vice-president W. E. Singletary, 
vice-president, Wachovia Bank & 
Trust Company, Winston-Salem, 
N. C.; Third Vice-president Orrin 
H. Swayze, executive vice-president, 
First National Bank, Jackson, 
Miss.; and Treasurer A. Gordon 


Bradt, second vice-president, Con- 
tinental Illinois Bank & Trust Com- 
pany, Chicago. 

Mr. Bradt, stressing the impor- 
tance of staff training, suggested 
that banks might be using ‘‘a frac- 
tion of their talents in people and 
services. For years,” he continued, 
“we have worried about tests to use 
in the proper selection of people, 
when our greatest shortcoming is 
not in improper selection, but rather 
in what we do or do not do after 
people join our banks.” He urged 
a staff program of visual education 
to develop leaders, increase job per- 


Special situations frequently become 


magnified all out of proportion. This can 


make for worry and frustration. You can 


avoid these irritations in problems re- | 


lated to the Cleveland area by letting us 


handle your Ohio requirements. You'll 
find there’s talent at Central National 


to solve difficult transactions and situa- 


tions—fast! So don’t hesitate to make 


your inquiries challenging. 


CENTRAL NATIONAL BANK 


of Cleveland 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


formance, and win customers for 


banks. 


Community Relations, Publicity 


Mr. Singletary asserted that com- 
munity relations were the heart of 
a bank’s PR. “Every bank,” he 
said, “should have a planned and 
purposeful program for contribut- 
ing in service and support to com- 
munity betterment.” He also re- 
minded the bankers that bank serv- 
ices can be merchandised: ‘“Pro- 
gressive banks no longer wait for 
individuals and businesses to dis- 
cover that they have financial needs 
which the bank can fill. Instead, 
these banks study their markets, 
analyze the wants of the people, 
develop sales plans to reach them, 
and then go out after business.” 

Discussing publicity, Mr. Dela- 
mater said a bank’s release “must 
be newsworthy and well written to 
be accepted by the papers. Imagina- 
tion, resourcefulness, tenacity, in- 
genuity and a bit of luck still pay 
off in publicity.” 


Customer, Staff Relations 


Mr. Swayze, asserting that “all 
of us are long on customer rela- 
tions,” added: “It is good customer 
relations that we’re short on.” The 
indispensable quality of a good re- 
lationship, he said, is_ sincerity. 
And good customer relations, at 
its source, is “the head of the 
bank.” 

Mr. Reed made the point that the 
bank and the staff were the same 
thing. “Your staff relations,” he 
said, “are the core of your ability 
to perform banking services. Your- 
self, your staff, your bank—for pub- 
lic relations purposes—are syn- 
onymous.”’ 


Higher priced gasoline might help 
relieve the congestion in hospital 
emergency wards. 


Three burglars entered a night 
club and escaped without losing a 
cent. 


There are over 1,000 different lan- 
guages and dialects in the world, 
and money speaks all of them. 


Success in business depends upon 
one’s turn-over, which we suppose 
means one’s roll. 
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Some Reasons Why... 
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“MORTGAG: 


.ONG-TERMN 


Only National homes present these and other 
assurances of soundness in mortgage loans on 
single family homes... 


1. National homes are durable—precision- 
made of quality “‘brand name” materials. They 
meet the requirements of FHA and VA for 25- 
and 30-year insured loans. They are approved 
by the Building Officials Conference of America, 
Pacific Coast Building Officials Conference, 
Southern Building Code Congress and others. 


2. National homes are sold only on terms that 
are well within the income of the mortgagor. 
Analysis of National homes’ mortgages shows 
a record high in promptness of payments. 


3. National homes are the most popular homes 
in the country—over 75,000 now in service and 
more than 120 being erected-every day. Because 
of their superior public acceptance, National 
homes have high re-sale value. 


4. National homes are bought by families in 
every income group, in every line of business, 
profession and trade — thus providing financial 
institutions with diversification that minimizes 


mortgage risk. 
e e 


Investigate the opportunities for long-term 
mortgage investments in National homes for 


your portfolio. Write for particulars. 


NATIONAL HOMES CORPORATION ... Lafayette, Indiana - Horseheads, New York 


MORE THAN ONE OUT OF EVERY 48 HOMES BEING BUILT ae’ G@ Wi 


IN AMERICA TODAY IS PRODUCED BY #1} 
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UNIFORM TRUST RECEIPTS ACT 


Uniform Act covers shipments outside of 
states wherein act is in force and re- 
ceipts are issued. 


The A.B.A.-recommended Uniform 
Trust Receipts Act is not limited in 
its application to transactions in- 
volving goods in, or to be imported 
into, the state where the trust re- 
ceipts are issued. So held the U. S. 
Court of Appeals for the Second 
Circuit in a recent case of first im- 
pression. 

A New York bank had entered 
into an agreement for trust receipts 
financing with a New York corpora- 
tion engaged in foreign trade, and 
had opened a letter of credit to en- 
able the corporation to order a ship- 
ment of some $115,000 worth of 
bags from Calcutta to Manila. In 
accordance with the terms of the 
letter, the bank paid the price of 
the bags to the seller, receiving in 
return the documents of title to 
them. When the goods arrived at 
Manila, the bank surrendered the 
documents to the corporation in ex- 
change for a trust receipt and the 
corporation’s acceptance of a draft. 
The corporation stored the bags in 
a Manila warehouse for several 
months and then, at the bank’s re- 
quest, released the warehouse re- 
ceipt so that the bank could sell the 
bags. 

When, thereafter, the corporation 
went bankrupt, the trustee in bank- 
ruptcy sought to recover the price 
of the bags, arguing, among other 
things, that the bank’s security did 
not survive the surrender of the 
documents of title, since Philippine 
law does not recognize the validity 
of trust receipts, and the Uniform 
Act covers only goods to be im- 
ported into the state where the re- 
ceipts are issued. In other words, 
he argued, the bank was in no bet- 
ter position than a chattel mort- 
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gagee who had surrendered pos- 
session to the mortgagor. 

The Court of Appeals was not 
impressed by the argument. It up- 
held the Federal District Court’s 
affirmance of the referee’s dismissal 
of his petition, on the grounds that 
there is “not a syllable” in the Uni- 
form Act that expressly, or by di- 
rect implication, suggests that its 
coverage is limited in the fashion 
suggested. 

The court noted that the act, as 
adopted by New York and 32 other 
states, was devised to aid the fi- 
nancing of purchases by buyers who, 
lacking funds for immediate pay- 
ment, must borrow the price until 
they can sell the goods. The con- 
struction suggested by the trustee, 
the court said, would compel needy 
importers to finance their purchases 
through banks of jurisdictions into 
which they import goods, “hardly 
a limitation that would appeal to 
the legislature of a state in decid- 
ing to pass the act.” 

The trustee’s argument that the 
Uniform Act does not cover trans- 
actions involving goods in, or to be 
moved into, a jurisdiction which 
does not recognize the validity of 
trust receipts, remained unanswered, 
since the court held that the law of 
the Philippines does recognize their 
validity. Barrett v. Bank of the 
Manhattan Company, 218 F.2d 763. 


UNAUTHORIZED WITHDRAWALS 


On the liability of a bank for the acts 
of a faithless officer; and on the duties 
of directors. 

Iw Texas an elderly widow gave 
standing permission to the senior 
vice-president of her bank to with- 
draw funds from her account and 
lend them out for her—subject in 

every case to her prior approval. 
One day it came to her attention 

as she examined her monthly state- 

ment, that this gentleman had with- 
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Uniform Trust Receipts Act—Unauthorized Withdrawals 


drawn money from the account with- 
out prior approval. She remon- 
strated with him, and was told that 
the money had been loaned to a con- 
tracting firm which had an excellent 
credit rating, but had borrowed up 
to the legal limit from the bank. He 
agreed to her demand that the 
money be returned as soon as pos- 
sible. 

Unfortunately, he died shortly 
thereafter, and it developed that he 
not only had not returned her money 
but that he had not loaned it out. 
Rather, he had appropriated it to 
his own use. 

The depositor then sued the bank 
for misappropriation of her funds. 
The bank defended on the grounds, 
among others, that she did not re- 
port the unauthorized withdrawal 
to the bank’s directors or other of- 
ficers after she became aware of it, 
and that she continued to entrust 
her affairs to a man whom she then 
knew to be unworthy of her trust. 

The Texas Court of Civil Appeals 
found for the depositor. It held that 
she was entitled to rely upon the 
vice-president’s explanation of the 
unauthorized withdrawal, and that 
good faith and due diligence did 
not require her, “a widow 85 years 
of age,” to notify the bank’s di- 
rectors or any or all of its officers 
as to what its statement disclosed 
or what its vice-president had told 
her in explanation of the statement. 
The bank was charged with notice 
of what its own records disclosed, 
the court said, and, by placing the 
vice-president in control of the 
bank’s operations, its directors held 
him out to the public as being 
worthy of trust and confidence. The 
depositor had a right to rely upon 
the truth of representations made 
by “the agent and vice-principal of 
the bank,” and her rights against 
the bank should not be prejudiced 

(CONTINUED ON PAGE 96) 
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New Improved 


LABOR 


Are you concerned with labor relations law? 
Wage-hour problems? Or any other angle of the 
law regulating employer-employee-union rela- 
tions? Whatever it is, you'll find it covered — fully, 
accurately, helpfully — in CCH’s vigilant LABOR 
LAW REPORTS. For, informative weekly issues en- 
compass the whole workaday world of statutes, reg- 
ulations, rulings, court and administrative decisions, 
forms, instructions, and the like, in connection with 
the important federal and state regulation of labor 
relations and wage-hour problems. 


Included are detailed explanations of emerging 
developments under the Taft-Hartley Act, National 


LAW REPORTS 


Labor Relations Act, Fair Labor Standards Act, 
Railway Labor Act, veterans’ reemployment rights 
statutes, anti-discrimination laws, government con- 
tracts law relating to labor, anti-injunction laws, 
and state labor relations and wage-hour laws, 
among others. 


Thus, subscribers for CCH’s LABOR LAW RE- 
PORTS are always in step with the labor law pa- 
rade, always have the latest pertinent details con- 
cerning events of interest or significance in the im- 
portant and highly technical field of labor-and- 
the-law. Current subscription plan includes 6 en- 
cyclopedic Compilation Volumes. 


Write for Complete Details 
MMERCE. CLEARING, HOUSE,.INC.. 


PUBLISHERS of TOPICAL LAW REPORTS 


NEW YORK 36 
522 FIFTH AVE, 


CCH TOPACAL 


June 1955 


CHICAGO 1 
214 N. MICHIGAN AVE, 


WASHINGTON 4 
1329 E STREET, N. W. 


LAW REPORTS 
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Another reason why Hammermill Bond prints better, 
types better, looks better 


OU buy colored office papers for 

their colors. What else? But how 
long will they keep their colors? At 
Hammermill we don’t wait for you to 
find out. 


We make time go faster to tell you 
in advance. Paper samples tinted with 
every new dye we consider are put into 
a fadeometer, along with paper samples 
containing dyes currently used. This 
instrument gives the dyes an acceler- 
ated time test—under a beam of light 
with five times the intensity of the noon 
sun on a clear day in June at Chicago. 
Unless the new dye 
meets Hammermill 
Bond fade-resist- 
ance standards, it 
never gets into 
Hammermill Bond. 


We test dyes just 
as carefully for 


We make time 
go faster to make 
Hammermill colors 
live longer 


white Hammermill Bond as we do for 
the 12 colors. It takes a blend of the 
right shades of blue to create the 
Hammermill Bond blue-whiteness that 
helps your letterheads look their best. 


As a result, Hammermill Bond is fade- 
resistant in all normal office use. This 
is just one of many quality controls that 
make sure Hammermill Bond (1) prints 
better—ask your printer, (2) types bet- 
ter—ask your secretary, (3) looks better 
—see for yourself! 


You can obtain business printing on 
Hammermill papers 
wherever 
you see 
the Guild 
shield on 
printer’s 
window. Hammermill 
Paper Company, 
East Lake Road, 
Erie 6, Pennsylvania. 


costs no more 


—and actually less than many other watermarked papers 


(CONTINUED FROM PAGE 94) 


on account of any fraudulent scheme 
contrived by him, the court con- 
cluded. 

Another aspect of the case is in- 
teresting. The bank also claimed 
that the depositor’s suit was barred 
by the A.B.A.-recommended Pay- 
ment of Forged or Raised Check 
Statute which, as enacted in Texas, 
provides that a depositor wishing 
to dispute any charge to his account 
on the ground that it was unauthor- 
ized, must do so within one year 
from the time the item was charged. 
The court held the statute inap- 
plicable, on the ground that the 
legislature intended it to bar after 
one year only causes of action 
founded upon “infirmities in can- 
celled items which are discoverable 
upon examination.” In the instant 
case, the court held, the infirmities 
in the item concerned were not dis- 
coverable upon an examination of 
the bank’s statement to the de- 
positor. 

Furthermore, said the court, al- 
though the vice-president was not 
authorized in the first instance to 
draw a check against the depositor’s 
account, the basis of her suit did 
not rest upon that fact. Rather, it 
was founded upon the fact that he 
had misrepresented the purpose for 
which the check had been drawn, 
and the use which had been made 
of the funds derived from it. City 
National Bank v. Strickland, 273 
S.W.2d 667. 


SAVINGS ACCOUNT PASSBOOKS 


r. AYING out a savings account to 
the holder of the passbook can, 
under appropriate circumstances, 
cause as much difficulty as paying 
it out to one not in possession of 
the book. A decision of one of 
New York’s lower courts illustrates 
the point. 

Plaintiff, an elderly widower liv- 
ing alone, had some $7,000 in his 
savings account. As a precaution- 
ary measure, he changed the ac- 
count to stand in the joint names 
of himself and one Mary Smith, 
daughter by a former marriage of 
his deceased brother’s wife. It was 
not his idea to make a gift of the 
account, but merely to enable Mary 
to withdraw money for him, should 
he become ill or disabled. 

Mary had other ideas. She came 
to plaintiff’s house one day, took 
the bank book from his desk, “ran 
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through the front room,” and away | 


with the book. 


Plaintiff thereupon went to the | 


bank, told an employee what had 
happened, stated that he wished to 


stop payment on the account, and | 


was told that payment would be 


stopped and that a letter to that | 


effect would be sent to Mary. 
Despite all this, Mary subse- 


quently appeared at the bank with | 
the passbook and succeeded in with- 


drawing all of the money. 


Plaintiff then sued the bank for | 
the amount withdrawn and was | 
granted judgment in an action | 
founded upon money had and re- | 
ceived. The bank, said the court, | 
had failed to heed the “‘well-estab- | 
lished rule” that a bank cannot pay | 
a savings account solely in reliance | 


upon possession and presentation 


of the passbook, but must exercise | 
ordinary care and diligence to as- | 
certain that the person receiving | 
the money is entitled to it. Laurent | 


v. Williamsburgh Savings Bank, 137 


N.Y.S.2d 750. (N.Y. Sup. Ct., Spe- | 


cial Term, Kings Co.) 


BRIEF NOTES OF OTHER CASES 


Automobile Financing: Bank 
making loan to individual who 
was sole proprietor of auto sales 


agency on assignment of purported | 


contract of conditional sale of ve- 
hicle by agency to the individual 
was chargeable with notice that 
transaction amounted in law to a 


chattel mortgage and could not re- | 
cover vehicle from finance company | 
which had financed original pur- | 
chase of car by agency in valid | 
Canan- 


trust receipt transaction. 
caigua Nat. Bank & Trust Co. v. 


Commercial Credit Corp. (Sup. Ct., | 


App. Div.) 135 N.Y.S.2d 66. 
Embezzlement: Fraudulent pro- 
curement of endorsement of check 


with intent to enable one to em- | 


bezzle funds represented thereby 
does not constitute crime of em- 


bezzlement. State v. Pietranton (W. | 
Va. Sup. Ct. App.) 84 S.E.2d 774. | 


Wrongful payment: Plaintiff may | 


recover from bank money deposited 


in his name and thereafter paid out | 
to guardian of woman from whom | 


he had received it, even though she 


was his wife at time of suit, and | 
had received entire benefit of money | 
withdrawn. Fischer v. Morris Plan | 
Company (Mo., K.C. Ct. App.) 275 | 


S.W.2d 393. 
JOHN RENE VINCENS 
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American Credit Insurance 
AND 


The Case of the 
Banker’s Benefit 


| HIS is an example of how American Credit Insurance can be a deci- 
sive factor in securing commercial loans. Whether your own business 
is large or small, the principle is a valuable one to keep in mind. 


The policyholder, a cabinet manufacturer doing a gross business of 
some three million dollars a year, was offered an extremely attractive con- 
tract by a television concern of many times its own size. Only one hitch 
seemed to exist: a need for additional working capital at the outset, to 
finance substantial purchases of materials and a fairly large tooling-up 
operation. At the same time, the policyholder was anxious to have its new 
account included in the coverage afforded by the existing policy, and 
routine inquiry went forward to American Credit in this matter. 


Discussion brought out the financial aspect of the entire contemplated 
setup, and the suggestion was made that the insured accounts receivable of 
the policyholder be used as collateral for a bank loan. Would a bank 
advance funds on this basis? 


A bank would and did—and the policyholder proceeded to close the 
deal. The new account was afforded coverage up to 150 thousand dollars, 
and a collateral benefit rider was attached to the policy, under which the 
lending bank was given equal assurance with the policyholder of the pay- 
ment of all the accounts covered. The operation moved forward, and all 
went smoothly, until... 


With an outstanding of more than 110 thousand dollars for actually 
delivered cabinets, the account became past due. The many-times-larger 
television concern proved less sound than the cabinet manufacturer serving 
it. After failure to collect, suit had to be entered, but—neither the cabinet 
company nor the lending bank had any primary part to play in this act of 
the drama. 


Under the terms of the policy, the bank immediately received a loss 
payment of more than 85 thousand dollars—and the policyholder suffered 
no loss of credit standing, no diminution of working capital, no alteration 
of the terms of the loan. 


Have you considered the possibility of using insured accounts receiv- 
able as collateral in your own financing operations? For your copy of a new 
booklet: ‘‘Credit Insurance, Its History and Functions,” write Department 45, 
First National Bank Building, Baltimore 2, Maryland. 


American Credit 
Indemnity Company 


of New York 
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8 Primary Responsibilities of the Banker to Public Are 


Cited by President H. J. Livingston in New Jersey Talk | 


“In the complex, changing world 
of business today, our responsibili- 
ties as American bankers are tre- 


mendously enlarged,” Homer J. | 
Livingston, president of the Ameri- | 
can Bankers Association, said in an | 
address before the New Jersey | 


Bankers Association. 


“Let me, therefore, set forth in 
specific and practical terms what, in | 
my judgment, are eight primary re- | 
sponsibilities of the banker which | 
must be discharged if he is to bring | 


competent leadership to his bank,” 
said Mr. Livingston, who is president 


of The First National Bank of | 


Chicago: 

(1) Since one of our primary obli- 
gations is to provide adequate and con- 
tinuous credit to business, agriculture, 
and individuals in our communities, a 
banker obviously needs to be a compe- 
tent lending officer. 

(2) With approximately 45 per cent 
of the assets of our banks invested in 
bonds, the administration of a bank’s 
bond portfolio is a responsibility of 
significant proportions. The efficient 
management of a bond portfolio re- 
quires unusual skill and knowledge. 

(3) The ability or inability of a bank 
to absorb losses of any kind is limited 
by the size of its capital, surplus, and 
reserve accounts. The current and 
growing interest in the relative size of 
a bank’s capital accounts is a result of 
the extraordinary growth in deposits, 
loans, and investments such as most of 
us have experienced. 


Strong Capital Accounts 


One of our responsibilities, therefore, 
is to strengthen our capital accounts in 
order to be able to absorb losses during 
periods of stress, but perhaps even 
more important to be able to provide 
credit in adequate amounts when it is 
needed most. Equally important, bank- 
ers need to build their capital accounts 
to take care of the expanded credit 
needs of their customers because of the 
growth of the economy. A bank in a 
growing community with growing busi- 
nesses must have a growing capital 
structure if it is to meet the increasing 
credit requirements of its customers 
and the community. 

(4) Banking history clearly shows 
the need for strict audit control and 
supervision of all the activities of 
banks. This means that good account- 
ing and efficient supervision are im- 
perative. 

(5) One of the most pressing prob- 
lems of bank management today is the 
matter of executive training or suc- 
cessor management. In a survey which 
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Homer J. Livingston 


| I recently made of 46 state and national | 


bank supervisory agencies, over 94 per 
cent of these agencies reported that 
one of the most glaring weaknesses of 
bank management today is the problem 
of successor management. 

(6) The banker has the responsibil- 
ity of understanding fully our economic 
and social system of private property 
and free markets. He must pay some- 
thing more than lip service to a free 
enterprise system. He must  under- 
stand precisely how it works. Bankers 
are in a special sense the trustees of 
the free enterprise system. 

(7) The leadership expected of re- 
sponsible bank management also re- 
quires a thorough knowledge of 
monetary and fiscal policies and debt 
management. We should have a pains- 
takingly exact understanding of these 
subjects and their relationship to the 
entire banking system of nearly 15,000 
banks. 

(8) We should have an intelligent 
understanding of international bank- 
ing, financial, and economic problems. 
Whether we like it or not, the fiscal and 
economic policies of the major nations 
of the world have a direct impact upon 
our banks and our economy. 


Social Responsibility 


“Finally, I feel very deeply about 
the great economic and social impli- 
cations of banking. The activities 
that we finance—production, distri- 
bution, consumption—touch the na- 
tion’s life vitally at every point. We 
need constantly to remind ourselves 
that wise and worthy administration 
of a great business is, in itself, not 


only a social service, but also a | 


challenging social responsibility.” 


Underwriters Are Offered 
Program to Halt Current 
Bank Crime Wave in U.S. 


_A. W. Jackson, Diebold V.P., 
_ Is Speaker at Surety Meeting 
a program designed to halt the 


| current crime wave against banks 


was offered the Surety Underwriters 


| Assn. of the City of New York last 
| month by A. W. Jackson, vice-presi- 


dent of Diebold, Inc., Canton, O., 
manufacturer of safes and bank pro- 


| tection equipment. 


Speaking at the monthly luncheon 


| meeting of the surety underwriters 


association at the Lawyers Club, 
Mr. Jackson said that the program 
entailed insistence by the under- 
writers on a security program by 
| banks with full weight on proper 
| security measures exercised by bank 
| personnel; coordination of that pro- 
| gram with municipal, county, state, 
and federal law enforcement agen- 
cies, and proper use of protective 
equipment to stop or frustrate hold- 
ups or to minimize their effects. 


Remove Attractions 
Asserting that crimes against 


banks can be stopped effectively by 
removing the main attraction for 
robbers through the proper use of 
protection equipment and placing 
more of the “ready cash” under de- 
layed time lock protection, Mr. Jack- 
son also stressed that the program’s 
effectiveness rested greatly on a 
practical degree of coordination 
among banks, law enforcement agen- 
cies, insurance underwriters, and 
bank equipment manufacturers. 
Noting that the underwriters’ as- 
sociation represents most of the 
surety companies carrying the bur- 
den of indemnifying holdup losses 
suffered by banks, Mr. Jackson said 
that crimes against banks have risen 
to what J. Edgar Hoover, FBI di- 
rector, termed “feverish propor- 
tions.” “In the first quarter of this 
year alone,” he continued, “New 
York City has had an alarming 
flurry of bank holdups, including the 
recent record robbery at a branch 
| bank in Queens.” 
The discussions brought out the 
(CONTINUED ON PAGE 100) 
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F. F. Florence Calls Bank 
Attention to Hoover Report 
on Government Lending 


Can't Afford to Overlook or 
Ignore This Study of Gov't Loans 


“For some time, bankers have 
been concerned over Government 
lending agencies, and their en- 
croachment into private banking,” 
said Fred F. Florence, vice-presi- 
dent of the American Bankers As- 
sociation, in an address to the Del- 
aware Bankers Association. ‘Most 
of you have read about the report 
on lending agencies issued a few 
weeks ago by the Commission on 
Organization of the Executive 
Branch of the Government, other- 
wise known as the Hoover Com- 
mission,” Mr. Florence said. 

In a brief review of what is hap- 
pening in the field of Government 
lending, Mr. Florence added these 
comments: 

“The growth in Government 
credit for the purpose of making 
either direct or guaranteed or in- 
sured loans has been phenomenal 
in recent years. In 1945, the total 
was about $11-billion, fairly evenly 
divided between direct and guar- 
anteed or insured loans. It was 
equivalent to less than 8% of all 
private debt in the country. By 
mid-1954, according to the Federal 
budget document, the total rose to 
$56-billion, of which $15.5-billion 
was represented by direct Govern- 
ment loans and investments, and 
the remaining $40.5-billion by guar- 
anties. The total increased to 18% 
of the outstanding private debt. In 
other words, out of every dollar 
owed by private business and in- 


Fred F. Florence 


June 1955 


Increased Lending Authority 
Sought for National Banks 


Lending powers which would 
enable national banks to com- 
pete more favorably with other 
lending institutions in making 
conventional (nonguaranteed) 
real estate mortgage loans were 
asked by the A.B.A. in testi- 
mony given before the Banking 
Subcommittee of the Senate 
Banking and Currency Commit- 
tee. Details of testimony given 
by the Association spokesman, 
John A. Reilly, president, Sec- 
ond National Bank of Washing- 
ton, and chairman, Real Estate 
Mortgages Committee of the 
Savings and Mortgage Division, 
may be found in WASHING- 
TON, starting on page 38. 


dividuals in June 1954, 18 cents was 
either owed directly to the Treas- 
ury, or involved Government guar- 
anties or insurance. 


Budget Estimates 


“Nor is the end in sight. Budget 
estimates indicate that the total will 
increase to $62.3-billion by June 30, 
1955, and to $67.7-billion a year 
later. The projected increase in 
this two-year period will thus be 
close to $12-billion, or in excess of 
the total amount outstanding in 
1945. 

“Therefore, it is no wonder that 
the recent report on lending 
agencies issued by the Hoover Com- 
mission has created such wide- 
spread interest and has stirred such 
controversy. We are dealing here 
with a governmental operation of 
tremendous political, social, and 
economic import; and because it 
goes to the heart of the banking 
business, it deserves the study and 
appraisal of every banker who ex- 
pects to continue to do a bank lend- 
ing job. 

“... regardless of prejudices and 
interests—selfish or otherwise—we 
must admit that an appraisal of 
the philosophy of Government lend- 
ing by over 100 bodies and its im- 
plications for the future of a com- 
petitive enterprise system was long 
overdue. In filling this need, the 
Commission has made a contribu- 
tion of considerable note. 


“The field of Government lending | 
is a good example of how, block by | 


block, a governmental structure can 


| David Lloyd, Jr., 
| ming National Bank, Wilkes-Barre, 


| 60 A.I.B. Chapters Compete 
| in Nat'l Publicity Contest 


Sixty chapters of the American 


| Institute of Banking have entered 


the 1955 National Publicity Exhibit, 
it was announced last month by 
of the Wyo- 


Penna., who is chairman of the 
A.I.B.’s National Publicity Commit- 
tee. The exhibit is held May 31- 


| June 2, in the McAllister Hotel in 


Miami, Fla., as part of the Insti- 
tute’s 53rd annual convention (May 
30-June 3). 

The Publicity Exhibit has been a 
feature of the A.I.B. convention 
every year since 1908, except during 
World War II. Since it was re- 
established in 1948, interest in it 
has grown until it is one of the most 
popular convention features. 

Scrapbooks containing newspaper 
clippings, programs, photographs, 
and similar promotion material for 
the 60 chapters are put on display 
and will be judged for appearance 
and content by three judges—an 


| outstanding banker, an advertising 


executive, and a newspaper man. 
They are Lois Tanner, president, 
Miami Advertising Club; E. G. 
Gearhart, Jr., assistant vice-presi- 
dent, First National Bank of Miami; 
and William A. Townes, night man- 
aging editor, The Miami Herald. 

For purposes of the contest, chap- 
ters are placed in one of three size 
groups: those with membership of 
751 or more; those with member- 
ship of 251 to 750; and those with 
membership of 250 or less. Three 
awards are usually made in each 
division. 


be erected without regard to the 
relationship of one block to another, 
and without taking into account the 
significance of the structure in the 
whole economic landscape. 

Partly because of limited time, and 
partly because the subject is con- 


troversial, it is not my purpose 
either to defend or criticize the re- 
port, either in whole or in part. 
However, I do commend it to your 
attention since it embraces a sub- 
ject that goes to the very heart of 
the banking business. We cannot 
afford to overlook or ignore such 
important contributions to the liter- 
ature in the field of Government 
lending and banking.” 
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12 District Speech Winners 
To Compete in Semifinals; 
Top Entries in AIB Finals 


A. P. Giannini Endowment Prizes 
Are Speaking Contestant Goal 


The names of the 12 members of 
the American Institute of Banking 
who are competing in the semifinal 
contests of the Institute’s 1954-55 
public speaking program were an- 
nounced early in May by Alex E. 
Lindholm of The Fulton National 
Bank, Atlanta, Ga., who is chair- 
man of the A.I.B.’s National Public 
Speaking Committee. 

The 12 young bankers are the 
district contest winners and are 
competing in two semifinal elimina- 
tions in Miami, on Sunday, May 29, 
the day before the Institute’s 53rd 
annual convention opens in that 
city. The three high-ranking con- 
testants in each semifinal contest 
are competing again on Monday 
evening, May 30, in the finals—the 
National Public Speaking Contest 
for the A.P. Giannini Educational 
Endowment prizes ranging from 
$500 to $100 for three top con- 
tenders. 

The 12 contestants are: 

Francis A. McQuaid, Union Sav- 
ings Bank, Norwood, Mass.; Harriet 
V. Schwing, Fidelity. Union Trust 
Company, Irvington, N. J.; Richard 
T. Hughes; Liberty Real Estate 
Bank & Trust Company, Philadel- 
phia; W. R. S. Curtis, Petersburg 
Savings & American Trust Com- 
pany, Petersburg, Va.; William M. 
Dorr II, Union Planters National 
Bank, Memphis, Tenn.; Virgil E. 
Downing, Jr., Central State Bank, 
Oklahoma City, Okla.; Donald M. 


Small Business Hearings 


Arthur F. Maxwell, presi- 
dent, First National Bank, Bid- 
deford, Maine, contended that 
the nation’s banks are meeting 
the credit needs of small busi- 
ness during hearings last month 
before the Senate Banking and 
Currency Committee’s Small 
Business Subcommittee. Mr. 
Maxwell represented the Amer- 
ican Bankers Association in his 
testimony on seven pending 
bills. See WASHINGTON for 
details of his testimony. 


McMahon, Security-First National 


O.R. Mennenga Elected Vice- | 
Pres., State Ass'n Section 


The Executive Committee of the | 
State Association Section of the 
American Bankers Association, at 
its spring meeting on April 17, 
elected Oscar R. Mennenga, execu- | 
tive manager of the California | 
Bankers Association, San Fran- | 
cisco, as vice-president of the Sec- | 
tion. He will serve out the unex- | 
pired term of Arthur L. Ganson, | 
who recently retired as executive | 
secretary of the Washington | 
Bankers Association to accept a 
position with The Bank of Califor- | 
nia, Seattle. | 

Mr. Mennenga has been with | 
the California Bankers Association 
since 1946. His election by the | 
Executive Committee was unani- | 
mously approved by the members 
of the State Association Section. 


Bank, Pasadena, Calif.; Byron G. | 
Framsted, Bank of America N.T. | 
& S.A., Lower Lake, Calif.; Irving | 
Friese, National Bank of Washing- | 
ton, Tacoma; Dee F. White, First 
National Bank of Independence, In- 
dependence, Mo.; Frank Hilkin, City 
National Bank & Trust Company, | 
Chicago; and Katherine Bruning, 
Federal Reserve Bank of Cleveland. | 


National Bank Hearings 

Gibbs Lyons, president, First- 
Stamford (Conn.) National 
Bank and Trust Co., and vice- 
president of the A.B.A.’s Na- 
tional Bank Division, supported 
three bills to modernize certain 
laws applying to national banks 
at hearings last month before 
the Banking Subcommittee of 
the Senate Banking and Cur- 
rency Committee. See WASH- 
INGTON for full details on Mr. 
Lyons’ testimony. 


Bank Crime Wave 


(CONTINUED FROM PAGE 98) 


fact that as far back as the early 
Thirties modern safety devices 
stopped the rising tide of bank hold- 
ups in Oklahoma, where banks suf- 
fered from 45 to 58 daylight rob- 
beries annually. 

Prior to World War I bank bur- 
glary attacks, which greatly out- 
numbered the daylight holdup rob- 
beries, diminished with the aid of 
modern safe, vault, and alarm equip- 
ment. For a long period of years, 
however, daylight bandit attacks 


| have exceeded night burglaries at 


least three to one. 


A. S. G. Hoar, director of operations, Europe, Africa, and Australasia, Interna- 
tional Bank for Reconstruction and Development, Washington, was the guest 
speaker at the banquet during the joint New England-Middle Atlantic regional 
conference of the National Association of Bank Women in New York. Seated, 
at left, Gertrude Sundlie, assistant manager, Park Square Office, The National 
Shawmut Bank of Boston and New England regional vice-president of the NABW; 
right, Mabel F. Thompson, assistant secretary, Union Dime Savings Bank, New 
York City and Middle Atlantic RVP of NABW. Mr. Hoar spoke on “The World 


Bank and the Private Investor” 
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News for Instalment Credit Men 


Items and Comment from Our Instalment Credit Commission and Other Sources 


Intrafax Speeds Credit 


First Nationa. BaNx in Dallas is 
pioneering a new service to speed 
credit information to leading auto- 
mobile dealers, President Ben H. 
Wooten has announced. 

Western Union, which provides 
the facsimile machines used in the 
new operation, says the service is 
the first of its kind to be used in 
banking. ‘ 

The service eliminates the»need 
for a trip to the bank by either the 
automobile dealer or his custemevr. 
This is the way it works: 

The prospective car buyer fills out 
a credit statement at the dealer’s 
office. The statement is put on a 
typewriter-sized transmitter and al- 
most immediately is reproduced in 
full by a photographic process on a 
receiving machine in the bank’s in- 
stalment finance department. 

Within minutes, sometimes sec- 
onds, the bank will transmit its re- 
ply to the dealer. 

Western Unior calls its process 
Intrafax. An electric eye in the 
transmitter flashes an exact image 
to a distant receiving machine. No 
photographic, chemical, or drying 
preparation is required at either the 
sending or receiving end. A dry, 
electro - sensitive recording paper 
permits immediate use of the mate- 
rial upon receipt. 


Two Manuals Soon 


Tue A.B.A. Instalment Credit Com- 
mission has in preparation two 
manuals: Farm Equipment Financ- 
ing by Commercial Banks and In- 
surance Tools for Bank Instalment 
Credit. 

Publication dates have not yet 
been determined, but the first- 
named, prepared in cooperation with 
the A.B.A. Agricultural Commis- 
sion, is in the “first-draft-now-com- 
pleted” stage. 


Credits—from All Angles 


Fwe nationally known credit 
bankers will address the credits 
conference at the A.I.B.’s annual 
convention in Miami Beach. The 
conference will be held on Monday, 
May 30, 2 to 4 P.M., in the Bayview 
Room of the McAllister Hotel. Jo- 
seph F. Cornelius, executive vice- 
president of the Marine Bank and 
Trust Company, Tampa, will pre- 
side. | 

W. G. F. Price, vice-president of 
the Chase Manhattan Bank, New 
York, will speak on Safeguarding 
Loans—Before and After They Are 
Made. N.S. Rogers, assistant to the 
president of Deposit Guaranty Bank 
and Trust Company, Jackson, Miss., 
discusses The Credit Department— 
Its Operation and Importance. Mort- 


June 1955 


“No, Benson, I’m 
afraid we’d better 
transfer this fel- 
low to some other 
department” 


Metropolitan Bank of Miami, to in- 

augurate the opening of its instalment 

loan department, invited guesses as to 

the amount of monthly payments on 

this new car in the lobby. The prize, a 
U. S. Savings Bond 


gage and Construction Loans will 
be the special province of Charles 
B. Rich, vice-president, Wachovia 
Bank and Trust Company, Char- 
lotte, N. C. Keith G. Cone, vice- 
president of LaSalle National Bank, 
Chicago, will explore Loans to Small 
Business and Consumer Credit 
Loans. Frank E. Jerome, president, 
Seattle-First National Bank, winds 
up the program with Depth of Com- 
mercial Loan Management. 


Credit Ads Streamlined 


T wo new instalment credit folders 
have been designed by the A.B.A. 
Advertising Department for inclo- 
sure with statements. They were 
designed in answer to requests for 
narrower, streamlined enclosures. 

One folder, in red and black, bears 
this message on its cover: “Yes you 
can get a personal loan here.” The 
other, in yellow and brown, relates 
that “Indeed we do make low-cost 
auto loans.” 


Of Teeth and Travel 


Tue Southern Banker, in describ- 
ing the dental plan and travel plan 
of The Citizens & Southern National 
Bank of Atlanta, headlined the ar- 
ticle Dentures and Adventures—On 
Credit. 
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News on Savings 


A.B.A. Has 12 Special Series of Thrift Ads 


Tue American people are increas- 
ingly thrift - conscious —and here 
are the figures to prove it: 

On December 31, 1945, 49,455,- 
000* people had a total of $45.5- 
billion in savings funds on deposit 
with commercial and savings banks. 
Aggregate deposits on that date in 
banks, postal savings, S&L shares, 
Savings Bonds, and life insurance 


“Hf | only had 
the cash!” 


You CAN hove it! You can buy 

- @ Savings Account on the 
installment plan and have ready 
cash as easily as you can other 
things you need and want ... on 
the installment plan. It's as simple 
as thot! Pay a little down and a 
little at regulor intervals. 


BUY FUTURE SECURITY ON THE 
INSTALLMENT PLAN 


IN A SAVINGS ACCOUNT HERE 


A familiar idea is applied to thrift—In- 
stalment Savings—in this 13-ad series 


(1-SP) 


reserves added up to $142.6-billion. 

Whereas on December 31, 1954, 
69,500,000* savers had a total of 
$73.3-billion on deposit with banks. 


*Estimated. 


This thrift series has 18 mats (2-SA) 


CASH IN 
THE BANK 


You can do a lot of things with cash. 
You can buy to better advantage . . . 
meet emergencies quickly . . . and make 
the most of opportunities. Your cash in 
the bank is safeguarded at all times, yet 
it is close at hand when you need it. Open 
an account and bank here regularly. 


If you are earning more, you should be 
saving more. Just make up your mind 
to do it. Deposit your savings first. Then 
get by on what's left by cutting corners, 
buying with care, doing without. Others 
do. You can too. Try it, and you'll see. 


‘Lhe “Save At This Bank” slogan is in- 
serted in a broken rule at the bottom 
of the 10 ads in this group (1-SA) 


Aggregate savings in the five afore- 
mentioned classifications were 
$232.2-billion. (This, of course, does 
not include savings invested directly 
during this 10-year period by cor- 
porations and individuals in their 
own operations, loans to others, and 
the stock market.) 

Homer J. Livingston, president of 
the American Bankers Association, 
recently emphasized the important 
role of savings in the U. S. economy 
in this statement: 

“Savings and mortgage financing 
are two of the foundation stones 


The value of regular savings is empha- 


sized in this 18-ad group (3-SA) 


but 10,587 tiny dots, put 
together, make this “half- 
tone” picture of a dog 


but many dollars, deposited 
regularly at this bank, can help 
you build security, and have 
the other good things you want. 


upon which an economic society of 
individual initiative and private en- 
terprise rests. . . . The story of the 
phenomenal advance in our living 
standards from the era of tallow 
candles and horsedrawn carriages 
to the day of fluorescent lights and 
jet airliners reflect in a large mea- 
sure the productive use of savings.” 

While the banks still lead in the 


Hurry to the bank and open your account 
while your determination to save is a strong 
urge. Getting started is half the battle. 


SAVE REGULARLY WITH US AND GET AHEAD 


Twenty-four ways to save and get ahead 
are pointed up in this “save regularly” 


series (4-SA) 


volume of savings dollars on de- 
posit, a more vigorous campaign of 
thoughtfully planned advertising 


Personal and patriotic motives are 
woven into this 24-ad group (5-SA) 
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START NOW... BANK SOMETHING 
EVERY PAY DAY...REAP THE BENEFITS. 


A “Savings Does It” series of 12 ads 
(6-SA) shows practical examples of 
savings motivation 


by individual banks in their local 
communities is essential to hold the 
top position in the savings field. 

To simplify advertising planning 
on the part of individual banks, the 
Advertising Department of the 
A.B.A. has developed and is currently 
offering 12 special series of news- 
paper advertising mats—with a total 
of 157 individual ads—featuring the 
bank as the place to save. In ad- 
dition, it has 14 direct mail pieces 
emphasizing the advantages of sav- 
ing at a bank. One sample is used 
on this and the previous page of 
11 of the advertising series. The 
twelfth series was featured on the 
cover of April BANKING and in a 
news story appearing on page 138 
of that issue. 

Sample direct mail folders will be 
reproduced in a subsequent issue of 
BANKING. 


Little-by-little savings mount when de- 
posits are made systematically is the 
theme of this 12-ad series (11-SA) 


IT'S BRICK BY BRICK thet « 


house is built—and it’s usually 
dollar by dollar that a substan- 
tial bank balance is built. Save 
even a little at a time steadily— 
and watch your plans take shape! 


START THIS WEEK—OPEN A SAVINGS 
ACCOUNT WITH US 


June 1955 


Vacation Clubs 


Vacation club checks totaling $1,- 
601,498 were mailed last month by 
the Western Saving Fund Society 
to 13,499 members. 

“Not only is this the biggest va- 
cation club payment in Western 
Saving Fund’s history,” said Presi- 
dent P. Blair Lee, “‘it'is the largest 
in Pennsylvania thiss year, and it 
represents an increase of nearly 
20% over our 1954 vacation club.” 


Vacation-bound Philadelphians re- 
ceived checks from The Philadelphia 
Saving Fund Society during May 
amounting to $1,226,334. These went 
to 11,467 persons who joined the 
PSFS vacation club last year. 

The total value of the checks be- 
ing mailed this year is 60% greater 
than last year, while the member- 
ship increased by 54%. 

Similar in operation to the pop- 
ular Christmas Club, the PSFS Va- 
cation Club is available in five 
classes: $1, $2, $3, $5, and $10. 
Payments are made for 50 weeks. 


Time Deposits Mark Time 


Time deposits in commercial and 
mutual savings’ banks showed a 
slight slackening in the rate of 
growth between December 31, 1954 
and February 28, 1955 by compari- 
son with the same period a year 
earlier. On December 31, commer- 
cial banks had deposits amounting 
to $47-billion, while on February 28 
their deposits totaled $47.3-billion. 
On December 31, mutual savings 
banks had deposits totaling $26.3- 
billion, while on February 28 their 


Hobby savings accounts are suggested 
in this 12-ad group (12-SA) 


WHAT'S Your HOBBY? 
Jim has been in love with the Great Outdoors 
since he was a boy. The best restaurant couldn’t 
serve a breakfast to compare with Jim's, spiced 
with pine needles and brisk mountain air. It’s a 
wonderful hobby, but it does cost money. So Jim 
started a hobby account with us; has added to it 
regularly for some time ; and now hegoes when he 


pleases. Maybe a savings account is all you need 
to enjoy your hobby. Come in and see us about it. 


“Well, it gives me a feeling of confidence to 
know I have some money handy when I need 
it. Meanwhile, the bank safeguards the dollars 
I save and pays me interest in the bargain!” 


ENJOY ALL THE BENEFITS OF A BANK ACCOUNT — 
DEPOSIT REGULARLY WITH US. 


A 6-ad sportsmen series (7-SA) featur- 
ing the slogan “Nothing Quite Like 
Money in the Bank” 


deposits added up to $26.6-billion. 

Total time deposits in banks on 
December 31 aggregated $73.3-bil- 
lion and on February 28 these same 
institutions had time deposits ag- 
gregating $73.9-billion. 


School Savings Forum 


Tue annual School Savings Forum 
conducted by the Savings Banks As- 
sociation of Massachusetts, was held 
at the Hotel Somerset, Boston, with 
nearly 150 savings bankers and 
school officials from all over the 
state in attendance. 

At an all-day meeting, delegates 
heard speakers express the view- 
points of the teacher, the banker, 
the parent, and the student on the 
educational and thrift value of 
school savings. 


Another 6-ad series (8-SA) emphasiz- 
ing the satisfaction that comes from 
saving at a bank 


There's nothing quite like 
money in the bank 


“Well, sooner or later everybody needs ready 
cash. It’s handy but safe when it’s in my sav- 
ings account. And having a growing account 
at the bank is one of the best ways to get a 
good credit rating—a mighty convenient 

ion when you need a loan.” 


ENJOY ALL THE BENEFITS OF A BANK ACCOUNT — 
DEPOSIT REGULARLY WITH US. 
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News for Mortgage Credit Men 


Items and Comment from Our Savings and Mortgage Division and Other Sources 


_ A.B.A. Views on FHA Status 


Tue Federal Housing Administra- 
tion should be separated from any 
governmental activities designed to 
provide socialized housing, and 
should be freed from political influ- 
ences, according to John A. Reilly, 
chairman of the Committee on Real 
Estate Mortgages of the Savings 
and Mortgage Division of the Amer- 
ican Bankers Association, in re- 
sponse to a proposal by the Housing 
and Home Finance Agency that the 
FHA be mutualized. 

Mr. Reilly, who is president of 
the Second National Bank, Wash- 
ington, D. C., in a letter to Albert 
M. Cole, administrator of the Hous- 
ing and Home Finance Agency, as- 
serted that “there is unanimous 
agreement that if there is to be a 
transition of the FHA from a Gov- 
ernment controlled to a private en- 
terprise, it should be gradual.” 

On March 23, representatives of 
the Association met with Mr. Cole 
and members of his staff in Wash- 
ington. In referring to this meeting, 
Mr. Reilly’s letter said in part: 

Since that time, the members of our 
Committee on Real Estate Mortgages 
have been wrestling with the questions 
which vou posed concerning the possible 
mutualization of the Federal Housing 
Administration. 

Although there is divergence of opin- 
ion with respect to some of the ques- 


tions you raised, there is unanimous 
agreement that if there is to be a 


New Housing Starts 


A COMPARISON of new perma- 
nent non-farm dwelling units 
started in the first four months 
of 1954 and 1955: 


1954 
January 66,400 


1955 


88,000 
February 75,200 90,000 
March 92,200 117,000 


April 108,000 127,000 


The seasonally adjusted an- 
nual rate for private starts in 
1955 is 1,309,000, according to 
the Commissioner of Labor 
Statistics, 
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Booth of the Indiana National Bank, Indianapolis, at the 30th annual In- 
dianapolis Home Show attracted many potential home mortgage customers 
and home improvement loan prospects. The highlight of the booth was one 
of the bank’s outdoor 24-sheet, billboards which occupied the entire left- 
hand side wall, as shown in the picture. The city map on the rear wall in- 
dicates the bank’s many branches. Much favorable comment was received 
on the booth and prospects are good for repeating the booth next year, 
according to Assistant Vice-president R. Kirby Whyte 


transition from a. Government con- 
trolled operation to a private enter- 
prise, it should be gradual. 

At the meeting of the Executive 
Council of the American Bankers As- 
sociation at White Sulphur Springs, 

Va., on April 18, the policies pre- 
viously recommended by the Commit- 
tee on Real Estate Mortgages were re- 
confirmed. These policies refer to the 
desirability of restoring FHA to an 
independent status as an insurance 
agency. Since the primary responsi- 
bility of FHA should be directed toward 
insuring sound home mortgage loans, 
the statement of A.B.A. policy reem- 
phasizes the importance of separating 
FHA from any governmental activities 
designed to provide socialized housing. 


Mr. Reilly urged that considera- 
tion be given the A.B.A. recommen- 
dations “before consideration is 
given to the mutualization of the 
FHA.” 

When the Executive Council of 
the A.B.A. reconfirmed the Asso- 
ciation’s recommendation that the 
FHA be restored to an independent 
status, the Council acted upon a 
series of recommendations on the 
subject made by the Committee on 
Real Estate Mortgages as long ago 
as 1942. In 1950, the Association 
agreed in part with the recommen- 
dations of the Hoover Commission 
which proposed the dissolution of 
the Housing and Home Finance 


Agency and the changing of the 
name of the Federal Housing Ad- 
ministration to the Federal Mort- 
gage Insurance Corp. 

In the 1950 resolution, the Com- 
mittee did not concur with the rec- 
ommendation of the Hoover Com- 
mission to transfer the FHA to the 
Federal Home Loan Bank System. 
“Most FHA loans are made and held 
by banks and insurance companies, 
not savings and loan associations,” 
the A.B.A. pointed out. “Instead of 
transferring the FHA to the Federal 
Home Loan Bank System, this Com- 


mittee recommends that the FHA | 


be transferred to independent status 
under the name of Federal Mortgage 
Insurance Corporation.” 


Construction Hits Record 


Ourays for new construction rose 
seasonally in April 1955 to a new 
high for the month of $3.2-billion 
and reached a record total of $11.6- 
billion for the first four months of 


the year, according to estimates | 
prepared jointly by the Departments | 


of Commerce and Labor. During 
April, construction expenditures, 


after allowing for seasonal changes, | 


rose to the unprecedented annual 
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rate of nearly $41 2/3-billion. This 
compares with actual outlays of 
$37.2-billion in 1954. 

Comparing the record volume for 
January-April 1955 with that for 
the first four months of 1954, private 
expenditures ($8.6-billion) were 
21% higher, but public outlays 
($3.0-billion) were 3% lower. In- 
creased spending by state and local 
governments was not great enough 
to offset decreased spending by the 
U. S. Government. 


Call for Caution 


A CALL for caution in the home 
mortgage field was made by Dr. 
Raymond Rodgers before 275 
bankers attending a two-day lend- 
ing conference of the Pennsylvania 
Bankers Association at the Hotel 
William Penn in Pittsburgh. 

In spite of a 1955 Federal Reserve 
survey showing that there are 50% 
more families planning to buy a 
home in. 1955 than there were in 
1954, Dr. Rodgers, professor of 
banking in the New York Univer- 
sity Graduate School of Business 
Administration, said: “The present 
hectic pace in housing construction 
cannot continue much longer.” 

Dr. Rodgers pointed out that, 
“Housing construction has outrun 
household formation for several 
vears. However, the unprecedented 
population increase since 1940 has 
tended to obscure the dangers in 
this situation. This population in- 
crease all came in the younger years 
because of the higher birth rate, and 
the older years because of longer 
life expectancy. 

“Contrary to the impression of 
many people, in the 15 to 30 age 
group there has been no increase at 
all,” he continued. “Instead, there 
has been an actual decrease. And 
this is the basic group from which 
home buyers come.”’ 

Dr. Rodgers said that the sharp 
increase in family income was a 
major cause for the strong real 
estate market. ‘‘However.” he said, 
“it must be remembered that a mar- 
ket based on ‘upgrading’ is more 
vulnerable than one based on mar- 
riages and kids.” 

He said that “monthly expendi- 
tures for home building, altera- 
tions, and repairs passed the billion 
dollar mark in April 1954, and have 
been in excess of a billion every 
month since.” Dr. Rodgers stated 
that many banks might consider in- 
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Preservation—With Profit 


Aswer from helping our banks by 
extending loans, it is also generally 
agreed that serving the public in 
a satisfactory manner will also help 
to preserve our great system of pri- 
vate banking. 
—Edwin H. Keep 

Executive Vice-President 

First National Bank 

Meadville, Pa. 


creasing their mortgage holdings, so 
long as they were carefully made in 
keeping with “well-established lend- 
ing principles.” He suggested such 
activity especially for those banks 
with a high percentage of savings 
deposits. 


GI Farm House Loan Bill 


Tue House Committee on Veterans 
Affairs has reported favorably H.R. 
5106, a bill to amend the Service- 
men’s Readjustment Act of 1944, 
authorizing loans for farm housing 
to be guaranteed or insured under 
the same terms and conditions as 
apply to residential housing. 


Nonfarm Foreclosure Report 


A urnoucn there has been a steady 
rise in foreclosure actions during 
the past two years, the current level 
is still low, especially when con- 
sidered in the light of the building 
boom and the unprecedenttd level 
of home financing activity during 
the past five years, according to the 
Home Loan Bank Board. 
Estimated’ nonfarm foreclosure 
actions for the year, the Board re- 
ports, totaled 26,211, or 22% above 
1953 and more than double the num- 
ber in 1948. For purposes of com- 
parison, the following table gives 
the average number of nonfarm 
mortgage foreclosures per year for 
selected periods since the mid-1920s. 


1926-1929 102,000 
1930-1934 215,000 
1940-1944 43,709 
1945-1949 12,881 
1950-1954 21,099 


There were 6,484 foreclosure ac- 
tions during the last quarter of 
1954, a decline of 3% from the third 
quarter, but 16% ahead of the same 
period in 1953. 


FHA-VA Closing Cost Rules 


Precautionary measures were re- 
centiy taken by the Federal Housing 
Administration and Veterans Ad- 
ministration which, although they 
will result in a slight tightening of 
mortgage credit, are expected to 
have little effect on the housing 
market. 

The FHA recently announced that 
it now requires that all borrowers 
in FHA mortgage insurance trans- - 
actions pay their own loan closing 
fees, except those under Section 
203(b) and 221. The FHA stated 
that “even though closing costs are 
included in the sales price, the es- 
timated costs will be required to be 
paid by the borrower as equity in- 
vestment, in addition to the pay- 
ment of an amount required to cover 
the difference between an insurable 
mortgage and the sales price of the 
property.” 

The Veterans Administration also 
ruled that closing costs are not to be 
included in VA guaranteed or in- 
sured loans. The new regulations 
will not apply to units for which 
the VA already has issued certifi- 
cates of reasonable value. 

The VA has also ordered its re- 
gional loan offices to refuse advance 
GI mortgage commitments to build- 
ing contractors except where the 
sale of new homes appear assured. 

The VA has outlawed GI home 
mortgages which require no down- 
payments or closing fees from the 
purchaser. In announcing this pol- 
icy, Thomas J. Sweeney, assistant 
deputy administrator for VA loan 
guaranties, said the VA is keeping 
close watch on the housing situation 
and is ready to deny advance financ- 
ing commitments to builders in areas 
where the housing supply and de- 
mand cancel out. He said the Vet- 
erans Administration’s policy is to 
finance no housing unless a probable 
market is in sight. 


Mortgage Recordings 


Tue volume of home mortgage fi- 
nancing aggregated $1,958,000,000 
during February (the latest month 
for which figures are available), or 
37% above February 1954, accord- 
ing to the Home Loan Bank Board. 
All types of lending institutions 
participated, with rises of at least 
33%, while individual lenders re- 
(CONTINUED ON PAGE 109) 
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News for Trustmen 


ltems and Comment from Our Trust Division and Other Sources 


C&S Shares Profits 


Tue Citizens and Southern Na- 
tional Bank employees, more than 
1,000 in all in Georgia and South 
Carolina, have built up retirement 
nest eggs totaling $3.5-million. This 
is separate from the bank’s pen- 
sion fund. The profit-sharing plan, 
now 15 years old, is designed to 
give the employees a partnership in 
the profits, over and above their 
salaries. 

During 1954, officers and em- 
ployees put $144,000 of their sal- 
aries into the fund. Bank contribu- 
tions amounted to $773,000 —or 
more than $5 for every $1 of em- 
ployee funds. 

Since the fund was established in 
1940, some 1,800 bank employees 
and officers who have retired or 
left bank employment have received 
$1.4-million. Of the $3.5-million 
still in the fund, $1.5-million was 
held in cash and Government or cor- 
porate bonds during 1954; $500,000 
in preferred stocks; $1.5-million in 
common stocks. 


Hold Tax Planning Forum 


Tue trust department of the First- 
City Bank and Trust Co., Hopkins- 
ville, Ky., recently held a class in 
estate tax planning for local attor- 


neys and accountants. A _ lecture 
was presented following a dinner at 
the Hopkinsville Country Club by 
William J. Bowe, professor of law 
at Vanderbilt University and a 
noted estate tax planning author 
and lecturer. 

In reporting on the success of the 
forum, President W. D. Talbert 
said: “I do believe it was one of 
our most successful public relations 
gestures. Many questions were 
asked during the discussion. We 
have been complimented highly for 
holding this meeting.” 


Balletin Has GSB. Issue 


Tue Trust Bulletin, published by 
the A.B.A. Trust Division, has un- 
dertaken a new departure with its 
current issue, which is devoted pri- 
marily to The Graduate School of 
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Banking. One of the four majors 
offered at G.S.B. is Trusts. 

The cover picture is of Dr. Harold 
Stonier, director of the Graduate 
School, and he has written a letter 
of greeting to the trust students. 

William Powers, registrar, writes 
on A Quick Look at The Graduate 
School of Banking. 

Robert Coltman, vice-president of 
The Philadelphia National Bank 
and a member of the Trusts faculty 
of the school, explains New Direc- 
tions for the Trusts Course. 

The special G.S.B. issue of The 
Trust Bulletin interrupts for one 
month the series on “elder states- 
men.” The first of these featured 
Gilbert Stephenson; the _ second, 
Louis S. Headley. 


A.1.B. to Hear Trustmen 


Tue Departmental Conference on 
“Trust Business and Investments”’ 
at the American Institute of Bank- 
ing’s annual convention in Miami 
Beach will feature four men well 
known in the trust field. 

The conference will be held on 
Wednesday, June 1, from 9:30 to 
11:30 A.M. in the Bayview Room 
of the McAllister Hotel. George C. 
Barclay, president of the A.B.A. 
Trust Division and vice-president 
of City Bank Farmers Trust Com- 
pany, New York, will preside. The 
Smaller Trust Department will be 
discussed by Ralph A. MclIninch, 
president, Merchants National Bank, 
Manchester, N. H. Harry C. Harsh- 
man, vice-president and investment 
officer of Central Trust Company, 
Cincinnati, will speak on Trust In- 
vestment Tailoring. Handling Busi- 
nesses in Trust will be explored by 
Clarence D. Cowdery, vice-president 
of The Boatmen’s National Bank of 
St. Louis. 


Committees Announced 


Commrrtees for the 29th Western 
Regional Trust Conference of the 
American Bankers Association have 
been announced by George C. Bar- 
clay, president of the A.B.A. Trust 
Division, and vice-president of City 
Bank Farmers Trust Company, New 


York City. The conference will be 
held at the St. Francis Hotel, San 
Francisco, on October 13 and 14. 

Chairmen of the committees, all 
representing banks of the San Fran- 
cisco area, are: 

General: R. V. Walsh, vice-presi- 
dent and trust officer, Crocker First 
National Bank. 

Program: Albert J. Callahan, 
trust officer, Wells Fargo Bank. 

Entertainment: Roy R. Zellick, 
vice-president and trust officer, The 
Anglo California National Bank. 

Finance: Emil A. Andker, trust 
officer, The Bank of California N. A. 

Hotel and Registration: Gerald F. 
Kelleher, vice-president, Bank of 
America N. T. & S. A. 

Publicity: Leo J. Murphy, assis- 
tant cashier, First Western Bank 
and Trust Company. 

Ladies’ Entertainment: Mrs. 
Philip S. Dalton. 

The Associated Trust Companies 
of Central California will be host. 


Establish Good Relations 
with Commercial Bankers 


Wauere there is any lack of good 
relationship between the commer- 
cial and trust departments, it is 
ordinarily because the commercial 
banker doesn’t realize the amount 
of profit and goodwill which the 
trust department brings the bank. 
So said George C. Barclay, presi- 
dent of the A.B.A. Trust Division 
in an address at the Connecticut 
Bankers Association Trust Confer- 
ence. Mr. Barclay is vice-president 
of City Bank Farmers Trust Com- 
pany, New York. 

Three things are necessary to the 
establishment of good relations be- 
tween the departments, said Mr. 
Barclay: 

(1) Educate the commercial 
bankers as to what the trust de- 
partment is, its functions, and meth- 
ods of operation. 

(2) Indicate what the trust de- 
partment can do to the advantage 
of the bank as a whole. 

(3) Avoid any possibility of con- 
flicts between the activities of the 
two departments. 
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Mr. Barclay went on to say that 
“when a commercial bank officer 
finds out that a trust department is 
helping to pay the dividend on the 
bank’s stock and is making some 
contribution to its surplus after 
paying its way, he is apt to lose 
the feeling that, I am afraid, used to 
exist in far too many banks; name- 
ly, that the trust department is a 
poor relation. In my experience, I 
think it is today a poor relation 
where it is not properly organized. 

“There are,” Mr. Barclay pointed 
out, “some collateral advantages of 
trust operations with which the 
commercial officer should be ac- 
quainted. First, there is a greater 


American Bankers Association 


May 30- 
June 3 
13-25 


16-19 


Sept. 25-28 
Oct. 138-14 


June 


July 


Francis Hotel, 


Hotel, Houston 


Western Secretaries Conference, 
more Hotel, Phoenix, Arizona 


American Institute of Banking Conven- 
tion, McAllister Hotel, Miami, Florida 
Graduate School of Banking, Rutgers 
University, New Brunswick, 
Central States Conference, Alex. John- 
son Hotel, Rapid City, So. Dakota 
81st Annual Convention, Chicago, IIl. 
Western Regional Trust Conference, St. 
San Francisco. 
Midcontinent Trust Conference, 


permanence in a fiduciary relation- 
ship than in the case of a deposi- 
tory account. Thus, once the trust 
account is put upon the books, it is 
relatively unlikely to be terminated; 
and, if the fee has been set on a 
reasonable basis, the bank has a 
good earning asset on which it can 
rely over quite a period of time. 
Secondly, the trust relationship can 
have a direct advantage to the bank 
through the opening of individual 
deposit accounts by new trust cus- 
tomers. Third, the trust officer is 
in constant touch with brokers, law- 
yers, and other professional men in 
the community which not only de- 
velops goodwill for the entire insti- 
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Rice 


Bilt- 


tution among these groups but also 
makes it possible occasionally to 
create specific goodwill by our deal- 
ings with them. 


*¢ the trust operations 
contribution to the total of the de- 
posits of the bank. The trust de- 
partment at all times will have a 
float of income balances awaiting 
distribution. It will generally have 
substantial principal balances also 
awaiting distribution. If the bank 
has a corporate trust department 
it will frequently have large sums 
paid in in advance to take care of 
bond redemptions, coupon pay- 
ments, dividend payments, etc. 


Michigan, Hotel Statler, Detroit 


Pennsylvania Bankers Summer School, 
Penn. State U., State College 

Virginia Bankers School, U. 
Charlottesville 

Massachusetts 
Washington Hotel, 
New Hampshire 

Maine Savings Banks, Poland Spring 
House, Poland Spring 

New York Mutual Savings, Shoreham 
Hotel, Washington, D. C. 

Nebraska, Cornhusker Hotel, Lincoln 


of Va., 


Savings Banks, Mt. 
Bretton Woods, 
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June 
June 
June 


June 
June 


June 
June 


June 
June 
June 
June 
June 
June 
June 
June 
June 
June 
June 
June 
June 


June 


Agricultural Credit Conference, Morri- 
son Hotel, Chicago 

Southern Secretaries, Williamsburg Inn, 
Williamsburg, Va. 


State Associations 


West Virginia, S. S. Queen of Bermuda, 
2 Cruise 
Utah, The Lodge, Sun Valley, Idaho 
Wyoming, Sheridan 
—— Equinox Hotel, Manchester, 
Oregon, Empress Hotel, Victoria, B. C. 
School of Banking of the South, 
L.S.U., Baton Rouge, La. 
Illinois, Jefferson Hotel, St. Louis, Mo. 
Dist. of Columbia, The Homestead, Hot 
Springs, Va. 
Massachusetts, 
Swampscott 
*New Hampshire, Hotel Wentworth-by- 
the-Sea, Portsmouth 
*New Hampshire, Mutual Savings, Hotel 
Wentworth-by-the-Sea, Portsmouth 
Idaho, The Lodge, Sun Valley 
Minnesota, Radisson Hotel, Minneapolis 
New York, Lake Placid Club, Lake 
Placid 
Colorado, Hotel, 
Springs 
Montana, Canyon Hotel, 
National Park 
Vermont, Equinox House. Manchester 
Washington, Davenport Hotel, Spokane 
Virginia, The Homestead, Hot Springs 
Wisconsin, Schroeder Hotel, Milwaukee 
New Jersey Mutual Savings, Monmouth 
Hotel, Spring Lake 
Maine, Poland Spring Poland 
Spring 


New Ocean House, 


Colorado Glenwood 


Yellowstone 


House, 
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19-22 


July 24- 
Aug. 6 

July 24- 
Aug. 6 

Aug. 7-19 


Aug. 22- 
Sept. 3 
Oct. 9-13 
Oct. 13-16 
Oct. 26-29 


Oct. 31- 
Nov. 3 


13-16 
14-18 


Nov. 
Nov. 


**Fall Meeting, Savings Banks Associa- 
tion of New Hampshire, Mountain 
View House, Whitefield 

**New Hampshire, Mountain 
House, Whitefield 

Kentucky, Brown Hotel, Louisville 

Connecticut Mutual Savings, Mountain 
View House, Whitefield, N. H. 

Iowa, Fort Des 
Moines 

Arizona, Biltmore Hotel, Phoenix 


View 


Moines Hotel, Des 


Other Organizations 


21st Annual Institute of Industrial 
Banking, and Annual Convention of 
American Industrial Bankers As- 
sociation, Fairmont Hotel, San 
Francisco 

School of Financial Public Relations, 
FPRA, Northwestern U., Chicago 

NABAC School for Bank Auditors and 
Comptrollers, U. of Wisc., Madison 

School of Consumer Banking, University 
of Virginia, Charlottesville 

Wisconsin School of Banking, University 
of Wisconsin, Madison 

National Association of Bank Auditors 
and Comptrollers, Denver, Colo. 

National Association of Bank Women, 
Westward Ho Hotel, Phoenix, Ariz. 

Consumer Bankers Association, Hotel 
Sans Souci, Miami Beach, Fla. 

Mortgage Bankers Assn. of America, 
Statler and Biltmore Hotels, Los An- 
geles, Calif. 

Robert Morris Associates, Dallas, Texas 

Financial Public Relations Association, 
— Beach Hotel, Hollywood, 

a. 
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Onick Facts: 
in 1954. Total net 


Safeway set 2 new sales record 
sales showed an increase of $61,696,928 over 


1953. 

Due to the Compan 
stamp competition head-on thro 
ing territory, net profit was slightly 


earned in 
All of the Company's Convertible Pre- 


ferred Stock was called for redemption April *; 
rtible Preferred was 


Safeway Story 1954 


in ures.-- 


y's decision to meet trading 
ughout its operat- 
less than 


SALES $1,813,516,636 $1,751,819,708 


Income from dividends, 
283,199 


interest and other sources 226,002 


Cost of merchandise—paid out 
to farmers and other suppliers 
of goods and expended for 1954. All outstanding Conver 
manufacturing and warehousing 1,531,502,208 1,484,147,500 converted into common stock. 
April 21, the Company issued and sold 267,000 
Total operating end adminis” shares of new 4.30% Convertible Preferred Stock. 
trative expenses, other charges Proceeds from the sale were applied on short term 
and provision for income bank loans. 
268,256,659 253,410,675 Uninterrupted cash dividends have been paid 
on all outstanding shares of Safeway s common 
the Company's incor- 


profits taxes 


14,544,732 

| and preferred stocks since 

Dividends fo preferred poration in 1926. 

stockholders 1,914,418 | 1954 was impressive from the standpoint of 
Safeway’s construction program. 44 new retail 
stores, 39 in the United States and 5 in Canada 

construction and 


Net Profit applicable to 
common stock 12,630,314 were completed. 
} 74 retail stores were under 
should be completed by July, 1955. Plans and 
d or in the process of 


and excess 


NET PROFIT PER SHARE OF | 
COMMON sTOCK based on | i 
average number of shares preparation f 
outstanding during the yoor 4.31 should be in operation before th ; 
Excellent relations existed between Safeway, its 
Dividends to common employees and their union representatives during 
stockholders 7,090,916 = | 1954. No serious lJabor controversies OT work stop- 
Dividends per share to common = pees to or during the year and none existed 
stockholders ane & Liberal group insurance, retirement and profit- 
' sharing programs are available to all Safeway 


Number of new stores opened ‘ 
during the 16 employees. 
i 
President 


Number of stores closed 
during the year 71 


ber of stores in operation 
at end of year 1,998 


LIBRARIAN, SAFEW 
AY STORES, INCO 
P.O. Box 660, Oakland 4, California seus 


Please send copy of your 1954 Ai 
nnual Report BK STOR 
ES 


| 

| | INCORPORATED 

1 | Safeway is the World’ 

| orld’s Second 


SAFEWAY 


CITY 
ZONE STATE Lar, Best Retail Food Concern 
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Mortgage Credit News 
(CONTINUED FROM PAGE 105) 


corded 9% more loans in February 
than a year earlier. Savings and 
loan associations continued as the 
principal source of mortgage financ- 
ing funds, having recorded 36% of 
all nonfarm loans of $20,000 or less 
in February. 


(Amounts in millions) 


February 1st 2 months 

T ype % Ine. % Inc. Percent of Total 

0 Amt. from Amt. from Feb. 1st 2 mos. 
Mortgagee 1955 2/54 1966 1954 1955 1955 1954 
8. & L. assns. $ 702 $1,390 
Ins. cos. 151 4 315 
Comm. bks. 744 
Mut. svgs. bks. 244 
Individuals 474 
Miscellaneous 396 3 815 


Total $1,958 +37 $3,982 


The volume of recordings for the | 
first two months of 1955 aggre; | 


gated $3,982,000,000 — about 42% 
above that for the January-Febru- 
ary period in 1954. All Federal 
Home Loan Bank districts partici- 


pated in the greater activity. The | 
Topeka District led with 55% fol- | 


lowed by a 53% rise for the Indian- 
apolis area. 


VA Loans Sold to Investors 


Tue Veterans Administration has 
sold twice as many direct home 
loans to private investors in the 
past year as it did during the pre- 
vious two and a half years. 

Since April 1, 1954, VA has sold 


3,815 direct loans totaling $27,144,- | 


700. Up until that date, VA had 
sold only 1,967 direct loans totaling 
$13,715,400. Total sales to date are 
5,782 loans totaling $40,860,100. 


More than 50,000 home loans, with | 


an aggregate principal amount of 
about $330,000,000, are available 
for immediate sale by VA to pri- 
vate investors. 


Plant-Equipment Outlays 


A RE-EXAMINATION of estimates 


covering expenditures for new plant | 
and equipment by the U. S. Govern- | 


ment and McGraw-Hill discloses 
these facts: 

(1) Industry plans to spend $29.4- 
billion for new plant and equipment 


in 1955, which compares with $27.9- | 


billion in 1954, a 5% increase. 

(2) Something close to unanimity 
among manufacturing industries in 
plans for increased capital spending. 


The fellow who has nothing to.do; 


never knows when he is through. 
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Speed up transit work. The new 1955 

A. B. A. Key Book with Check Routing 
Symbols is now available. It contains 

all annual changes in transit numbers and 
check routing symbols. Make sure your 
organization has enough copies of the latest 
edition for completely efficient operation. 


Order yours today. 


RAND MSNALLY & COMPANY 
PUBLISHERS 


P.O. BOX 7600: CHICAGO 80, ILL. 
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Trees and 


Savings Bonds— 


ROBERT W. REESE 


HEN the white man came to 
\\) the Appalachians, the virgin 
forest was so dense that, as 
one historian put it, a squirrel 
could have traveled from Georgia 
into Canada without ever touching 
the ground. Through the Cumber- 
land Gap and Boone’s Trace, the 
Scotch, Scotch-Irish, and English 
pioneers pushed westward. In the 
mountains and hills and valleys of 
eastern Kentucky, they settled in 
regions that even today preserve 
their ancestral speech and folkways. 
But they did not preserve the mag- 
nificent forest; they chopped it down 
and burned it off and planted crops 
among the charred stumps. On 
slopes too steep to plant, the trees 
remained until the wood became 
valuable enough to saw up and mar- 
ket. Then the trees vanished and 
were not replaced. 

Today a Scotch Highlander would 
feel at home in these mountains; 
they are as barren and as hard to 
wrest a living from as the peaks and 
hills of home. With the trees gone, 
the topsoil that had built up slowly 
through the ages washed down into 
the valleys, into creeks and rivers, 
much of it into the sea. Through the 
generations the land that once grew 
lush crops lost its fertility. Coal, 
which gave a living to thousands of 
mountaineers, was mined out; what 
remains is no longer much in de- 
mand in the petroleum age, with 
atomic power just ahead. 

Dewey Daniel, president of the 
Peoples National Bank at Hazard, 
county seat of Perry County, Ken- 
tucky, sums it up thus: ‘“Econom- 
ically, we’ve just about reached bot- 
tom. The soil has been robbed and 
nothing put back. The forests are 
gone, the demand for coal is about. 
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Long-Term Values 


Mr. Daniel, using plant- 
ing bar, sets out the first 
of over 300,000 trees to 
be planted on his land 
near Hazard. With him 
is Bill Gorman, super- 
visor of the Perry County 
Soil Conservation District 


over; unemployment is high. We 
need thousands of new and good 
houses; there is almost no building 
going on. Now it’s time for a re- 
turning, for giving back to nature 
some of the things that man took 
from her, thoughtlessly, wastefully 
—and took from his children, too!” 

Banker Daniel made a start. He 
bought a large tract of mountain 
land, denuded of good timber, with 
“‘wolf”’ trees, beech and hickory, re- 
maining. In 1953 and 1954, under 
the capable guidance of Bill Gor- 
man, supervisor of the Perry 
County Soil Conservation District, 
he planted more than 125,000 pine 
trees. This year and for the next 
two, he plans to plant 50,000 a year. 
The People’s National offers up to 
1,000 trees free to each 4-H Club 
and Future Farmers’ member who 
will plant them. The bank will ex- 
tend credit to enable any farmer 
to reforest. The county’s planting 
goal this year is 1,000,000 trees! 


Answer to Hope 


As these trees mature they will 
be harvested, leaving more room for 
the young trees to grow and for 
seedlings to start from the cones. 
The result will justify the hopes 
that have kept the remaining moun- 
tain folk persisting there through 
hard times and harsh conditions. 
For some, the eternal mountains, 
the deep valleys and creek and river 
gorges with their patches of rich 


bottom land, the beauty of hillsides 
through the seasons, the leap of 
trout in the spring, the sight of a 
deer against the skyline, have been 
compensation enough for the hard- 
ships. For many others, it was not 
enough, and they migrated to the 
smoke and soot and squalor of cities 
to work in industry and to long for 
their mountains and hills. 

A past president of the Kentucky 
Chamber, Mr. Daniel, in the quiet, 
unassuming way of his mountain 
people, has fought hard and earn- 
estly to help eastern Kentucky at- 
tain some semblance of a sustained 
level of economy. The past years 
have run in cycles, high employment 
followed by low; prosperous busi- 
ness and industry followed by inac- 
tivity and stagnation, varying 
chiefly with the demand for coal, 
greatly increased in wartime, dying 
down between wars. Mr. Daniel has 
traveled far and often to interest 
investment corporations in long- 
term loans to develop and renew the 
resources of the region, and to in- 
terest industries in taking advan- 
tage of opportunities in available 
labor and locations. 

While he works to bring capital 
and industry into the region, Mr. 
Daniel also works at encouraging 
his people to learn to save some of 
their earnings against the future by 
putting away as much as they can 
in U. S. Savings Bonds. 

“The long-range growth of the 
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Series E Savings Bond fits in well 
with our long-range plans for build- 
ing for the future,’ he comments. 
“We've stopped thinking so much 
of the next day and next year. We’re 
thinking of the long tomorrow when 
children grow up, marry, and start 
their families. If we could get every 
earning family to plant E Bonds as 
we are planting pine trees now, the 
future would certainly be brighter.”’ 
As president of the bank, an ac- 
tive insurance man, and a conserva- 
tionist, Dewey Daniel has been an 
effective advocate of thrift. Savings 
Bonds purchases by the people of 
Perry County have been exception- 
ally good. Between 1948 and the end 
of 1954, almost two and three-quar- 
ter millions of dollars were put into 
E Bonds—an average of $500 to a 
county resident. Each yearly bond 
quota has been exceeded, “because 
we've looked on these goals as a 
challenge to us,” the banker says. 


Saving Plus Earning 


He knows that bond savings alone 
cannot raise the economic standards 
of eastern Kentucky — that would 
be expecting people to lift them- 
selves by their own bootstraps. But 
he knows these savings, increasing 
each year, are building up a real 
backlog for emergencies and set- 
backs. They will help build homes, 
educate children for more useful 
and profitable lives, buy farms, start 
new businesses. But they will not 
alone solve the basic economic prob- 
lems; before you can save you must 
be able to earn. 

Dams across mountain rivers will 
produce electric power—and the 
tree planting will prevent the reser- 
voirs from silting up rapidly. With 
cheap power will come pulp and 
paper mills, to use the wood that 
the reforesting will grow. Dewey 
Daniel is sure that the dams, the 
hydro-electric power (cheap even in 
an age of developed atomic energy), 
the capital, and the industries will 
be there by the time the trees are 
ready. 


There are some persons so hard- 
of-hearing they can only hear the 
voice of conscience with difficulty. 


If you can’t get away for a vaca- 
tion, just stay home and tip every 
other person you meet. 


— 
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n the planning of an appropriate bonding 
program for a financial institution, there is no 
substitute for experience. For no formula 

or automatic procédure can satisfactorily replace 
a skilled, individual analysis in determining 

a firm’s exposure to loss or in prescribing the 


needed form and amount of coverage. 


F&D customers have the comfort and satisfaction 
that come from knowing that this company’s 
recommendations are based on 65 years of specialized 
experience in analyzing and meeting the bonding 


needs of all types of financial enterprises. 


F, DELITY AN 
Baltimore 


Derosit company 
/ Maryland 


AFFILIATE: AMERICAN BONDING COMPANY OF BALTIMORE 
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Public Relations 


(CONTINUED FROM PAGE 46) 


In making the presentation Mr. 
Smith said that the association’s 
public relations program had been 
developed by the Foundation “to 
tell the public service story of bank- 
ing to the general public and to 
develop the broadest possible under- 
standing and approval of the Amer- 
ican banking system and the vital 
role of banks in our economy.” 

The association found the pro- 
gram ‘well detailed and well inte- 
grated with more than 300 banks 
participating at both the local and 
state level.’”” Some 8,000,000 people 
have been contacted through various 
media, and “‘the oneration has shown 
notable results.” 


Delaware’s “Know Your 
Bank Week”’ 


nee had its first statewide 
“Know Your Bank Week”’ this 
spring. Planned and coordinated by 
the Public Relations Committee of 
the DELAWARE BANKERS ASSOCIA- 
TION, the effort attracted wide at- 
tention. 

DBA circulated a kit of materials 
and ideas for local bank activities: 
posters, pamphlets, advertisements, 
open house suggestions, news 
stories, etc. One piece was “Using 
the Bank,” a folder prepared by the 
association for distribution by banks 
under their own imprints. It in- 
cluded facts about commercial 
banks, and such practical informa- 
tion as how to endorse and write 
checks, and how to reconcile bal- 


~ 
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At Stroudsburg, Penna., Group III of the Pennsylvania Bankers Association 
held a spring public relations meeting attended by 325 persons representing 
56 banks. Among the speakers was Mrs. Ivy Baker Priest, Treasurer of the 
United States. In this speakers’ table photo are, |, to r.. Gerald M. Anderson, 


executive vice-president, Stroudsburg Security Trust 


Co.; Frank M. Kline, 


Group III chairman, and president, Liberty Bank & Trust Co., Allentown; 
Mrs. Priest; Donald Z. Wade, conference chairman and president, The Bank 
of Matamoras; Representative Joseph M. Carrigg, 10 Pennsylvania District; 
James Q. du Pont, public relations department, E. I. du Pont de Nemours Co. 


ances. The saving, borrowing and 
other services were also sketched. 

As the week opened, The Wil- 
mington Morning News devoted sev- 
eral pages to stories about banks 
and banking, and Columnist Bill 
Frank gave all his space to a friendly 
chat about them, suggesting that 
readers visit their banks. 


TV Idea 


MINIATURE reproduction of the 
front of the KANSAS STATE 


A 


BANK, Wichita, adds realism to the 
bank’s television program. 

This stage prop gives the illusion 
that viewers are actually entering 
the bank. They are greeted by Vice- 


A cameraman in 
remote control 
studio covers a 
{ansas State Bank 
commercial 


president Ken Johnson, who handles 
all the commercials. Employees and 
officers are introduced from time to 
time so that the public can become 
better acquainted with the staff. 

The program is a popular film, 
with two commercials. 


FPRA Staff Meeting Manual 


PUBLIC RELATIONS As- 
SOCIATION has distributed a new 
eight-page manual, “Staff Meetings 
Are What You Make Them.” De- 
scribing a suggested series of nine 
meetings, the pamphlet is based on 
two series of sound slidefilms pro- 
duced by the association. 

The manual lists problems of in- 
ternal relations, and challenges 
management to use a staff train- 
ing program. It stresses the value 
of visual aids as working tools, 
offers suggestions for meetings, and 
lists 10 fundamentals for their suc- 
cess. 


Bank “Breaks” Big 


Arizona Story 


COPYRIGHTED full-page news- 

paper ad published by the VAL- 
LEY NATIONAL BANK, Arizona, gave 
readers of that and other states the 
first word that a big expansion was 
coming at Fort Huachuca where the 
Army has established an electronics 
proving ground. 

(CONTINUED ON PAGE 114) 
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Each new day can present new problems 


Reminder to call in your man at the Irving! 


© Faced with a tough assignment? He’s your man. Call 
on him as freely as you would a member of your own 
staff. In fact, he wants to be considered just that. 


Broadly experienced himself, he has at his finger tips 
the facilities of one of the world’s largest banking or- 
ganizations . . . a global network of correspondents... 
experts in every field of commercial banking. 


Once you ask his help, every assignment—no matter 
how complicated or routine—rates equal priority. Your 
man at the Irving is there to give you service—is just 
waiting for you to say the word. 


IRVING TRUST COMPANY 


One Wall Street, New York 15, N.Y. 


Capital Funds over $125,000,000 Total Assets over $1,400,000,000 
WiuiaM N. Enstrom, Chairman of the Board Ricuarp H. West, President 
Domestic Banking Division, NoLaN Harrican, Senior Vice President in Charge 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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(CONTINUED FROM PAGE 112) 


The ad was in two parts: one, a 
letter of welcome to a conference of 
Institute of Radio Engineers at 
Phoenix, signed by Valley’s presi- 
dent, Carl A. Bimson, in which Mr. 
Bimson reported that the bank’s 
industrial development people had 
visited the fort and interviewed the 
commandant, Brigadier General 
Emil Lenzner, on the prospective 
$20,000,000 - $30,000,000 develop- 
ment. The other part was a report 
of the interview, in question and 
answer form. 


The ad was published in Phoenix 
and Tucson papers and in the Wall 
Street Journal. Thousands of ad- 
vance proofs were mailed to presi- 
dents of electronic firms, related in- 
dustrial companies, investment 
houses, technical schools and sci- 
entific organizations. News stories 
got a big play. 


In Brief 


Market Survey 


A “Spring Business Roundup” for 
customers and prospects was a pub- 


Case of 
X 


Aunt Minnie's 


SSing Glove 


Aunt Minnie isn’t her real name, of course. But 
our Mississippi banker friend was certainly 
perturbed when he called . . . his Aunt Minnie 
had been shopping in Memphis the day before 
and lost one of her favorite gloves. Would 


we help locate it? 


Naturally, we agreed. The request was a 
little out of the routine, but we thought a few 
strategic telephone calls should locate the 


missing glove. 


Store after store was called to no avail. 
Then, at a hurried conference, one of our field 
men remarked, “Why he’s often told me how 
his aunt loves to visit the Memphis antique 


stores. . 


. she’s quite a collector.” 


That was the clue we needed—soon the 
glove was located and on its way to our customer, 


special delivery. 


Perhaps your needs wouldn’t require such 
attention, but personalized service at First 
National does mean that the entire officer staff 
welcomes any opportunity to provide the 


answer to your problems 


think first of 


. quickly. 


nhiFierst National Bank 
of Memphis 


Memphis, Tennessee 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


lic relations activity of PULLMAN 
Trust & SAVINGS BANK, STANDARD 
STATE BANK, and STATE BANK OF 
BLUE ISLAND, in the Chicago area. 
Bank officers presented local market 
prospects in real estate, appliances, 
automobiles, home improvements, 
and retail lines. More than 400 busi- 
nessmen attended the series of 
luncheon meetings. 


County Promotion 


The First NATIONAL BANK of 
Spring Valley, N. Y., is promoting 
the interests of the town and area 
in a ‘‘Forward with Rockland 
County” folder. It includes a map, 
historical material, and brief facts 
of interest to present and prospec- 
tive residents. 


Workmen Honored 


The workers who built the new 
rooftop parking building recently 
opened by STATE BANK AND TRUST 
CoMPANY of Wellston in St. Louis 
were guests at a special party in 
the bank. A film taken during the 
construction was shown to the fore- 
men, contractors, electricians, car- 
penters, etc. 


Students “Run” Bank 


Ten school seniors, participating 
in a “Youth Takes Over Industry” 
program, filled various positions at 
the HILLSIDE NATIONAL BANK, Hill- 
side, N. J., for a few hours and then 
were guests at lunch. Later they 
toured the bank and listened to a 
talk on banking’s place in the com- 
munity. 


Coin Show 


First CAMDEN NATIONAL BANK 
AND TRUST COMPANY, Camden, N. J., 
was the scene of a coin show pre- 
sented by the Camden County Coin 
Club. 


Egg Hunt 


An annual Easter egg hunt is a 
successful public relations activity 
for the three Buffalo mutual savings 
banks that promote it. Thousands 
of kids participated in the 1955 
event, held in the Buffalo zoo. The 
BUFFALO SAVINGS BANK, THE ERIE 
CouNTy SAVINGS BANK, and the 
WESTERN SAVINGS BANK are the 
sponsors. 


News Ticker 


The First NATIONAL BANK of El 
Dorado, Ark., has a financial news 
ticker in its lobby. 
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“‘WORKING’’ SOURCE 
DOCUMENTS 
CAN CUT 
CONSUMER 
CREDIT COSTS 


IBM pre-punched coupons can help increase your consumer 
credit business—and profits—without proportionately increasing 
costs. By putting these source documents to “work,” you can: 


@ trial balanceupto9,000accounts @reduce space needed to main- 
per hour tain account files 
@climinate posting errors @ provide customers with the most 


@ provide absolute control of late convenient mail or counter- 
charges payment method. 


Like the many banks which are now profiting from IBM pre-¥ m 4663425) DOE yrHN 
punched coupons, your bank, too, can realize increased consumer \ — 
credit earnings. Contact your local IBM office, or write us for 
| 
EACH REMITTANCE.10 ASSURE CAEDIT_ TO YOUR 
PRODUCER OF _po NOT FOLD— 


PROCESSING DATA PROCESSING 


MACHINES 


590 Madison Avenue, New York 22, N. Y. 


June 1955 
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A Banker Explains the “How” of 


Post-to-the-Check Plan Efficiency 


The author is cashier of the Sa- 
vannah Bank & Trust Company, 
Savannah, Georgia. 


LECTRONIC methods for posting 
i checking accounts probably 
will not be perfected for many 
years. Yet it is not too early for 
small and medium-sized banks to 
recognize what the introduction of 
electronic techniques will mean com- 
petitively. It is likely that such 
methods will enable substantial re- 
ductions in operating expense when 
applied to a very large volume of 
checking accounts, but will (at least 
for a number of years) be too ex- 
pensive for adoption by most banks. 
Special checking accounts will al- 
most surely be “electronized’’ first, 
because of the fact that all checks 
are of the same size, an extremely 
important factor in the application 
of automatic equipment: With thou- 
sands of checks being processed 
daily, unit costs will be low. 

It will be necessary for banks not 
large enough for electronics to find 
much more efficient means for hand- 
ling special checking accounts than 
are generally in use today. As a 
matter of fact, costs in this depart- 
ment are often already too large in 
relation to earnings. 

Our experience has been that the 
“‘post-to-the-check” plan offers the 
best solution to this problem. Costs 
are low and efficiency is high. We 


STILLWELL TRAIN 


have about 3,600 special checking 
accounts, averaging approximately 
1,100 checks and 350 deposits a day. 
Personnel consists of a supervisor, 
half-time, and two girls. These peo- 
ple do all the work of the depart- 
ment, including answering the 
phone, filing, running the microfilm 
machine, mailing and so forth. The 
number of accounts has increased 
by about one-third, without added 
personnel. 


Posting Procedure 


As the name indicates, the first 
and most basic difference between 
this plan and conventional systems 
is that posting is done directly to 
the check or deposit slip; no ledger 
card is used and no statement is 
posted until the end of a 30-day pe- 
riod, when it is run off all at one 
time. 

Checks and deposits coming from 
the proof department are broken 
down and fine-sorted into 16 “cycles” 
(A-B, C-D, etc.) ; tapes are run and 
recapped, and totals are entered to 
respective cycle controls. 


How Checks and Deposits 
Are Filed 

Although checks and deposits are, 
of course, filed after they are posted, 
it is necessary to understand the fil- 


Figure 1 


SPECIAL CHECKING DEPARTMENT 


‘ 
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ing system first, so that the posting 
method will be clear. 

There are 16 file trays, one for 
each cycle. The file trays contain 
acetate envelopes or file pouches 
(see Figure 1) ; these files are com- 
pletely transparent and are about 
the size of a standard ‘‘“Number 10” 
business envelope. 

One file pouch is used for each 
account, to hold checks and deposits. 

Checks and deposits may be eas- 
ily inserted in this file, through a 
slot at the front. Once they have 
been put in, it is almost impossible 
for them to fall out, though they 
may be removed easily by hand. 


Posting 


The machine operator takes the 
bundle of checks and deposits for a 
given cycle and places it on the table 
at the left of the machine. She re- 
moves the tray for that cycle from 
the cabinet, places it on the table at 
her right, and is now ready to post. 

Placing the first check (or de- 
posit) for the first account in a 
“chute” on the machine’s carriage, 
she looks at the file pouch for that 
account and without removing it 
from the tray picks up the old bal- 
ance as printed on the top check or 
deposit in the file. Since she can 
see right through the file, it is not 
necessary to remove it from the 
tray. She posts the amount and al- 
lows the machine to print the new 
balance right on the check, which is 
then immediately filed in front of 
existing items in that customer’s 
file. 

As you can see by glancing at 
the illustration in Figure 2, the 
check now shows old balance, date, 
amount and new balance. 

If there are several checks or de- 
posits for the same account, the 
operator picks up the old balance 
on the first check, posts date and 
amount on all other checks and de- 
posits, but does not allow the new 
balance to print until the last check 
or deposit for that account is en- 
tered. (See Figure 2.) 
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Special controls on the machine 
permit the operator to control the 
balance-printing operation and so 
forth very easily. For instance, de- 
pression of the ‘‘Check’’ key causes 
the date and amount to print on the 
check and the carriage to open, 
without moving, to receive the next 
check. The “Deposit” key causes 
the date and amount to print on 
the check and the carriage to oper- 
ate in the deposit position; the 
“Balance” key causes the date and 
amount to print and the carriage 
then to move over and print the 
new balance. 

When several checks and deposits 
are entered, the machine retains 
them until the last one has been 
processed. They are then removed 
and placed in the file pouch, with 
the last posted item (showing new 
balance) automatically on top. 

As posting takes place, the ma- 
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chine, of course, creates a journal 
at the same time. When finished, 
the totals of checks and deposits 
for that cycle must equal the pre- 
listed totals which were posted to 
the cycle control. If they are not 
equal, it is a simple matter to place 
the pre-list tape side by side with 
the journal and pick out the error. 
The machine operator does not do 
this, however; she runs right 
through, posting all checks and de- 
posits and clearing totals at the 
end of each cycle. The supervisor 
checks any errors. 

No attempt is made to prove bal- 
ances at this time. Balances are 
proved only when statements are 


Figure 3, left and below, 
is described on the next 
page 
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In the picture at the left, checks and de- 
posits, intersorted, are on a tray above 
the keyboard, directly in front of the 
operator. The file tray, containing each 
customer’s acetate file pouch, is at her 
right. The journal, at left of the ma- 
chine, is not affected by this posting. It 
is used when statements are written 


Figure 2, below 
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written at the end of a 30-day pe- 
riod for each cycle. While it is true 
that there is a theoretical possibil- 
ity of losing money on an account 
because of an incorrect balance 
pick-up, the danger is slight, indeed, 
and is far outweighed by the saving 
in time that results from this kind 
of operation. Putting it on a strictly 
dollars - and - cents basis, we could 
lose the entire balance on a score 
of accounts during the year and still 
be ahead because of the savings ef- 
fected by the “post-to-the-check”’ 
plan. In practice, of course, nothing 
of the kind happens; we have lost 
no money on any account because 
of this system. 

The fact that balances are not 
proved daily is one of the great 


117 


| 
ng 
or 
in 
es 
ut 
0” 
Ss. 16 5 13.73 4629 
lan 
S- 
a 
e448 40.00 
le 22348 16 3428 236260 
60.00 te 
AVANN A 
125.005 te 2300 
1e 
a 
le Ba 
e- 
Soe 
at — 
wo te 12350 
a 
e 
== 
l- 
n 
ot 
le 
IS 
of 
2 
Ss 76.00 
| “50 345 25000 
1220 3.00 
it 
e owe 
SAVANNAH BANK & TRUST COMPANY 
2, 
Jonn Cook 
‘75 Reading Ave, 
Savannah, Ceorgia 
12500 ©2350 123 75 Heading Ave., City 
in 
| 
June 1955 


time-saving advantages of this sys- 
tem. Other advantages—which will 
be reviewed in detail later in this 
article— include an almost auto- 
matic signature checking (operator 
must look right next to the signa- 
ture in order to pick up old bal- 
ance) ; filing as posting takes place; 
no need to handle statement or 
ledger. 

Most overdrafts are caught be- 
fore the operator enters any figure 
in the machine; if not, however, the 
machine locks up in the balance po- 
sition and the check is immediately 
“backed out” mechanically. Error 
corrections are entered right on the 
check or deposit, using an “Error 
Correction” key which automatically 
corrects the proper total (checks or 
deposits) as well as the balance. 


Statement Writing 


Needless to say, the reason for 
maintaining accounts in 16 ledgers 
or cycles is to spread out the work 
of preparing statements. Instead of 
doing them all at one time at month- 
end, four cycles are mailed out each 
week—on Monday, Tuesday, Thurs- 
day, and Friday. Running off and 
mailing one cycle a day requires 


relatively little effort and eliminates 
peak periods. 

Figure 3 shows the statement 
writing operation perhaps better 
than it could be described in words. 
Notice the “history control card”’ at 
the right. This card is kept in the 
back of the customer’s file pouch 
and is used to record the balance to 
date at the time of writing each 
statement. 

Procedure is as follows: 

(1) Pick up new balance, as 
shown on the top check or deposit 
in the file pouch ($243.67 in the il- 
lustration). 

(2) Pick up previous month’s 
balance, as shown on “history con- 
trol card’”’ ($125.00 in this instance). 

(3) Post checks and deposits. 

The machine prints “.00,” which 
proves that all items have been en- 
tered correctly and that the new 
balance will be correct, and then ex- 
tends the new balance. Machine is 
then allowed to print new balance 
on “history control card.” 

Observe that any error is immedi- 


The annual race between weeds 


and vegetables is now on. 


ately localized to a specific account 
and is, therefore, very easy to find 
and correct. 

The totals of checks and deposits 
accumulated by the statement run 
must, of course, prove to the totals 
on the control card for that cycle. 

It might be well to mention here 
that we charge our special checking 
account checkbooks to the tellers as 
cash; depositors buy them for $1 
each (10 checks). Therefore, we 
have no service charges to collect. 
If there is a special charge, as for 
returning a check for insufficient 
funds, a debit ticket is prepared and 
posted in the same manner as a 
check. 


Advantages of the System 


We have found certain benefits in 
this system that are, in some meas- 
ure, applicable to our own bank. 
For instance, the system has en- 
abled us to send out statements 
every month instead of every three 
months. Also, we are now able to 
accept joint special checking ac- 
counts, since signature verification 
is almost automatic under this plan. 
These factors have been largely re- 
sponsible for a rapid increase in 


This bank believes that the best corre- 
spondent banking service results from 
frequent personal contacts by its Cor- 
respondent Banking Department ofh- 
cers. That’s why our Stephen Sayer is 
such a frequent visitor to Chicago and 
other points West. If you’d like him to 
stop in to see you on one of his junkets, 


drop us a line. 


THE FIRST NATIONAL BANK 
OF PHILADELPHIA 


PHILADELPHIA 1, PA. 


B. Waker, President 


Member Federal Deposit Insurance Corporation 
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number of accounts, in spite of the 
fact that we increased our rates 
from 624¢ a check (15 checks for 
$1) to 10 cents a check (10 checks 
for $1). 

The following are 11 general ad- 
vantages to be realized by any bank 
using this system: 

(1) Low cost; fewer machines 
and personnel. 

(2) No need to prove balances 
daily. 

(3) No statement or ledger card 
to be handled daily; statement han- 
dled one time, and completed at this 
time, each month. 

(4) No balances to be _ trans- 
ferred. 

(5) Filing takes place at the time 
posting is done. 

(6) Better signature verification. 

(7) Cycle mailing eliminates peak 
periods. 

(8) Saving in forms cost. State- 
ments are small (714” x 634”) and, 
since they are used only once a 
month, are of relatively cheap stock. 
“History control cards’’ are one- 
fourth the size of normal ledgers. 

(9) Saving in filing space. De- 
posit slips sent to customers; ‘“‘his- 
tory control cards’ remain in files. 

(10) Simple operation; does not 
require highly trained personnel. 

(11) Fewer telephone inquiries, 
since statements are mailed monthly 
instead of quarterly. 

It is our considered opinion, based 
upon experience, that the post-to- 
the-check plan is the most important 
advance in special checking account 
posting to come forth in many years. 
One might say that it is the “an- 
swer” to the problem of putting 
special checking accounts on a genu- 
inely profitable basis. 


STANLEY 


COMING ... and GOING 
ally! 


LEADING BANKS across the nation are modernizing . . . expanding .. . 
investing in new services, new conveniences designed to please patrons and build 
business — as is the Central-Penn National Bank. 


Here, Stanley Magic Doors are providing a modern, automatic courtesy to 
customers — both coming and going. These automatic opening and closing 
entrance doors serve in-and-out traffic — whether light or heavy — with ease and 
efficiency. When an approaching patron actuates the door control by walking 
through a photoelectric Stanley Magic Eye beam or by stepping on a Stanley 
Magic Carpet (above) — the door opens wide. It remains open until the patron 
passes through. Then it closes as quickly . . . quietly . . . and automatically as 


it opened. COMING or GOING- 
depositors appreciate the con- 
venience of traffic-directing 
Stanley Guide Rails at a bank’s 
entrance. Used in conjunction 
with Stanley Magic Door Con- 
trols (see photo above), these 

lL handsome, functional rails are 
styled to harmonize with modern 
exteriors. The cost .. . like the 
design . . . is attractive. 


You'll find Stanley Magic Door 
Controls a courteous, efficient 
“doorman on duty” inviting in 
new business at leading banks 
everywhere. Why not at your 
bank, too? Ask the Stanley 
Representative to survey your 
needs . . . no obligation . . 

or mail the Coupon today! 


THE STANLEY WORKS, MAGIC DOOR DIVISION 
076-M Lake Street, New Britain, Connecticut 
Gentlemen: 


00 Please send me complete information about Magic 
Door installations for banks. 


1) mm () Please send me the name of the Stanley Field Engineer 


near me. 
Name. 
Position 


The automatic entrance to the CENTRAL-PENN NATIONAL BANK, PHILADELPHIA, PA, 


® Me 
REPRESENTATIVES lag 
INCIPAL 


IN PR 
cities CONTROLS 


Bank Name__ 


Address. 
State. 


STANLEY TOOLS * STANLEY HARDWARE © STANLEY ELECTRIC TOOLS + STANLEY STEEL STRAPPING * STANLEY STEEL 


“That’s right—he did get married last 
week, but this week his mother-in-law 
moved in” 
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The Banker’s Part in the Rise 


There are over 1,000 colleges and universities in this country. 


CRAIG R. SMITH 


Mr. SMITH is assistant vice-presi- 
dent of The Hanover Bank in New 
York City, and heads the philan- 
thropic advisory service, including 
the research library, made available 
by Hanover to individuals, corpora- 
tions, philanthropic institutions, and 
attorneys searching for information. 


porations sent representatives 

to Princeton University to re- 
cruit men of the graduating class. 
This illustrates the competition to- 
day for young men who can develop 
into responsible positions in business 
firms. 

Perhaps this need for a constant 
flow of college graduates into their 
ranks has given company executives 
an awareness of the financial diffi- 
culties which face our educational 
institutions today, and the impor- 
tance of adequate support for our 
colleges in order that they may 
remain free and maintain high aca- 
demic standards. 

This is a matter of great im- 
portance to the future of our 


Tver spring more than 300 cor- 


Craig R. Smith 


country. General Motors President 
Harlow H. Curtice, said recently, 
“It is not too much to say that the 
future of our nation—even its very 
survival—is in the hands of our in- 
stitutions of higher education.” 

To paraphrase the Secretary of 
Defense, what’s good for business is 
good for the banks. Bankers today 
are trying in every way to make 
their services invaluable to their im- 
portant commercial depositors, and 
they might well consider how they, 
as individuals and as bank officers, 
could assist industry and education 
in their mutual efforts to create 
this enlightened dynamic leadership 
for tomorrow. 


Banker in Key Position 


The banker occupies a key posi- 
tion. He may be on the board of 
the corporation; at least he advises 
the corporation on financial matters. 
At the same time, he is interested 
in his own Alma Mater and in the 
local college. Perhaps his bank acts 
as custodian of the endowment 
funds of the institution, and he may 
be a trustee; his son may be a 
student. In other words, he may 
have interests on both sides and 
there will be opportunities for him 
to serve both the corporation and 
the college. It is a field in which 
the banker is eminently qualified to 
exercise the qualities of leadership 
which characterize his efforts in 
other community activities. 

Before getting into this, however, 
the banker should be familiar with 
the facts and know what has brought 
about the present unfortunate finan- 
cial situation in the field of educa- 
tion and what is being done to im- 
prove it. 

By education, we mean, of course, 
higher education. Through high 
school, education is supported by the 
state, and is available to everyone. 
But only one out of five of our young 
people goes to college today, where- 
as to supply this future leadership, 
our goal should be that every boy 


or girl, who has the intellectual 
capacity and really wants to, can 
go to college. It is estimated that 
one-fourth of our high school grad- 
uates would benefit from added 
years of education, if it were made 
available to them. This would mean 
another 400,000 to 500,000 stu- 
dents in our institutions of higher 
learning. 


50% Operating at Deficit 


There are over a thousand col- 
leges and universities in this coun- 
try. Most of these institutions to- 
day are facing financial difficulties. 
According to Benjamin Fine, edu- 
cational editor of The New York 
Times, some 40% to 50% of all the 
independent institutions of higher 
education in the United States are 
operating at a deficit (New York 
Times, March 13, 1955). Their costs 
have gone up far beyond the in- 
creases in tuition. They need more 
buildings, laboratories, classrooms. 
More students are seeking scholar- 
ship funds because they can’t afford 
the increased expense of a college 
education. 

About one and a half billion dol- 
lars is now being received each 
year for educational services by our 
institutions of higher learning. At 
least 10% more, or $150,000,000 is 
needed as a bare minimum to enable 
these schools to provide a satisfac- 
tory program and adequate facil- 
ities. Some would put the figure 
much higher, say $300,000,000 to 
$400,000,000. And even that higher 
figure does not take into account 
the rapid increase of enrolment ex- 
pected in the next 10-12 years when 
50%-75% more students are ex- 
pected to be seeking admittance to 
our college campuses. 


Outside Help Sources 


This badly needed financial sup- 
port must come from alumni, other 
individuals, foundations, or corpora- 
tions. The first three of these are 
the traditional sources of funds to 
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of Business Aid to Education 


most of which are today facing growing financial difficulties 


take up the slack between tuition 
and endowment income and the total 
cost of education. In some institu- 
tions they have been well developed. 
Certainly no educational institution 
has a right to seek outside help 
until it has first developed its local 
resources to the utmost, including 
its alumni and its own community. 
Only then should it look elsewhere. 
And the corporation is a relatively 
new and undeveloped source. 

If business does not fill the gap, 
the colleges will have no choice but 
to reduce their educational services 
to lower and lower levels or to seek 
Government aid. Most bankers will 
probably agree that the strength of 
our educational system lies in its 
complete freedom of thought and 
expression—freedom to seek out the 
truth without any form of govern- 
ment dictation or regimentation. 
That would seem to leave the an- 
swer squarely up to business, to the 
corporations. 

Corporations have for years given 
substantial funds to educational in- 
stitutions for research, particularly 
in the field of the company’s own 
interest. More recently many cor- 
porations have been giving money 
for scholarships. Still more re- 
cently, some leaders in industry have 
urged that businesses aid their col- 
leges with direct contributions. 

But there are problems. Since 
1936, corporations have been per- 
mitted by law to deduct up to 5% 
of their net income before taxes 
for contributions to charity and ed- 
ucation. With the corporate taxes 
now in effect, a company can make 
a charitable donation at a cost of 
only 48 cents on the dollar. 


Court Sanctions Corporate Gifts 


However, the right of corpora- 
tion management to give away its 
stockholders’ money has been ques- 
tioned. In the past, the test was: 
Will the donation benefit the com- 
pany or its employees? It is easy 
to see how a contribution to the 
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local community chest or hospital 
could benefit the employees of a cor- 
poration. It’s not so easy to see 
how a gift to a college in another 
city or state would be to the com- 
pany’s benefit. 

This particular question was de- 
cided in New Jersey in 1953 in favor 
of corporate giving. The directors 
of the A. P. Smith Manufacturing 
Company of East Orange made a 
gift to Princeton University and 
certain stockholders objected. The 
court, upholding the right of the 
company to make the donation said, 
“Nothing that aids or promotes the 
growth and service of the American 
university or college . . . can pos- 
sibly be anything short of direct 
benefit to every corporation in the 
land. The college-trained men and 
women are a ready reservoir from 
which industry may draw to satisfy 


its need for scientific and executive 
talent.” 

The case was carried to the Su- 
preme Court of the state and unani- 
mously confirmed, and, since the Su- 
preme Court of the United States 
has refused to review the case, one 
important road block has been re- 
moved from the path of corporate 
support of education. 


Selecting Beneficiaries 


Once a corporation has decided to 
give to higher education, another 
problem faces the company execu- 
tives or directors, and that is how 
to select the institutions they want 
to support. Obviously, they cannot 
give to all. If a corporation is a 
small one, doing a local business, it 
can properly support the local col- 
lege, but how about the big corpora- 

(CONTINUED ON PAGE 153) 


Corporate Support Summary 


Tus summary of corporate 
support of private colleges was 
recently given by Business 
Week: 


Before 1952 most corporation 
aid took the form of scholar- 
ships, often for employees or 
their families, usually toward 
scientific education. 

During 1952 Union Carbide 
and others made scholarships 
open to all comers, and not 
limited to scientific courses. Be- 
sides scholarships, grants-in-aid 
were made directly to the col- 
lege general funds. 

In 1958 grants to general 
funds were stepped up, and of- 
ten channeled into the state and 
regional associations that had 
been formed to bolster soliciting. 


In 1954 Standard Oil (N.J.) 
removed ail strings from its 
$450,000 gift spread among 138 
private colleges. New giving 
techniques were tried. Columbia 
Broadcasting gave funds to the 
colleges its key executives at- 
tended; General Electric 
matched dollar for dollar the 
private gifts made by its em- 
ployees; General Foods split 
$75,000 among three schools, 
$145,000 among 11 state and re- 
gional associations. 

The New York Herald Trib- 
une reports that ‘1955 started 
well with an additional ‘unre- 
stricted’ $2,000,000 from Gen- 
eral Motors for scholarships and 
liberal arts colleges, a Time, 
Inc., and a Procter & Gamble 
plan.” 
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Washington 


(CONTINUED FROM PAGE 41) 
Senator A. Willis Robertson (D., 
Va.), in charge of the bill, was an- 
ticipating that time would be as- 
signed for its consideration. 

If the Senate approves, there is 
a good chance that this bill will be 
taken up in House committee. 


Holding Company Bill 

The House Banking Committee 
favorably reported out a bill for 
further regulation of bank holding 
companies, requiring them to divest 
themselves of ownership of non- 
banking assets. The bill appeared 
to be substantially as broad as the 
original Spence bill. 

The proposed bill would require 
approval of the Federal Reserve 
Board before (1) any company 
could become a holding company 
and (2) before any holding com- 
pany could acquire voting shares 
of any bank. The only exception 
would be where the aggregate de- 
posits of the acquired banks did 
not exceed $15,000,000. 

A company would become a hold- 
ing company if it purchased 25% 
of the voting shares of two or 
more banks or if the Board deter- 
mined, after a notice and hearing, 
that the company exercises a con- 
trolling influence over the manage- 
ment or policies of two or more 
banks, directly or indirectly. 

The bill includes a provision ob- 
jected to by the American Bankers 
Association limiting approval of 
bank acquisitions in any one state 
to the branch banking pattern of 
the state. Interstate bank holding 
company acquisitions would be pro- 
hibited, but the bill would exempt 
mutual savings banks. 

Provisions for tax relief arising 
from forced divestment of nonbank- 
ing assets of holding companies 
were completely rewritten, in con- 
sultation with the Treasury and 
leading tax men of Congress. 


Suggest Broadened 
Real Estate Loans 


A proposal for a further outlet 
for national bank business was ad- 
vanced before the Senate Banking 
Committee by a spokesman for the 
A.B.A. in connection with the bill 
backed by the Comptroller of the 
Currency to permit banks to make 
20-year, amortized, conventional 
real estate loans (in place of 10- 


122 


HARRIS & EWING 


On June 30 the Foreign Operations Administration will become the International 
Cooperation Administration, but it will still supervise the spending of millions. 
Its present head, Harold E. Stassen (above) will then become a special assistant 


to President Eisenhower on disarmament matters. 


The current FOA program 


emphasizes aid to Asian countries. Administrator Stassen recently said that help 

to friendly foreign military establishments is more effective for our defense than 

the same amount spent on U. S. Forces. In the former case, his agency would 
do the spending 


year loans) and to lengthen the 
term of a housing construction loan 
to nine months from six months. 

John A. Reilly, as chairman of 
the Real Estate Mortgages Com- 
mittee of the A.B.A. Savings and 
Mortgage Division, suggested that 
banks be permitted to make 18- 
month construction loans on com- 
mercial and industrial property, as 
well as construction loans of nine 
months on city and farm houses. 

This was not a part of the rec- 
ommendations on the national bank 
real estate loan bill approved by the 
Comptroller of the Currency, but L. 
A. Jennings, Deputy Comptroller, 
promised to give this suggestion his 
study and to submit word to the 
committee whether or not he ap- 
proved of it. 

Mr. Reilly, who is president of 
the Second National Bank of Wash- 
ington, D.C., also suggested that 
housing real estate loans could go 
up to two-thirds of value, instead 
of being limited to 60%. Mr. Jen- 
nings approved this modification on 
the spot, before the subcommittee. 

A third A.B.A. proposal put for- 
ward by Mr. Reilly was that the 
total limit on construction loans of 
national banks be 50% of capital 


and surplus, instead of 50% of 
“capital,” as at present. This, ex- 
plained Mr. Jennings, would just 
about double the potential capacity 
of national banks to make real es- 
tate loans. 

Mr. Jennings, incidentally, gave 
the Banking subcommittee figures 
showing the importance of conven- 
tional loans to national banks. Of 
their total of $9,806,000,000 of hous- 
ing loans, he said, $2,125,000,000 
consisted of VA-guaranteed loans, 
$2,453,000,000 of FHA-insured 
loans, and $5,228,000,000 of conven- 
tional real estate loans. 


Three Other Bills 


Three bills to modernize certain 
laws applying to national banks 
were supported by the American 
Bankers Association before the 
Banking Subcommittee of the Sen- 
ate Banking and Currency Commit- 
tee. Gibbs Lyons, vice-president of 
the A.B.A.’s National Bank Divi- 
sion, and president, First-Stamford 
National Bank and Trust Company, 
Stamford, Connecticut, testified on 
behalf of the Association before the 
subcommittee. 

The bills under consideration by 

(CONTINUED ON PAGE 124) 
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For more than half a century 


636 Banks 


in all parts of the country have been 
— Hanover Correspondents 


Banker in the Southeast: 


«... I didn’t intend to put you 
good folks to so much trouble, 
but wish you to know that I sin- 
cerely appreciate what you have 
done — and, I might add, you 
folks at The Hanover somehow al- 
ways do the right and nice thing.” 


A BANK IS KNOWN BY THE 
CORRESPONDENTS IT KEEPS 
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(CONTINUED FROM PAGE 122) 
the subcommittee are S. 1736, which 
would permit out-of-state directors 
of a national bank to reside within 
100 miles of the bank instead of the 
50 miles now provided; S. 1187, 
which would dispense with the pres- 
ent requirement that a national 
bank which has voted to go into 
liquidation must publish notice of 
liquidation in a New York City news- 
paper to notify holders of the bank’s 
notes to present such notes for pay- 
ments; and §.1188, which would 
permit the Comptroller of the Cur- 
rency to waive once every two years 
one of the two annual examinations, 
and change the method of assessing 
national banks for examination 
services. 

The third bill, S. 1188, would make 
three important changes in the pres- 
ent federal laws governing exam- 
inations of national banks by the 
Office of the Comptroller of the Cur- 
rency in the interests of sound su- 
pervision and would give the Office 
of the Comptroller greater freedom 
in the supervision of banks, result- 
ing in more thorough and effective 
examinations. 

“The first change,’ said Mr. 
Lyons, “would permit the Comp- 


troller to waive one of the two ex- 
aminations required each year, but 
this could not be done more often 
than once every two years. Such a 
waiver would, in effect, result in 
three examinations in a two-year 
period, instead of the present four 
examinations. The second change 
would permit the Comptroller to as- 
sess all national banks for examina- 
tion services on a yearly basis, 
regardless of whether one or two 
examinations are made, the assess- 
ments to be billed in instalments. 
... The third change would permit 
the Comptroller to assess national 
banks for the examination of their 
fiduciary activities on a cost basis; 
that is, for a fee adequate to cover 
the actual cost thereof. An assess- 
ment for examination based upon a 
proportion of total assets under ad- 
ministration, as is now charged, has 
no relation to the amount of work 
performed in making such examina- 
tions.” 


Wage-Hour Outlook 


The “liberal” predominance of 
the present Congress is expected to 
succeed in boosting the legal min- 
imum wage affecting banks and all 
other covered industries, despite 


Increased Income: 


for your bank through 


\ Home Improvement Loans ‘A: 


the opposition of the A.B.A. and 
other businesses. 

Preliminary indications were that 
Congress probably would boost the 
minimum wage to $1.00 per hour. 
The present law is 75 cents. The 
President recommended 90 cents. 
However, the Eisenhower Admin- 
istration recommended that the cov- 
erage of the act be broadened to 
other industries, such as retailing. 
Instead of materially increasing cov- 
erage, the idea is that Congress may 
“compromise’”’ on the figure of $1.00 
per hour instead. 


IFC Is Compromise 


When the World Bank unveiled 
its proposed International Finance 
Corporation to make, in effect, 
equity participations in foreign 
businesses, it appeared that this 
was a compromise. The maximum 
additional capital would be $100,- 
000,000, but the practicable attain- 
able initial capital would be consid- 
erably less, of which the U.S. would 
supply $36,000,900. Furthermore, 
the World Bank announced that the 
proposed IFC would not go into the 
market to obtain additional funds 
during the “early years” of the IFC. 

Actually the IFC is regarded as 


$340,000,000 $900,000,000 $1,108,000,000 


Source of om: Bulletin No. 1146, U.S. Dept. 
of Labor, Bureau of Labor Statistics, showing 
major additions and alterations in private con- 
struction, residential building (non-farm). 


Bank’s Own Plan 


By setting your own conditions and terms and adjust- 
ing rates to the size and type of loan, you enjoy greater 
operating flexibility and more profit. 


FHA Title I Plan 


Your FHA borrowers may now enjoy the same credit 
life and property insurance protection which is avail- 
able to non-FHA borrowers. This forward step in 
serving their needs gives added strength to your credits 
and support to your FHA operations. 
Credit life insurance and property damage insurance build good 
will, cement dealer relationships and promote customer confidence, 
while strengthening your credits and easing your collections. 
How to Have Your Own Insured Payment Pian Ask to have Old Republic’s representative call on you. 
His advice and counsel will be invaluable to you in obtaining maximum benefits for your customers and your- 
self. Let him show you the proper procedure, rate charts, advertising materials and other tools especially 
designed for your property improvement program. 


UBL 


SPECIALIZED INSURANCE SERVICE SAFEGUARDING CONSUMER CREDIT 


James H. Jarrell, President 


CREDIT LIFE INSURANCE - COMPANY 
HOME OFFICE: 307 N. MICHIGAN AVENUE, CHICAGO 1, ILLINOIS 


BANKING 


1950 = 
= En =—:'f= 
124 


a way of stopping the demand of 
some countries, especially in Latin 
America, for a large volume of easy 
loans to be dispensed through the 
Export-Import Bank. Several years 
ago the Truman Administration 
tentatively committed itself to set 
up $500,000,000 for such loans, but 
the project was halted dead by the 
opposition of Rep. Jesse P. Wolcott 
(R., Mich.), who was at the time 
chairman of the House Banking 
Committee. 


Mergers 


(CONTINUED FROM PAGE 65) 


customers to become a “retailer” of 
credit to consumers through buying 
smaller banks with established con- 
sumer and smaller customer rela- 
tionships. 

(3) There is an enhancement of 
prestige which comes from operat- 
ing a larger institution, and this 
desire for greater prestige moti- 
vates banks to enlarge their size 
the same as it motivates other 
businesses to expand. 

(4) For a long period the market 
prices of bank equities were so 
much below book value as to make 
it profitable for both the buyer and 
the seller bank. The seller could 
realize a price above what was ob- 
tainable on the market. The buyer 
could purchase assets at less than 
their real value while still paying 
a market premium to the seller. 

(5) Smaller banks without 
trained “successor” personnel were 
enabled to find strong hands to take 
over; at the same time, larger banks 
could often pick up able personnel 
from the banks acquired. 

(6) There was a profit motive. 
The Philadelphia Federal Reserve 
Bank found that in many cases the 
larger bank had lower capital ratios, 
lower costs, and higher earnings 
ratios. On the other hand, many of 
the smaller absorbed banks had been 
relatively more heavily capitalized 
and, being relatively more cautious, 
had a higher proportion of their 
assets in securities and a smaller 
ratio in loans, and so had lower 
earnings and higher cost ratios. 

This is an incomplete listing of 
the causes found by the Philadel- 
phia Federal Reserve Bank study, 
and the order of these causes is not 
necessarily their order of impor- 
tance. 

(CONTINUED ON NEXT PAGE) 
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Customers love Sort-O-Namic...the Todd system for 


imprinting and sorting checks. It adds personality to 


checking account transactions. It means the customers’ 


names appear in print on all the checks they write. 


Bank employees, too, are enthusiastic about this fast, 


easy, fool-proof method of sorting checks by name. It 


cuts mis-sorts, mis-posts, mis-files by 85%. It reduces 


training time by 20%. 


Stockholders like the Sort-O-Namic plan because it 


means more business and profits for the bank... better 


employee-employer relations... greater confidence on 


the part of the public. 


For complete details—mail the coupon. 


COMPANY, INC. 


ROCHESTER NEW YORK 
SALES OFFICES IN PRINCIPAL CITIES 


THE TODD COMPANY, Inc., Dept. B. 
Rochester 3, New York 


Please send me complete information about the 
Sort-O-Namic plan. 


Bank 
Address. 


City 
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DISTRIBUTORS THROUGHOUT THE WORLD 
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BANKING interviewed key offi- 
cials of the three Federal supervi- 
sory authorities in the national 
capital for their “background” 
views as to the causes of bank 
mergers. 

It was the condition of the inter- 
views that the opinions of each 
agency as such should not be iden- 
tified, for the reason that, before 
making any public statement, these 
agencies naturally would want to 
make a much more complete, rather 
than an “off the cuff,’’ statement. 

All agree that the privileges of 
branch banking limit the magnitude 
of the merger movement. There is 
not much that can be done as a 
rule to an acquired smaller or me- 


Gium-sized bank, other than to 
make it a branch of the purchasing 
institution. So in states where no 
branches are permitted, the merger 
movement is negligible. Its extent 
is necessarily related to the scope 
of legally permitted branches. 

Two of the three Federal super- 
visory Officials believe that the 
trend toward mergers will continue 
for some time. A third believes that 
economic circumstances are about 
to reverse and slow down drasti- 
cally the trend toward mergers. 
None of the three Federal super- 
visory officials would support a 
forecast of the magnitude of the 
bank merger movement for the bal- 
ance of this year. 
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atlanta’ s sky 


© form the tremendous growth and 
of the South in the past ten years. 

exterior work is now complete on our 
Main Office and the interior work is 
ing rapidly. We hope to move into the 


quarters about the middle of the year. 
if we can help you in Atlanta_oreth 


bank services 
with the 46 years of experience and contacts 
throughout Georgia and the Southeast. 


TEN LOCATIONS 


SERVING THE ATLANTA AREA 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


MEMBER FEDERAL RESERVE SYSTEM 


The ARO EQUIPMENT CORP. 


Bryan, Ohio 


Quarterly 
Dividend Notice 


The Board of Directors has 
declared a quarterly dividend of 
30c per share in cash plus 10c 
extra in cash on common stock, 
payable July 15, 1955 to share- 
holders of record at the close of 
business on June 24, 1955. 


L. L. HAWK 


Sec.-Treas. 


April 14, 1955 


precision-made 


machine and 
hand posting 
passbooks 


HISTORICAL DOCUMENTS 


og Bill of Rights, Declaration of Inde- 


counts, Christmas and school saving: 

For samples and please crite: DAVIS 
sore: Gosport Road and Main Street, Portsmouth, 
nia. 


One of the Federal agencies em- 
phasizes the price factor as of pri- 
mary importance. This agency ex- 
plains as the dominant cause of 
the merger movement the favor- 
able prices at which smaller or 
medium-sized banks can be pur- 
chased. 

This agency, which will be called 
“Agency A,” believes that for the 
balance of this year the merger 
movement will be of at least the 
magnitude of 1953. Second in im- 
portance, from this agency’s view- 
point, is acquisition of complemen- 
tary kinds of banking business to 
add to the service of the acquiring 
bank, or of finding, through smaller 
banks, outlets in suburban areas and 
“retail” customers. 

Some of these bank mergers, in 
“Agency A’s” opinion, are neces- 
sary, creating more useful and bet- 
ter rounded-out institutions. Some, 
on the other hand, are unnecessary. 


Management Problem 


A second Federal supervisory 
agency emphasizes the need for 
successor management as perhaps 
the largest single factor stimulat- 
ing the merger movement. 

This agency, which will be called 
“Agency B,” asserts that one fac- 
tor which motivates many smaller 
banks to want to sell is their ‘“‘short- 
sightedness in not developing a 
more realistic ratio between the 
par and book value of their capi- 
tal.” There is no point in having 
$400 or $500-par shares of stock, 
and sometimes even $100-share 
values in a small bank, for it usual- 
ly precludes the purchase of these 
shares locally. A $20-par share, this 
agency noted, would have a much 
easier time selling than a large- 
dollar denomination. 

Third in importance, in ‘Agency 
B’s” opinion, is the search by 
larger banks for retail outlets. 

Finally, the next most important 
source of motivation is the problem 
of taxes. An owner of a share of 
$400 stock of a country bank may 
get $300 cash for his share from a 
larger city bank, pay a capital gains 
tax on it, and still come out better 
than if he realized in an income 


| way. Furthermore, present high in- 


come taxes tend to make it difficult 
for younger men to save money to 
buy into small banks. 
On the other hand, the third, or 
“Agency C,” holds to the view that 
(CONTINUED ON PAGE 128) 
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Does your Bankers Blanket Bond extend back into 
the past, to protect you against losses you may dis- 
cover today, or tomorrow? 


It doesn’t pay to take a chance—especially when 
it is so easy to be protected against yesterday’s losses, 
as well as those that may occur in the future. 


Indemnity’s new excess Bankers Blanket Bond 
provides catastrophe protection for discovered losses 
in excess of a specified underlying amount. It applies 
whether the losses occurred before the bond was 
written or while it is in force. 


If you prefer, you can buy this new coverage to 
provide excess protection on employee dishonesty 


June 1955 


...and only now you 
iscover the loss! 


only—a risk which is taking increasing toll today. 
This protection is available at reduced, low rates. 


For the full details on this new Blanket Bond 
coverage, see or telephone your Indemnity Com- 
pany Agent. He will be glad to show you how easily 
it can be fitted into your present insurance program. 


INDEMNITY INSURANCE COMPANY OF 


NORTH AMERICA 


One of the North America Companies which are headed 
by Insurance Company of North America, founded 1792 


PROTECT WHAT YOU HAVE©® Philadelphia 1, Pa. 
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Note the cutaway 

section above showing construction of the 
Hygienic FOOT COMFORT CUSHION. 
A tough rubber tile surface bonded to 
a sponge rubber base provides proper 
support without being “mushy.” Thus, 
fatigue induced by standing on hard 
floors is eliminated — with a resulting 
increase in the user’s efficiency. 


Wherever people must. work standing 
—at tellers’ cages, counters, machines — 
FOOT COMFORT CUSHIONS pay for 
themselves by increasing the efficiency of 
personnel. Edges beveled for safety and 
appearance. Eight marbleized color com- 
binations. 

MATS: 18 x 30°", 18 x 48°", 24 x 36"", 36 x 64°° 
RUNNERS: TO 36'* width, any length. 
See your BANK OUTFITTER or OFFICE SUP- 


PLY DEALER, or write: FLOORING DIV., Dept. 
E-6 for prices and literature. 


THE HYGIENIC DENTAL MFG. CO. 
AKRON 8, OHIO, U.S.A 


THE TEXAS COMPANY 
211th 


Consecutive Dividend 

A regular quarterly dividend of 
seventy-five cents (75¢) per share 
on the Capital Stock of the Com- 
pany has been declared this day, 
payable on June 10, 1955, to stock- 
holders of record at the close of 
business on May 6, 1955. 

The stock transfer books will re: 
main open. 

S. T. Crosstanp 

April 26, 1955 Vice President & Treasurer 


(CONTINUED FROM PAGE 126) 


the dominating cause of bank 
mergers is the desire of bankers 
to become bigger bankers and get 
larger salaries. In this view, the 
economic considerations become ra- 
tionalizations for the desire, rather 


than causes. 


However, in this agency’s view, 


| factors are working to discourage 
| the trend toward bank mergers. One 


of these is that bank earnings are 


| rising. Another is that the market 


values of bank stocks also are ris- 
ing. Before these new trends set 


| in, the argument that a bank had 


to be bigger was more potent. 
With higher earnings, book, and 
market values, ‘‘the ease with which 
mergers could go on has largely 
evaporated.” The premiums which 
would have to be paid to acquire 
banks are coming to be too high. 
Furthermore, the banks them- 
selves, under the stimulus of the 
A.B.A. and the American Institute 


| of Banking, are doing a much better 


job than ever before in training 
younger men to take over the ex- 


| ecutive positions of retiring, older 


bankers. The graduate schools of 


| banking are turning out many men, 
| so that banks won’t have to merge 


to get management talent. 

In the view of this agency, the 
big mergers in New York City gave 
an impetus to the merger movement 
which, however, is tapering off. 
Merging banks, it is said, are find- 
ing it a difficult and long task to 
integrate personnel. The headaches 
of mergers are being exposed more 
and more, and many will think 
twice before deciding on mergers. 

Finally, shareholders, in the opin- 
ion of this agency, are going to 
learn that earnings will not neces- 
sarily be higher because of con- 


| solidations or purchases. 


LAWRENCE STAFFORD 


Any month that has a “Q” in its 


| spelling is free from income tax 
| worries. 


The smart young teenager thinks | 


he is going to run the world some 
day, and the irritating fact is that 


| he is. 


fight cancer 
with a CHECK 


a check. 
to help others... 
a checkup 


to help yourself. 


AMERICAN 
CANCER SOCIETY 


BANKING 


REDUCE Falipue... 
WITH | | 
RUNNERS and MATS 
| 
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Health Insurance 
(CONTINUED FROM PAGE 56) 


state commissioner of insurance. 
Most of the protection they pro- 
vide—as high as 95% in the case 
of many Cross plans—is on a group 
basis: people who work for the same 
employer, as in the case of banks. 
In Greater New York four persons 
are the minimum for a group. How- 
ever, it is possible for individuals 
and residents of rural or lightly 
populated areas to enroll, and vari- 
ous special arrangements have been 
made to take care of them, often 
with the use of bank’s services as 
collection agents. Also, special BC 
coverage with increased benefits is 
now available, at least under some 
plans, to medium and large groups 
for meeting their unusual needs; 
and larger benefits are available, 
too-—at higher rates, naturally. 
Although none of the plans em- 
ploys commission salesmen, some 
advertise extensively. Promotion, 
especially in larger cities, is active. 


Local Management 

The directors or trustees of each 
Blue Cross Plan represent the area 
hospitals, medical profession, and 
public. Local control enables each 
to base its benefits, rates, and rules 
on the facilities and conditions 
found in the area served. Each 
board appoints the administrators 
officers. 

All Cross plans are approved on a 
year-to-year basis by the American 
Hospital Association, which sees 
that its standards are maintained. 
Otherwise, AHA has no control over 
the local units. 

There is a reciprocal arrangement 
among most BC plans whereby a 
subscriber in one, hospitalized out 
of his area, is treated under the 
“Host” Plan which charges the 
“Home” unit the amount the care 
would cost in its own district. Bene- 
fits in the form of cash allowances 
are provided in areas where there 
are no BC plans. 

Each Blue Shield Plan is spon- 
sored by the medical profession of 
its area, and has the approval of 
a state or local medical association. 
Its governing board comprises phy- 
sicians and laymen; its rates and 
benefits, like those of Cross, vary 
with local conditions. The physi- 
cians are responsible for the quality 
of medical and surgical service. 

(CONTINUED ON NEXT PAGE) 
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EXECUTIVE SWIVEL ARMCHAIRS 


65 executive posture chair. Luxurious propor- 


tions. Deep foam rubber cush- $] 9725 


ions. Designed for the top man. 


CHECK THIS 
GUIDE TO 
CHAIR STYLES 


SPRING-BACK CHAIRS 


57-S is typical of the Harter “‘Comfit’”’ line that 
also includes saddle seat styles and $ 52 75 


models with tubular steel bases. 


SALES CHAMP 


C-1500 swivel armchair. More executives have 
found comfort in this than any other $g] 50 


office chair. Clean masculine lines. 


1800B executive swivel armchair. Answer to the 


need for low price with full meas- $ 6 400 


ure of traditional Harter quality. 


RIGID-BACK POSTURE CHAIRS 


26 secretarial posture chair. Easy handwheel con- 


trols. Quality construction at only $2 690 
All prices slightly higher South and West 


WW HARTER 


STEEL CHAIRS 


NEW informative booklet, ‘‘Pos- 

ture Seating Makes Sense,”’ 

tells what you want to know about 

modern executive seating for eff- 
ciency, comfort and good health. 


Harter Corporation 
608 Prairie St., Sturgis, Michigan 


Send illustrated literature and name of nearest 
Harter dealer: 0 ‘‘Posture Seating Makes Sense”’ 
—Executive Chairs, 0 Reception Room, Confer- 
ence Room Chairs, 0 Stenographic Chairs. 


Name 


Address 


City. 
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COLOMBIA 
MEANS BUSINESS 


LET US HELP YOU INCREASE YOURS 


Oprortunrris in Colombia for U. S. business are increasing 
every year. Trade connections are becoming more profitable. With 
an eye on your business future there, why not let us assist you 
with your collections and letters of credit? 

For instance in making collections, we have an outstanding 
record of combining efficiency with tact, courtesy with results— 
a proven faculty for settling unpaid accounts quickly and retaining 
good-will. 

As for letters of credit, consider the convenience of our 33 offices 
located in every important commercial centre in Colombia. This 
exceptional coverage is a great advantage too in furnishing current 
and comprehensive trade information. 

In fact whatever your requirements, we have special departments 
handling every phase and facility of banking. More and more 
progressive U. S. banks and business firms are making use of our 
extensive organization established for over 43 years. 


We invite your inquiries. 


BANCO COMERCIAL ANTIOQUENO 


Established 1912 


Cable address for all offices — Bancoquia 
Capital paid-up $20,900,000 — Pesos Colombian. 
Legal reserves $18,100,000 — Pesos Colombian. 
Other reserves $12,050,000 — Pesos Colombian. 


General Manager: Antonio Derka 


Head Office: MEDELLIN, CoLomsia, SOUTH AMERICA 


BRANCHES: Armenia (C), Barrancabermeja, Barranquilla (2), 
BOGOTA (5), Bucaramanga, Cali (2), Cartagena, Cartago, Ciicuta, 
Girardot, Ibagué, Magangué, Manizales, Medellin (2), Monteria, 
Neiva, Palmira, Pasto, Pereira, Puerto Berrio, San Gil, Santa 
Marta, Sincelejo, Socorro, Vélez (S). 
New York Representative—Henry Ludeké, 40 Exchange Place, 
New York 5. N. Y. 


CANADA'S HY 
FIRST 
BANK 


COAST-TO - COAST 


Bank or MonTREAL 


New York--64 Wall Street San Francisco--333 California Street 
Chicago: Special Representative's Office, 141 West Jackson Blvd. 


625 BRANCHES ACROSS CANADA - RESOURCES EXCEED $2,500,000,000 
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Both Cross and Shield have facil- 
ities for coordinating, regionally 
and nationally, the services they of- 
fer. Thus the Blue Cross Commis- 
sion of the American Hospital Asso- 
ciation in Chicago is the central 
clearing agency for all the BC plans 
in such matters as transfer of 
memberships incident to changes of 
residence. Blue Shield Medical Care 
Plans, Inc., also in Chicago, func- 
tions similarly. 


Blue Cross Benefits 


Here, of course, is the point at 
which interest focuses: “What will 
the plans do for me?” 

The answer, obviously, depends on 
your type of contract and its sched- 
ule of benefits. Two kinds of Blue 
Cross arrangements are in widest 
use: (1) for one person; (2) for 
the family. The latter usually covers 
subscriber, wife and any number of 
dependent children under 18. Some 
plans offer a “sponsored dependent” 
certificate covering other persons in 
the subscriber’s home. At one time, 
also, two-person membership was 
rather popular. 

Although, as has been pointed 
out, there are differences in the 
plans, Blue Cross coverage seems 
fairly well standardized. Associated 
Hospital Service of New York, for 
example, advertises that it “covers 
you in full for the services in your 
contract in semi-private rooms at 
member hospitals. And, in semi- 
private or private room, it gives you 
full coverage for expensive hospital 
extras . . . charges for operating 
room, drugs, medicines and so forth 
. . . This paid-in-full protection ex- 
tends for 21 days. Less than 8% 
of Blue Cross subscribers stay 
longer. When they do, New York’s 
Blue Cross extends 50% of benefits 
for another 180 days. And only one 
subscriber in 10,000 stays beyond 
that period. 

“To keep rates low,” continues 
New York’s BC, “this is what Blue 
Cross does not do. It does not con- 
tract to pay in full for private 
rooms. If you go into a private 
room, Blue Cross does give you 
coverage on expensive hospital ex- 
tras, like laboratory and drugs, and 
a cash allowance for part of your 
room and board.” 

In 92% of cases at member hos- 
pitals, says New York’s BC, “where 

(CONTINUED ON PAGE 132) 
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2 BIG REASONS 


why more than 2,200 banks all over the nation are using 
Manufacturers Trust correspondent bank services 


GROUP LIFE INSURANCE PLAN in which more than 600 of Manufacturers Trust 
Company’s correspondent banks now participate. This plan is primarily designed 
for smaller banks which might not otherwise be able to obtain group life insur- 
ance directly because they lack the required minimum number of employees. 


RETIREMENT PROGRAM for officers and employees of Manufacturers Trust 
Company’s correspondent banks. This plan enables any bank, no matter how 
© few its employees, to set up its own individual pension plan. 


For booklets on these plans, write to Mr. E. J. Nicholas, Vice-President i 


Manufacturers Trust Company 


Head Office: 55 Broad Street, New York 15, N. Y. 


Member Federal Deposit Insurance Corporation 
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Australia 


from 
a business 
point of view 


This booklet will assist anyone 
contemplating establishing a 
business in Australia, whether it 
is a small retail business or a 
large manufacturing company. 


Written with the authority of Australia’s oldest and largest 
joint-stock bank, it ofters those who wish to start a new enterprise in 
that young but growing country a short account of the framework of 
business organization throughout the Commonwealth of Australia. It 
also affords some knowledge of the problems and conditions which 
would be met. . 


If you have customers interested in establishing a business in 
Australia, you may obtain free copies of this book from: 


BANK OF NEW SOUTH WALES 


BRITISH & FOREIGN DEPARTMENT, SYDNEY, AUSTRALIA 
John W. McEwen, Manager 


THIS MACHINE PERFORMS 
‘or 10 MAILING OPERATIONS 


... automatically! 


INSERTING & MAILING MACHINE 


GATHERS ENCLOSURES 
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and here the 7 out of 10 
Addressing @ METERING 
Folding * POSTAGE OR 

@ GATHERING PRINTING 

@ STUFFING @ COUNTING 

@ MOISTENING @ STACKING 


@ SEALING 


80% SAVINGS... 


SMALL MASS MAILERS BENEFIT TOO! 


Bundling & Tying 


Large and small mailings gain 
efficiency, speed with automatic 
function. Inserting & Mailing 
Machine performs a wide variety 
of operations in continuous se- 
quence. One operator replaces 


dozens of clerks. Users report 
over 80% savings... use the 
mails more at less cost. One 
mailer reports his machine will 
pay for itself in 3 years, when 
used only 514 hours per month! 


Send today for the booklet, “Wider Horizons with Mechanized Mailing,” 
or the amazing case history, “How Small Can a Mailer Be?” 


INSERTING AND MAILING MACHINE CO. 


PHILLIPSBURG, NEW JERSEY 


INSERTS INTO ENVELOPE 


SEALS ENVELOPE 


PRINTS POSTAGE INDICIA 


COUNTS & STACKS 


(CONTINUED FROM PAGE 130) 
maternity and private room are not 
involved, Blue Cross covers sub- 
scribers’ hospital bills in full.” 


Blue Shield Benefits 


Here, there are three main types 
of coverage: service - benefit con- 
tract, straight indemnity contract, 
and a combination of the two. 

Under the first the subscriber is 
entitled to surgical or medical serv- 
ices included in the agreement. He 
gets no bill from his physician, who 
accepts in full payment the fees set 
by the plan. 

The holder of a straight indem- 
nity contract receives cash or credit, 
in specified amounts, toward pay- 
ment of the fee. The doctor may 
charge the patient more than these 
amounts. 

The combination plan is the most 
popular Blue Shield arrangement. 
Here the subscriber whose annual 
income is under a certain amount 
(say $4,000) gets “service benefits,” 
while the subscriber in the higher 
brackets is allowed specified credits 
toward the doctor’s or surgeon’s 
total bill. The contract lists a num- 
ber of the commonest operative pro- 
cedures, with the amount Blue 
Shield pays for each. It also states, 
for the benefit of those who have 
the service, the amount Shield will 
allow on each visit to or by the 
doctor. 


Again: "Know Your Contract" 


Admittedly, this has been a cur- 
sory survey of services which have 
changed considerably in recent 
years and doubtless will undergo 
further changes. Their evolution is 
a good reason for repeating the re- 
minder that is the title of this 
story: 

“Know your health insurance!” 


Banks and Blue Cross 


If your bank is interested in 
forming a group for Blue Cross 
enrolment, information, includ- 
ing the address of the plan that 
may be serving your area, is ob- 
tainable from the Blue Cross 
Commission of the American 
Hospital Association, 425 North 
Michigan Avenue, Chicago 11, 
Ill. Blue Shield Medical Care 
Plans, Inc., national association 
for that service, is at the same 
address. 
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Only STEEL can do so many jobs so well 


Fresh Air Design. That startling building is a parking 
garage. The walls are made from over 11 miles of USS 
Stainless Steel strand, held tight under 1000 lbs. tension 
with American Quality Springs. The strand prevents cars 
from rolling overboard, and makes this garage one of the 
most beautiful buildings in Chicago. 


Hot Pickles. Those bottled pickles are taking their last 
ride on a USS Cyclone flat wire conveyor belt. Notice the 
open mesh that allows heat and steam to escape. Cyclone 
makes all types of conveyor belts, including types that can 
actually curve and go around sharp corners. 


Tomorrow's Sirloin Steak needs a square meal today. In 
the South, many farmers treat their pastures with USS 
Basic Slag—a high phosphorus, high-lime by-product of 
U.S. Steel’s southern steel-making process. Basic Slag en- 
courages the growth of thick, rich pasture grass. 


Portable Steam. It’s actually a steam radiator, but you 
can move it to any room and plug it into any wall socket 
for fast, even fume-free heat. The radiator is made entirely 
from USS Steel. As a result, the unit is light and strong; and 
it heats up 4 times faster than a comparable heavyweight 


This trade-mark is your guide to quality steel 


SEE THE UNITED STATES STEEL HOUR. ! 
It’s a full-hour TV program presented every 

other week by United States Steel. Consult 

your local newspaper for time and station. 


For further information on any product mentioned in this advertisement, write United States Steel, 525 William Penn Place, Pittsburgh 30, Pa. 


AMERICAN BRIDGE . . AMERICAN STEEL & WIRE and CYCLONE FENCE . . COLUMBIA-GENEVA STEEL . . CONSOLIDATED WESTERN STEEL . . GERRARD STEEL STRAPPING . . NATIONAL TUBE 
OIL WELL SUPPLY . . TENNESSEE COAL & IRON . . UNITED STATES STEEL PRODUCTS . . UNITED STATES STEEL SUPPLY . . Divisions of UNITED STATES STEEL CORPORATION, PITTSBURGH 
UNITED STATES STEEL HOMES, INC. + UNION SUPPLY COMPANY + UNITED STATES STEEL EXPORT COMPANY ° UNIVERSAL ATLAS CEMENT COMPANY 5-469 
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Government Bonds 


(CONTINUED FROM PAGE 61) 
offering at almost a 1.70% basis. 
Two percent for 15 months was ob- 
viously regarded as no bargain. 

It was at this point that the Open 
Market Committee lent a helping 
hand to the Treasury. 


OMC Stirred to Action 


For eight weeks to April 27 there 
had been no change in the Federal 
Reserve’s portfolio of Government 
securities, other than a few minor 


ins and outs of repurchase agree- 
ments. In the following week, how- 
ever, the continued failure of the 
new 2% notes to get a bid of 100 
and the restricted money position 
of the member banks made it quite 
clear that help was needed if siz- 
able attrition on the roll-over was 
to be avoided. 

Hence the addition of $178,000,- 
000 of Treasury bills to the port- 
folio in the week ending May 4 was 
welcome news, especially as pur- 
chases continued for a couple of 
days more to show up in the follow- 
ing week’s total. It was also cred- 


Informed 
and helpful 


service for 


banks 


Bonds 
Notes 
Debentures 
Equipment Trust 
Certificates 


Exclusively 
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Since its founding near the turn of the century, 
this firm has been identified with the original 
underwriting and distribution of debt ‘obligations 
for representative borrowers in virtually every 
major field and*locality in the country, while still 
confining itself to the offerings of well established 


communities and’ corporations. 


We make available to bank investment officers an 
exceptional diversity of public utility, railroad, 
industrial and tax-exempt securities, together with 
helpful knowledge and service based on our long 


experience in this field. 


Your inquiry is invited. Send without obligation 


for our latest list of select offerings. 


HALSEY, STUART & CO. Inc. 


123 SOUTH LA SALLE STREET, CHICAGO 90 « 35 WALL STREET, NEW YORK 5 


AND OTHER PRINCIPAL CITIES 


ibly rumored that some other early 
maturing obligations were picked up 
for Treasury investment accounts. 

Payment for the new 2% notes 
by credit to Treasury tax and loan 
accounts at the banks on May 17 
would have the effect of increasing 
their reserve requirements. With- 
out action by the Open Market Com- 
mittee the banks might have been 
forced to sell other securities to 
meet their needs. Until the Open 
Market Committee took action on 
the date the books closed for cash 
subscriptions, there was a pretty 
general feeling that the total of 
cash subscriptions might not be 


| much above the amount offered. 


Treasury Bills Reach Nearly 
To Rediscount Rate 


The sale of Treasury bills in mid- 


| April at an average cost of nearly 


1.70% marked the continuance of 
the restriction of member bank re- 
serve positions. Subsequently the 
rate declined slightly but “free’’ re- 
serves seldom made their appear- 
ance. 

New demand for bills came when 
the terms of the new Treasury of- 
fering were announced. Apparently 
maturing certificates were 
being sold and replaced with bills 
by those who did not want the new 
2% notes. 

By early May the bills had sold 
down to about a 1.50% basis. How- 
ever, as there is little reason for 
expecting that money conditions 


| wil get any easier, it seems prob- 


able that for the present at least 
the rate for bills will remain around 
a 1.625% basis. 


WEHER 


| “Couldn’t you use quicksand? We'd 


like to move in by the first?” 
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News for Country Bankers 


(CONTINUED FROM PAGE 81) 


the surplus and reserves in the 
banks should either be retired or 
replaced with cooperative ’ capital. 
Another suggested change in the 
proposed legislation would require 
the banks to reimburse the Govern- 
| ment for the cost of money invested 


by the Government— instead of the 
indefinite payments in the form of 
franchise taxes out of earnings. 

, At press time, hearings on these 

measures had been scheduled for 
the third week of May before both 
the Senate and House Agricultural 
Committees. 

Bankers representing the A.B.A. 
at these hearings were to be R. N. 
Downie, president, Fidelity State 
Bank, Garden City, Kans., and 
George H. Stebbins, president, Sims- 
bury (Conn.) Bank & Trust Co., 
chairman and vice-chairman, re- 
spectively, of the A.B.A. Subcom- 
mittee on Agricultural Credit. No 
advice has been received of hear- 
ings having been scheduled on the 
bills mentioned in paragraphs 2 
and 3. 

(2) S.35 (and other identical 
bills) which seeks to revive the 
Land Bank Commission type of loan 
formerly made by the Farm Credit 
Administration. The A.B.A. is on 
record as being opposed to the en- 
actment of this legislation in view 
of the financial assistance already 
provided for farmers in the drought- 
stricken areas and the absence of 
any general emergency situation. 

(3) H.R.670 which would au- 
thorize special relief to farmer- 
debtors as a permanent part of the 
National Bankruptcy Act. The 
A.B.A. has taken the position that 
no additional legislation is needed 
as protection is already afforded to 
farmers under Chapter 12 of the 
Bankruptcy Act. Further, in any 
legislation containing a moratorium, 
a definite limit should be provided 
as to the period which the morato- 
rium is to cover and, in determining 
rental payments by the farmer- 
debtor, unsecured as well as se- 
cured creditors should have the 
right to object, whether such rental 
is on unencumbered or encumbered 
property. 

(4) §.23 and H.R.1831 (and 
other identical bills) which are de- 


signed to relieve purchasers of | 
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SPEED POSTING — 


ONE OF SIX fe Fesute ARRANGEMENTS 
WITH WHICH BANKS ARE OBTAINING 


MAXIMUM POSTING 
AND PROVING 
EFFICIENCY... 


| 
| 


WORK SPACE 


The arrangement shown at left requires 
approximately 101% square feet for 
the average machine and desk. Addi- 
tional free space required provides a 
complete work station in only 20 square 
feet. Other benefits you receive are 
Fire Protective Point-of-Use Storage, 
Increased Efficiency, and Greatly Im- 
proved Morale. 


AWA... REGARDLESS OF THE POSTING | 
PLAN You USE... fe Febute 
HAS AN ARRANGEMENT THAT 
WILL WORK BEST FOR YOU! 


WRITE FOR OTHER ARRANGEMENTS AND COMPLETE INFORMATION: 


32- age 


WITH HANDY 
FLOOR PLAN KIT 


CEDAR RAPIDS, IOWA 


| would like your brochure 
“Getting the Most From 
Modern Bank Posting Equipment." 


Febwee 
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CITY STATE__ 
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A Treasury of Banking Information 
for Officers, Directors, Employees! 


“PRESENT DAY BANKING’ 


No book published in recent years provides you 
with such a diversified wealth of banking informa- 
tion and ideas as does the 1955 edition of Present 


Day Banking. 


Volume is a condensation of theses written 
by banker-students of The Graduate School 
of Banking and accepted for the libraries 
of the American Bankers Association, 
Rutgers University, and The Graduate 
School of Business Administration at 
Harvard University. 


Cover size 6" x 9" 
552 pages, cloth bound 
$6.00 in USA, $6.50 elsewhere 


| 


Please send us, carrying charges prepaid: 


($6.50 elsewhere) 


will send us a refund in the full amount. 
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Makes a wonderful gift for your 
favorite school, college or uni- 


versity. 


SOME OF THE SUBJECTS IN 
THE 1955 EDITION 


Salesmanship, instalment credit collection, 
trust department records, punched card 
accounting, cooperation in banking, bank 
credit and the business cycle, church loans, 
accounts receivable financing, the open- 
end mortgage, deferred profit-sharing 
plans, bank financing of small loan com- 
panies, turnpike bonds as trust invest- 
ments, school authority revenue bonds, 
foreign exchange, instalment financing of 
medical and dental fees, problems of 
executors, financing pension plans, inter- 
bank relations in financing agriculture, 
oil interests in estates and trusts, sponsor- 
ing a Junior Achievement bank, savings 
banking, budgetary control for savings 
banks, automobile financing, community 
meeting rooms as a bank service . . . 


and many, many more. 


copies PRESENT DAY BANKING 1955 @ $6.00 a copy in the U. S. A. 


It is understood that if we are not completely satisfied we may return the book within 
seven days and the charges will be canceled. 


We enclose a check [] or you may bill us [J 


NOTE—In New York City 3% extra for Sales Tax. 


If we have already made payment you 


BANKING, 12 East 36th Street, New York 16, N. Y. 


fungible goods (such as grain) con- 
verted by warehousemen from lia- 
bility for claims of the CCC. The 
A.B.A. submitted a statement in 
support of this legislation; the 
House Committee has favorably re- 
ported H.R. 1831. 


Oregon's Forestry Tour 


HE 1955 forestry tour of the 

Oregon Bankers Association was 
held on May 6. It stressed the eco- 
nomic importance to the farmer of 
modern woodlot management, cut- 
ting, and marketing during visits to 
Clackamas County farms to observe 
these essential operations. 

The OBA sponsors a statewide 
program of forestry groups. The 
general principles of private for- 
estry management studied during 
the tour are applicable in any area 
of the state. 


Puerto Ricans Support 4-H 


NNOUNCEMENT that nine Puerto 
Rican banks (two of them are 
U. S. bank branches) have con- 
tributed $750 in a campaign to se- 
cure bank contributions to the work 
of The National 4-H Club Founda- 
tion has been made by Angel A. 
Sanz, Foundation state chairman 
and president, Banco Credito Y 
Ahorro Ponceno, Ponce. Puerto Rico 
has 23,000 4-H Club members. 


Forestry’s 50th Birthday 


U. S. Forest Service, created 
on February 1, 1905 during the 
Presidency of Theodore Roosevelt, 
is celebrating its golden anniversary 
in 1955. 

President Roosevelt, an ardent ad- 
vocate of conservation, appointed 
Gifford Pinchot, the first native 
American to obtain professional 
training in forestry, as chief of the 
Service. It is an agency of the U. S. 
Department of Agriculture. 


BANKING 


| 
| t 
i 
| 
| 
| 
| 
| 
| 
| 
| 
| 
— 
PATER 
\ 


Many bankers who work closely 
with Forest Service personnel at- 
test to the fact that it is perform- 
ing an invaluable service. 

Very recently the Division of State 
and Private Forestry and the Di- 
vision of Information and Education 
of the U. S. Forest Service, North 
Central Region, cooperated with The 
Veneer Association and the Amer- 
ican Walnut Manufacturers Associ- 
ation* in the production of For- 
gotten Acres, a beautifully illus- 
trated three-color publication de- 
signed as a guide in woodlot man- 
agement. 


*666 N. Lake Shore Drive 
Chicago 11, Ill. 


Soil Stewardship Services 


HE National Association of Soil 

Conservation Districts of League 
City, Texas, sponsored special soil 
stewardship services as a part of 
Rural Life Sunday on May 15, ob- 
served for many years by numerous 
church denominations. In other 
communities it was a part of Soul 
and Rogation Sundays. 

For the past several months, 
farmers and ranchers who serve as 
volunteer officials of the districts 
have been arranging with their local 
church leaders for soil stewardship 
services. Booklet published by the 
NASCD containing excerpts from 
soil stewardship sermons delivered 
in the past, text suggestions, and 
other material useful to local min- 
isters, were sent to some 50,000 
church leaders in the nation. 


Farm Department Promotion 


T the time it introduced its farm 
service department three years 
ago, The Bank of Montross, Inc., 
Montross, Va., published its decision 
in a newspaper advertisement in the 
form of a letter over the signature 
of President J. O. Sanford. The bank 
also published “Questions and An- 
swers on the Farm Service Depart- 
ment’’—a small promotion booklet 
containing the answers to these 
questions: 

“What is the bank’s farm service 
department ?”; “What is an outside 
farm representative ?’’; should 
the bank establish an outside-the- 
bank farm program?”; “Will the 
bank’s outside farm representative 
tell me how to run my farm?”’; “How 
then does the bank hope to increase 
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youll find 
it hard to 
believe your 


finger tips! 


THE ALL-NEw Smith-Corona 


 Cighty - Cight"" secretariat 


gives you feather-light touch. . . 
effortless speed... smooth and responsive action! 


You'll love it because it gets you through the busiest 
day in a breeze. What’s more, your boss will appreciate the 
clean, clear “write” of every report he dictates, every letter he signs. 
The all-new Smith-Corona “Eighty-Eight” 
gives you Instant-Set Margins, amazing Page Gage, 
two added keys (four added characters) and 
many, many other features, new and exclusive, 
to speed up your work, and take the toil out 
of typing, cut down on re-writes. 
Ten minutes in your office will convince you 
and your boss that Smith-Corona has everything 
you’ve been looking for in an office typewriter. 


See and try it in your own office... 


For very special correspondence, 
see the crisp, clean ‘‘write’’ of 
this new Carbon-Ribbon 
typewriter! 


Call any Smith-Corona 
Full-Line Dealer or 
Branch Office (see your 
Classified Telephone Directory) 


Smith-Corona Inc Syracuse 1 N Y Factories also in Toronto, Brussels and Johannesburg 
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the agricultural income in this com- 
munity ?”’; “Is farm business some- 
thing new to banks ?’’; “Is the bank’s 
farm service department interested 
only in lending money?”; “Is the 
bank’s farm service department in- 
terested in farm groups as well as 
the individual?”’; and “Is the farm 
service department designed for cus- 
tomers of the bank only?” 

Ashby R. Carter, cashier and farm 
representative of the Montross bank, 
reports that ‘although we still do 
not have a full-time farm represen- 
tative, we have gained a lot of favor 
among the farm people in this area. 
We are completely sold on the farm 
service department idea and will con- 
tinue to expand it as rapidly as we 
possibly can.” 


Family Farm-Transfer Aid 


HE Arkansas Valley Bank of 
Pueblo, Colo., recently took note 
of some figures made public by Dr. 


Earl Butz, Assistant Secretary of 
Agriculture, on the amount of cap- 
ital invested in U. S. farms by ad- 
dressing a letter to customers em- 
phasizing the importance of plan- 
ning family farm transfers before 
the decease of the head of the fam- 
ily. Dr. Butz stated that the aver- 
age investment in a U. S. farm unit 
(land, machinery, and livestock) is 
$87,000 and that it takes $50,000 
invested in that unit to give a job 
to one man. 

“One of the resulting financial 
problems facing the youth who de- 
sires to carry on the farm or ranch 
after his parents’ death is that of 
raising the necessary funds to buy 
out the other heirs and pay the cost 
of administration and estate taxes,” 
said Assistant Vice-president Don 
Foster. “Sometimes if there is not 
sufficient cash to pay taxes and ex- 
penses the farm or ranch must be 
sold at a sacrifice to strangers to 
raise these funds. 


Our 65” year 


SERVING SOUTHERN CALIFORNIA 
COMMERCE AND INDUSTRY 


CITIZENS NATIONAL 


TRUST AND SAVINGS 


BANK 


OF LOS ANGELES 


Established 
1890 


imitation leather or plastic 


HEAD OFFICE: 5th & Spring Streets 

36 Convenient Branch Offices 

Member Federal Reserve System 
Member Federal Deposit Insurance Corp. 


commercial passbooks and 
pocket check cases 


EDUCATIONAL 
THRIFT SERVICE 


22 PARK PLACE. NEW YORK 7,N.Y. 


“In Colorado this problem can be 
reduced by use of a ‘purchase and 
sale’ agreement between the farmer 
or rancher and his children. The use 
of a ‘will’ and insurance is often the 
means of avoiding the same diffi- 
culties. In a will or purchase and 
sale agreement, or both, provision 
can be made for the just treatment 
of all children. 

“The Arkansas Valley Bank feels 
that it is more than just a place of 
business; it is the financial adviser 
of its customers. Therefore, we want 
to be of help in these matters and 
we will be happy to work with you 
and your attorney.” 


Insured Loan Appointments 


oO keep pace with the rapidly ex- 

panding insured farm loan pro- 
gram of the Farmers Home Admin- 
istration, Administrator R. B. Mc- 
Leaish has added a banker and a 
business executive to his Washing- 
ton staff. 

The men are Dale Hammond 
Smith, formerly executive vice-presi- 
dent of the Tipton (Iowa) State 
Bank, and Edward H. Steinberg, 
business executive of Hyattsville, 
Md. 

Mr. Smith, for the past 19 years 
with the Tipton bank, was gradu- 
ated from the University of Minne- 
sota in 1936 where he specialized in 
banking. He also graduated from 
the Central States School of Bank- 
ing at the University of Wisconsin. 
From 1942 to 1946 he was an officer 
in the finance department of the 
U.S. Army. 

Mr. Steinberg graduated from the 
College of Business and Public Ad- 
ministration in the University of 
Maryland and served in the U. S. 
Air Force from 1943 to 1946. He 
has had a wide variety of executive 
experience in the Washington offices 
of professional and trade associa- 
tions, insurance companies, and busi- 
ness firms. 


Sometimes we think a good many 
politicians are close to bankruptcy. 


Many college youngsters work 
their way through college by writing 
short stories to father. 


Little girls like to dress like their 
mothers, but when they get older 
they like to dress like their little 
girls. 
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Operating Procedures 


(CONTINUED FROM PAGE 44) 
used to reduce interest income? Is 
interest always receivable in proof? 

Service charges on checking ac- 
counts. Are charges properly com- 
puted from an approved schedule? 
Are all customers treated fairly and 
equally? Are charges proved and 
are totals properly credited? 

Other service charges. Since the 
charges on such items as savings, 
Savings Bonds redeemed, return 
checks, etc., arise from activity, are 
adequate records maintained so that 
activity can be checked? Are 
charges credited to income ac- 
counts ? 

Exchanges. Are proper notations 
made of amounts collected? Its ac- 
tivity at least test-checked to assure 
that all charges are collected? Are 
total charges tied in to amount 
credited to income? 

Safe deposit rentals. Are boxes 
properly priced? Is there a good 
historical record of payments? Are 
rental collections properly credited? 
Can a proof of unearned rent be 
taken from the records? Are box 
vacancies verified periodically? 


American Trust Company, Charlotte, 
N. C., now has the Southeast’s first direct 
airmail field-to-bank pickup. In the pic- 
ture Senior Vice-president C. B. Camp- 
bell receives the initial delivery from 
Superintendent J. C. Witherspoon, while 
W. J. Dane, airlines station manager, 
watches 


Trust department. Is there an 
established schedule of fees and is 
it followed in all accounts? Are fees 
computed, charged to accounts and 


credited to income properly? Are 
there fees for extraordinary serv- 
ices? 


Expense 


Salaries and wages. Are salaries 
paid by check? Are amounts prop- 
erly authorized? Is each payroll 
proved and tied in to the charge to 
the salary account? Are adequate 
receipts and disbursements records 
maintained on withheld accounts? 

Operating expenses. Are all bills 
paid properly recorded and in- 
spected? Are prices in line? Are 
charges to expense accounts prop- 
erly authorized? Are items paid for 
actually received? Are there con- 
trols to prevent diversion of sup- 
plies, etc.? Are charges to expense 
accounts proved to actual expense? 

Savings interest. Are calculations 
made or recomputed by other than 
savings personnel? Are charges to 
interest account tied into actual 
credits to savings accounts? Are 
adjustments verified? Is the actual 
rate paid lower than the advertised 
rate and does it coincide with pre- 
vious periods? 

Other interest. Is it properly com- 

(CONTINUED ON PAGE 141) 


WHY Our Protected Loan 


Plan Offers You MORE .. . 


Banks which offer their customers Credit Life Insurance, as created by 


our Society, not only give their customers the finest in Protected Loan 


Plans . . . but these banks enjoy a constantly growing volume, because 


of the year ‘round help we provide to aid them in build- 


ing business in every department. 


Every month we supply our customer banks with tried and 
tested promotion ideas through our BUSINESS BUILDER. 
If you would like a copy of the current issue, without 
obligation, send for it now. 


BANKERS SECURITY LIFE 
INSURANCE SOCIETY 


103 Park Avenue, New York 17, N. Y. 


ARTHUR J. MORRIS GEORGE OLMSTED 
Chairman of the Board President 
the Board 
W. L. COBB HAROLD R. SWEET 
Executive Vice President 
Vice President 


HARRY O'BRIEN 
Vice President and 
Treasurer 
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FRANK J. SCOTT 
residen Vice Chairman of 


THIS COUPON 


BANKERS SECURITY LIFE INSURANCE SOCIETY 
103 Park Avenue, New York 17, N. Y. 


Please send us complete information about your Pro- 
tected Loan Plan. 
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» CENTURIES ago Voltaire said, “He who 
makes two blades of grass grow in place of 
one renders a service to the State.” The job 
of Standard Oil Company (New Jersey) and 
its affiliates is something like that — to pro- 
duce oil where none was produced before and, 
by so doing, to create wealth for everybody. 


How well have we been doing this job? 
Our Annual Report for 1954, which has just 
been sent to the 300,000 shareholders who 


own Jersey Standard, tells about it. 


It tells how wealth was created by extend- 
ing known oil fields . .. And by discovery of 
new ones . . . By converting crude oil, itself 
of little value, into hundreds of useful prod- 
ucts . .. By moving petroleum products from 
where they were made to where they were 
needed. 


All these things helped the people and 
strengthened the nations where we do 
business. 


Some highlights of these activities, drawn 
from the Annual Report, are set forth here 
as a matter of public information. 


1. During 1954, the free world used 
more oil than ever before. And oil is 
energy, which is basic to the world’s 
progress. 


2. To meet these needs, our affiliates 
produced and refined more oil than 
ever before in the Company’s history. 
But additions to oil reserves were 
greater than the oil used. 


3. We had vigorous competition every- 
where. There is nothing like competi- 
tion to bring you better products and 
service. 


4. 1954 was our top year in sales, 
earnings, and dividends paid to owners. 


5. During the year, we spent 764 mil- 
lion dollars for new equipment and 
for exploration. Since World War II, 
we have spent 5 billion dollars for the 
means to meet your future oil needs. 


6. Research was productive. Our re- 
search affiliate obtained more patents 
on products and processes than any 
other oil company. In. Linden, N. J., 
the first atomic laboratory in the oil 
industry is being built to study the uses 
of radiation in oil refining. 


7. Current developments in atomic 
energy will mean greater availability 
of electric power: increased mechan- 
ization, expanded industry, and greater 
use of petroleum products. The oil 
business will gain, and you will have 
the benefits of both kinds of energy. 


8. We played an important part in 
arranging to return Iran’s oil to world 
markets. 


9. A world’s safety record for major 
refineries was set by Esso employees 
at Baton Rouge, La....7,911,769 man- 
hours with no disabling injury. This 
passed the previous record by more 
than a million man-hours. 


10. We have long supported education 
through our taxes. We have also felt 
an obligation to aid privately supported 
colleges and universities, which are an 
important source of new employees 
and of informed citizens. During 1954, 
we contributed about a million dollars 
to such institutions. 


If you wish a copy of the full Report 
for 1954, write to Standard Oil Com- 
pany (New Jersey), Room 1626, 30 
Rockefeller Plaza, New York 20, N.Y. 


STANDARD OIL COMPANY (NEW JERSEY) 


AND AFFILIATED COMPANIES 
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(CONTINUED FROM PAGE 139) 
puted and disbursed on certificates 
of deposit? Is interest paid on pub- 
lic funds in agreement with con- 
tracts? Is interest paid on bills pay- 
able correctly computed? Are proper 
interest expense accounts charged 
in each case? 

Taxes. Except for set real estate 
taxes, all tax returns should be pre- 
pared by experts. It’s preferable to 
train for this purpose someone con- 
nected with the control function. 


Statement Loans 


N making statement loans it’s nec- 

essary not only to know the bor- 
rower but to get the factual back- 
ground provided by current, past 
and perhaps estimated future fig- 
ures, said Edwin H. Keep, executive 
vice - president, FIRST NATIONAL 
BANK, Meadville, Pa., in a talk to 
the Pennsylvania Bankers Associa- 
tion’s lending conference at Pitts- 
burgh. 

The purpose of statements, as Mr. 
Keep sees it, is to forecast the bor- 
rower’s future paying ability by 
considering his past record. Banks 
need the public accountant’s help in 
getting accurate information. 

“Generally speaking,’ he said, “it 
is the small borrower who must be 
educated, first, to hire an accountant 
and have his work done profes- 
sionally, and second, to get unquali- 
fied reports. For the most part we 
find that as the size of the credit 
line increases the problem decreases, 
for generally in the larger busi- 
nesses annual examinations of ade- 
quate scope are being made regu- 
larly because managements are 
aware of the necessity of supplying 
the banker with detailed informa- 
tion. 

“Remember, after the loan is on 
our books constant servicing is re- 
quired so that our need for state- 
ments goes right on. In fact, they 
may even become more important, 
so we must continue to look behind 
the figures for signals. Who could 
help us better in this problem than 
the accountant?” 


Loans and Public Relations 
| Dale Brown, assistant vice- 
president, The National City 
Bank of Cleveland, the PBA’s lend- 
ing conference got some pointers on 
the public relations of loans: 
“The loan officer should do his 
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More Banks Collect Time Payments with 
ALLISON COUPON BOOKS than All Other 


Allison’s Time Payment 


V/ EFFECTIVENESS V EFFICIENCY V ECONOMY 


Improvements as high Mail payments in- The cost of the book 
as 30% inpromptand creased 50%. Posting plus fill-in plus postage 
complete payments simplified.Receiving _ is less than 1% of the 
have been developed. service upped 2 to 1. average cost per loan. 


Mi Get complete information about the coupon plan 
that is preferred by banks. Avoid the endless detail 
and accumulating expenses that are found in other 
time payment plans. Allison Coupon Books can make 
a tremendous difference in the amount and consistency 
of your profits. Write for full details. 


ALLISON COUPON COMPANY, INC. 


P.O. BOX 102 + INDIANAPOLIS 6, INDIANA 


An Investment 
in Efficiency 
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BANCO DE BOGOTA 


Oldest established and largest Bank in Colombia 
MARTIN DEL CORRAL, PRESIDENT 


@ Special attention to collections 


@ Accurate and dependable credit 
information service 


TOTAL ASSETS: 
More than $ 463 Million Pesos 
(Aproximately US.$186.000.000 ) 
TOTAL COLOMBIAN FOREIGN BUSINESS: 
Imports Exports 


1953: US. $ 488.661.051 US. $531.452.635 
1954: US. $ 650.626.000 US. $ 656.359.000 


BANCO DE BOGOTA 


ESTABLISHED 1870 ® BOGOTA, COLOMBIA S.A. 


91 BRANCHES 
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Prospectus on request: 


Scudder 
Stevens 

& Clark 
Fund, Inc. 


10 Post Office Square 
Boston 9, Massachusetts 


One Wall Street 
New York 5, New York 


117 South 17th Street 

Philadelphia 3, Pa. 
ESTABLISHED 
IN 1928 8 So. Michigan Avenue 


Chicago 3, Illinois 


best to get the point of view of the 
applicant, and be sympathetic with 
that view. This attitude makes for 
good public relations. Let the ap- 
plicant talk himself out, even if he 
apparently takes too long a time to 
do so, because at that moment the 
most important thing on his mind is 
convincing the bank of his need. He 
must feel that he has had his day in 
court.” 


| Money Container Speeds 


Drive-in Service 


BANK OF DETROIT re- 
ports that it is now using a 


new pocket- or purse-sized container 
| for quick return of currency, coin, 


and other items at drive-ins. Called 
“Bankit” the heavy paper folder 
was developed jointly by the bank 


| and Ardmore Business Promotion 
| Company. 


It measures 67%” by 4” overall. 
The coin pocket is 334” x 4”, and has 


a 114” flap on its outside wall. The 


pocket is closed by folding the flap 
inward and downward into a “per- 


| sonal secretary” compartment. No 
| sealing is necessary. The container 
| fits in a pocket or purse without re- 
| moving the contents. 


A side opening in the compart- 


| ment permits quick, easy insertion 


of currency, checkbook, etc. 

On the front of the coin pocket 
is this message: “Thank You. Na- 
tional Bank of Detroit.” On the re- 
verse is bank advertising, changed 
every 100,000 units. 

The container, says the bank, 
“thas successfully answered the ques- 
tion of how to return currency, 
coin, and other items to drive-in 
banking customers quickly, neatly, 
and compactly.” There’s a patent 


pending. 


Pennsylvania Bankers Association has 
sent to the members a handy desk folder 
that tells at a glance when each officer 
and employee will be on vacation during 


| the summer months. Holidays are print- 
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Hemington. 


BETTER BUSINESS METHODS 
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The standard 5' length bank counter insiallation used at the Groton Bank & Trust Co., can be easily rearranged. 


Another Bank Turns to Remington Rand for Efficient 
Layout and Operating Equipment 


The Groton Bank & Trust Com- 
pany of Groton, Conn., made a 
complete survey of sources of 
equipment and furnishings for 
the banking field. As a result, 
Remington Rand was chosen to 
supply complete counter installa- 
tions, office furniture, insulated 
cabinets and ledger desks, and 


Point-Of-Use Protection 
For Security and Accessibility 


Signature and ledger cards are 
housed in a new style Safe- 
Ledger Desk of 4,000 account 
capacity, which gives protection 
against fire for two hours. (Circle 
SC642.) 

In addition, on one side of the 
Checking Account Bookkeeping 
Machine is the Safe-Ledger File 
for ledger cards, on the other side 
the Safe-Check File unit for fil- 
ing checks — both certified insu- 
lated equipment. 

Remington Rand also supplied 
Groton with many other types of 
filing and indexing equipment, 
for example, the Variadex index 
system for signature cards, cor- 
respondence and credit files. This 
system permits unlimited file ex- 
pansion without waste. 
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the most efficient index systems. 
Mr. Charles E. Kendall, Treas- 
urer, says “Remington Rand 
studied our requirements and 
made recommendations which we 
adopted. Our subsequent experi- 
ence has indicated that these 
recommendations were sound.” 
“The counter is of the standard 


The two executive desks in the fore- 
ground have an overhang, which makes 
them ideal for customer contacts. 


YOUR EQUIPMENT NEEDS 
Whether you are considering 
building a new office or branch, or 
remodeling your present facili- 
ties, we can undoubiedly be of 
some help. Remington Rand can 
supply standard equipment that 
can be adapted to the specific re- 
quirements of any bank. What- 
ever your needs, get our recom- 
mendations (no obligation). 


type, (Circle X1440) consisting 
of six, five-foot teller stations — 
three for the commercial tellers 
and one each for savings teller, 
note teller and miscellaneous use, 
respectively. We have already re- 
arranged these flexible and inter- 
changeable units and can easily 
do so again as often as neces- 
sary.” (For Groton Case History 
—Circle CH972). 


Room 1632, 315 Fourth Ave., New York 10 
Kindly send literature circled: 
CH972 X1440 SC642 
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Changing Farm Credit View 


(CONTINUED FROM PAGE 84) 


particular farmer had about $20,- 
000 invested in farm equipment. 
IN JAC K S O N V | L 5 E In the future farmers will be even 
more interested in such manage- 
FLORIDA ment practices which cut across 
individual enterprises. In addition 
. where the climate is unusually to equipment use, these include labor 
— with distribution, rotations, whole farm 
egrees on. u en ays a 
days a year. We have been serving ments. Actually, there may be fewer 
our State and Community for 78 years. | opportunities for loan repayments 
from added production per acre or 


per animal unit. 
As production per acre continues 
| to increase, the age-old question of 


NATIONAL BANK | what is the most profitable level of 


production becomes more important 
of Jacksonville than the highest physical production 
| of that commodity. Management 
practices which cross several enter- 
| prises are more difficult to appraise 
| and will require more of your and 
the farmer’s time. 


OLD SUPERSTITIONS Missionary Spirit vs. Facts 


and what they mean Soil Conservation That Pays: The 
public is well sold on soil conserva- 
believed witches kept black tion. So are bankers, farmers, and 
cats that became witches after professional agricultural workers. 


seven years’ service as Nevertheless, the stampede of the 
mascots. A black cat crossing 


one’s path, therefore, might past few years to get more and 
be a witch in disguise, better conservation has resulted in 
bringing bed luck. the missionary spirit getting a little 
Better protection than ahead of the economic facts relating 
avoiding black cats is to see 
that your customers have to conservation. Professional agri- 
either the Broad Form or cultural leaders and farmers still 
— orm on their have difficulty in presenting the 
banker with the information he 

needs on conservation practices; 
specifically, the annual cost of the 
next few years of adjusting a farm 


a tHe London & Lancashire to a better soil conservation base, 


a 
LONDON 8 GROUP and an estimated schedule of re- 


i "Gee THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. © ORIENT INSURANCE COM- payments as conservation begins to 


me PANY © LAW UNION & ROCK INSURANCE COMPANY, LID. © SAFEGUARD INSURANCE pay off 
COMPANY OF NEW YORK STANDARD MARINE INSURANCE COMPANY, LTD. : 
(Fire Depontment) © | LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA New Uses of Diverted Acres: 


Those who know little about farmers 
| often fail to realize that they are 
pretty ingenious folks. Bankers are 
not in this group. Regardless, keep 


dime and . your eyes open on new crops, par- 
Directors who read ticularly those that may enter your 


quarter savers, BANKING | area as a result of the diverted 


book-type, are better able to direct! | acreage program. Again, ask for 
printed in | cost figures and don’t spend too 
much time listening to old-timers 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


various colors who say that certain crops won’t 


Build New BUSINESS | produce today. You’ll be surprised 


and GOODWILL with 
at some of the new developments 
that will make them produce. 


American Bankers Association Bankers in the tobacco area of 
12 East 36th Street, New York 16, N. Y. (CONTINUED ON PAGE 146) 


BANKING 


Non 
CORE EEE BEE 
ES 
i 
SAMPLES AND PRICES ON REQUEST | 
144 


— 


How to solve 
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Burroughs Coupon-Ledger Plan 


The customer’s complete coupon book 
is created automatically as a by-product 
of prescheduling the loan ledger. Cou- 
pons and ledger bear identical infor- 
mation regarding each installment. 


Each installment coupon shows com- 
plete, legible information — account 
number, due date, amount of payment 
and balance before and after payment 
—reduces customer inquiries. 


Mailed-in payments have increased as 
much as’ 50% in some banking in- 
stances, because the customer has com- 
plete information, a durable coupon 
for mailing, a convenient record stub. 


THE BIG FIVE installme 


nt loan problems: 


Again, banking experience shows that 
the simultaneous prescheduling of 
ledger and coupons, plus more mailed- 
in payments and easier window trans- 
actions, enable tellers to handle a 25% 
to 50% volume increase. 


Each posting of a payment is auto- 
matically proved on the payment jour- 
nal. Amount of any error is printed, 
localized for quick correction. 


ond its all done on one 


Burroughs Sensimatic 


accounting machine 


Does the Burroughs Coupon-Ledger Plan 
solve your particular installment loan 
problems? Talk it over with our represent- 
ative, or write Burroughs Corporation, 
Detroit 32, Michigan. 


“Burroughs” and “Sensimatic” are trade-marks 


| WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 
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More than 


Intermountain West 


— 


In 1954 an estimated three million tourists 
visited the scenic wonders of Utah and 
the Intermountain area. This is big business. But 
more important are the thousands of people who 
have seen the economic future of our region and have 
chosen the West as their permanent home. 
At Continental Bank, we are vitally interested in 
helping n. ‘comers and new industries get 
off to a good start. That’s why we say, “When 
your clients have business in our area, 
let Continental Bank help you by helping them.” 


The Continental Bank 


and Trust Company 
OF SALT LAKE CITY 


MAIN OFFICE: 200 South Main Street 
CENTRAL BRANCH: 1575 South Main Street 


Growing with the Intermountain West 
Member Federal Reserve System © Member Federal Deposit Insurance Corporation 


(CONTINUED FROM PAGE 144) 
Kentucky may be interested to know 
that this year two farmers have 
acreage allotments for tobacco in 
Uvalde County, Texas. Bankers in 
Louisiana in the sugar cane area 
will be interested to know that one 
big producer in the upper Rio 
Grande Valley of Texas is getting 
ready to try sugar cane as an alter- 
native. Farmers in this and other 
areas are studying the possibilities 
of sesame; still others are consider- 
ing cut flowers. 


Mobile Assets 


More Mobile Assets for Agricul- 
ture: The farm plant in the future 
may have to be more flexible to meet 
changing market demands. Mobile 
structures are being developed. 
There are some which can be put 
up on a temporary basis and then 
taken down as needed. Others are 
set up so that they can be moved 
from place to place with the aid of 
a tractor. 

There is also the question of on- 
the-farm storage for feed grains 
versus commercial storage. Some 
years it will be profitable to store 
on the farm; in other years it won’t. 
Some farmers have the set-up and 
the know-how to make their plants 
flexible when it is profitable to do 
so; others don’t. Bankers have to 
find out which ones do. 

Less Emphasis on Land Pur- 
chases: It’s natural for a farmer to 
want to buy more land. A good 
many will do so to their advantage. 
As a result of the Social Security 
program a good many farmers over 
65 years old will be moving into 
town. Emphasize, also, the impor- 
tance of trying to find the most 
profitable use of the land, buildings, 
equipment, and other investment 
items the farmer now owns. A good 
many farms are underused. 

Young Farmers More Expert: 
With little ballyhoo, bankers over 
the country have assisted thousands 
of young men to get into the farm- 
ing business. The young man to- 
day who earnestly wants to farm is 
much better prepared and will ac- 
tually be a better risk, in my opin- 
ion, than his father was. School 
youngsters taking vocational agri- 
culture and doing 4-H Club work are 
far ahead of their predecessors in 
their readiness to farm. College 
graduates in agriculture are better 
trained, too. 

Give as much time as you can to 
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ARIZONA’S 
GONE 
FISSION! . 


Fort Huachuca (Army 
Electronic Proving 
Ground) has budgeted 
$900,000 — and is ask- 
ing for $16 million 
more — for permanent 
construction. 
Research pioneers such 
as Motorola, Douglas 

Aircraft, AiResearch, 
Hughes Aircraft, In- 
filco and Goodyear 
are already well estab- 
lished here. 


For facts & figures, write our Industrial 
Development Dept., Phoenix or Tucson. 


VALLEY 


NATIONAL 
BANK 


36 OFFICES 
SERVING ALL 
ARIZONA 
Home Office: PHOENIX 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


To get the 
true financial 
pucture 


@ Original cost is past 
tense — Replacement 
cost is present tense. 
Property records estab- 
lished and maintained 
by American Appraisal 
Service provide con-. 
trol on both bases. 


The AMERICAN 
APPRAISAL 


Company 


Over Fifty Years of Service 
OFFICES IN PRINCIPAL CITIES 
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deserving young men who have the 
know-how for practicing good hus- 
bandry, making sound farm man- 
agement decisions, and who want to 
live in the country. 


Reserves 


Available Reserves: Some finan- 
cial reserves which have been at a 
relatively high level are being used 
in making substantial additions to 
farm buildings and equipment. For 
the first few years farmers generally 
will pay little attention to deprecia- 
tion and incur little maintenance ex- 
pense. But in three or four years 
these items will become very real. 
Thus, encourage farmers to set aside 
more of their income for reserves. 

Shift to Animal Enterprises: The 
changing habits of consumers, 
largely as a result of the rising 
level of living, are tending toward 
greater consumption of livestock 
and livestock products such as beef, 


| milk, and poultry. Some fruits and 
| vegetables also are in greater de- 


mand. Here, as in other desirable 
shifts in production, bankers have 
a responsibility and an opportunity 
to help farmers make the proper 
land-use adjustments to fit avail- 
able markets. 


Family Priorities 

Priorities of the Farm Family: 
In the rush of mechanization of 
farm production, a good many 
people have overlooked the attend- 
ant mechanization of farm homes. 
Just as farmers have become used 
to farm tractors and would not go 
back to mules, neither would the 
farm wife and children turn from 
their gas or electric stove to wood- 
burning contrivances. 

Should a financial squeeze occur 
some farm families might have to 
consider sacrificing some of their 
conveniences. When I raised this 
question at a meeting, one farmer 
got up and said he and his wife 
had discussed this very thing. He 
said she had pointed out in no un- 
certain terms that in the event of 
hard times, he could just get off 
the tractor and start following a 
team again because she wasn’t go- 
ing to give up the electric lights, 
natural gas, and running water re- 
gardless of financial conditions. 

This reasoning, whether it is good 
or bad, is important to the banker 
in trying to make successful loans 
and in gauging those things farmers 
value highly. 


- @. 
Indoor and outdoor s 


dial clocks. Style 7500 


Revolving illuminated 
and name panel. Av 
with thermometer or c 


2-Faced translucent illam 
nated post clock and sig 
Also made for brack 
corner mounting, 2, 3 
4 faced. 


ELECTRIC TIME 
COMPANY, INC. 


Specialists in Clocks for Banks 


17 Union Street 


NATICK, MASS. 


AiR REDUCTION 


Company Incorporated 


152s CONSECUTIVE 


COMMON STOCK DIVIDEND 


The Board of Directors has declared a 
regular quarterly dividend of 35¢ per 
share on the Common Stock of the 
Company, payable on June 4, 1955 
to holders of record on May 18, 1955, 
and the fourteenth regular quar- 
terly dividend of $1.125 per share on 
the 4.50% Cumulative Preferred Stock, 
1951 Series, of the Company, payable on 
June 4, 1955 to holders of record on 
May 18, 1955. 


April 28, 1955. 
T. S. O’Brien, Secretary 
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urinext Board of Directors Meeting? 


YES! If your plans for a new banking 
office are at any stage from preliminary talks 
to architect's drawing board, you'll want these 
three, special full-color brochures at your next 
meeting. 


The first shows the famous development in 
vault door design that has become the almost 
universal symbol of the modern bank. It gives 
you an idea, too, of the diversity of magnif- 
icent and distinctive architrave treatments now 
available for your own installation — with this 
great Century Series Vault Door by Mosler. 


The second shows an ingenious new Day- 
Night Deposit Safe by Mosler that almost 
“talks.” 


And the third shows the new Mosler “Picture 
Window” for Drive-In Banking — a brand new 
concept, both in modern styling and in fully- 
automatic push button operation. 


Have your secretary mail the coupon below 
for this special material on new “bank of the 
future” equipment. We'll rush it to you in time 
for that meeting you have coming up. 


IF IT'S MOSLER ... IT'S SAFE 


% Mosler Safe ““ 


World's largest builders of safes and bank vaults .. . 
Mosler built the U.S. Gold Storage Vaults and the famous 
bank vaults that withstood the Atomic Bomb at Hiroshima 


The Mosler Safe Company, Dept. B-6 
320 Fifth Avenue, New York 1, N. Y. 
Please send me, free and without obligation, the three new full-color 


brochures which describe and illustrate Mosler’s latest developments 
for the “bank of the future.” 


NAME POSITION 


BANK 
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Cty ZONE STATE 
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A Man and His Money 


(CONTINUED FROM PAGE 63) 


tral bank should at times do things 
that may be unpopular whereas the 
government may prefer to be popu- 
lar. Those in power may wish to 
keep a boom booming in order to 
get -reelected. They may wish to 
keep interest rates low in order to 
hold down the cost of servicing the 
public debt. In short, they may 
think in terms of political expe- 
diency.” 
With regard to tax relief: 


“Many a group can present a 
plausible case against its particular 
tax. The trouble is that if every such 
reduction were to be granted, the 
combined result would be a large 
loss of tax receipts and an inflation- 
ary deficit. For this reason, any 
proposal for tax relief should be 
examined very critically. 

“This includes suggestions for re- 
ducing personal income taxes. This 
idea naturally has wide popular ap- 
peal and it is therefore put forward 
at frequent intervals. 

“General tax cuts should not be 
made except when the budget pic- 


WHETHER YOU'RE A CORRESPONDENT BANK OR NOT: 


Give Us 


A Job To Do 


Send us your toughest problem... 
Phone LAfayette 3-6800, ask for Correspondent 
Banking Service and get action—fast! 


The National Shawmut Bank 


40 Water Street, Boston 


Member Federal Deposit Insurance Corporation 


Common and Preferred Dividend Notice 


April 28, 1955 
The Board of Directors of the Company has declared 
the following quarterly dividends, all payable on 
June 1, 1955, to stockholders of record at close of 
business May 10, 1955: 


Security 


Preferred Stock, 5.50°% First Preferred Series $1.3714 
Preferred Stock, 4.75°% Convertible Series. . . .$1.18% 
Preferred Stock, 4.50°% Convertible Series... .$1.12% 


Common Stock 


TEXAS EASTERN 


SHREVEPORT, 


LOUISIANA 


Amount 
per Share 


Secretary 


ture and economic conditions war- 
rant. Otherwise, the price you 
would pay in terms of inflation 
would greatly exceed your tax cut. 

“Taxes are a key factor in the 
stability of our economy. It is im- 
portant for us to see to it that they 
are increased when necessary in 
emergency situations and that they 
are not reduced faster than they 
should be. The alternative would be 
inflation.” 


Budgets 


And on the subject of balanced 
budgets: 

“The traditional approach is the 
concept of the balanced budget. This 
viewpoint emphasizes the dangers 
inherent in deficit financing. It rec- 
ognizes the difficulties involved in 
trying to prune back Government 
spending programs once they have 
become established. 

“As a practical matter, most gov- 
ernments have not found it feasible 
to achieve balanced budgets each 
and every year. Wars, rearmament 
programs, and depressions upset 
even the most careful fiscal plan- 
ning. 

“For example, we have seen that 
under present-day conditions a re- 
cession in business would probably 
create a budget deficit. If this should 
happen, few people would advocate 
raising taxes to try to balance the 
budget. Under certain circum- 
stances, therefore, the theory of an 
always-balanced budget might prove 
to be unworkable. 

“It may be more realistic, there- 
fore, to work toward balancing the 
budget over a span of years, rather 
than in each particular year. 

“This does not imply the aban- 
donment of the concept of a bal- 
anced budget. It is rather an adap- 
tation of this time-tested principle 
to the economic facts of life as they 
exist today. 

* * * 

“It would be highly dangerous... 
to abandon the balanced budget as 
the lodestar for fiscal policy. The 
balanced budget is not a mere slo- 
gan or fetish; it is a fundamental 
lesson derived from long experience 
both in this country and in many 
others. It is amply substantiated 
by practical logic as well. It is the 
best known device for keeping Gov- 
ernment expenditures from getting 
out of hand. 

“Good fiscal policy is a matter of 

(CONTINUED ON PAGE 152) 
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Who's whe ell 


Wherever you or your customers do business, it 
helps if you know the right people. One way to 
know them is through Bank of America—for this 
bank’s fast-growing International Department. 
maintains overseas branches, traveling represent- 
atives, and correspondent connections in every 
part of the world. They assure you of maximum 
dependability—maximum service—in every type 
of transaction. For information, wire or write 
Bank of America, 300 Montgomery Street, San 
Francisco, or 660 South Spring Street, Los 
Angeles. Attention: International Banking De- 
partment. 


Bank of America 


NATIONAL ASSOCIATION 


MEMBER FCOCRAL OCPOSIT corrobation 


BANK OF AMERICA (INTERNATIONAL), New York 
a wholly owned subsidiary 


OVERSEAS BRANCHES: London Manila Tokyo Yokohama Kobe Osaka Bangkok Guam Duesseldorf Singapore 
REPRESENTATIVES: New York * Mexico City * Milan * Paris * Zurich * New Delhi * Havana 
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(CONTINUED FROM PAGE 150) 


applying good sense to the Govern- 
ment’s financial operations. It is 
not, of course, an end in itself. Its 
importance lies in the contribution 
it can make to the welfare of the 
entire nation.” 


Effect on the Individual 


In conclusion, the booklet re- 
emphasizes the importance of fiscal 
policies to the individual’s well- 
being, and suggests to him what 
he can do about it: 

“To sum up, we have seen that 
Federal Reserve policies, debt man- 
agement and fiscal policies com- 
prise a potent arsenal of weapons 
for combating inflation and defla- 
tion. Properly used, they can help 
immensely to preserve our free mar- 
ket economy and to achieve a stable 
dollar and steady economic prog- 
ress. 

“These measures therefore pro- 
mote the welfare of all groups in 
society. In the long run every group 
benefits most from financial sta- 
bility and continuing prosperity. 

“For this reason, the cause of 
sound finance transcends party lines. 
It is non-partisan in character. It 


has always found staunch adherents 
among able men of both political 
parties. 

“Your own stake in this cause is 
enormous. Unsound financial poli- 
cies can do untold harm to you and 
your family. Intelligent policies can 
contribute greatly to your security 
and your standard of living. 

“Finally, this whole matter is 
given added urgency today by the 
tensions that exist throughout the 
world. If our economic strength 
were to be sapped either by infla- 
tion or by depression, this would 
present an open invitation to Com- 
munist aggression. A strong econ- 
omy is essential to American se- 
curity. 

“If these financial measures are 
to be used successfully over the 
years ahead, they will require the 
understanding and the sustained 
support of responsible citizens. 

“This will be a hard, continuing 
job. It will take a lot of doing. Here 
are some specific suggestions as to 
what you can do: 


"You Can... 

(1) You can apply these prin- 
ciples in judging issues of public 
policy. You can avoid being taken 


in by ingenious but false arguments 
that fly in the face of financial com- 
mon sense. 

(2) You can help others to ap- 
preciate the importance of financial 
measures. You can give this book- 
let to a friend and tell him to hand 
it along. 

(3) You can contribute to shap- 
ing the policies of various groups 
of which you are a member. 
Whether you belong to a union, a 
trade association, a service club, 
or whatever, you can encourage it 
vigorously to support these 
measures. 


"Up To You" 


“Remember: In this democracy 
of yours, the soundness of your 
money, the prosperity of your econ- 
omy, and the security of your 
country, are up to you.” 


He was the kind of opportunist 
who could rise above his principles 
if it paid. 


A large laboratory has a machine 
for testing the strength of cartons. 
Apparently the post office can’t be 
relied upon to do it any more. 


Because you trust all your 
employees there is an inevitable 
shock to your feelings when one 
embezzles, but you can avoid the 
financial shock through an adequate 


BLANKET FIDELITY BOND 


NATIONAL SURETY 


CORPORATION 
4 ALBANY ST., NEW YORK 


one of America’s foremost 
fidelity and surety companies 
A MEMBER OF THE FIREMAN'S FUND INSURANCE GROUP 


This symbol on your bond or policy guarantees satisfaction. 
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Aid to Education 


(CONTINUED FROM PAGE 121) 


tions which may do business in other 
states ? 

One answer to that problem is now 
provided by the state associations 
of colleges, of which there are to- 
day some 26 (and three regional 
associations), organized for the ex- 
press purpose of seeking support 
from corporations. In New York, 
for instance, we have the Empire 
State Foundation for Liberal Arts 
Colleges, Inc., which includes 21 col- 
leges and universities in the state. 

A New York corporation can make 
a gift to that foundation which will 
benefit all the members. The large 
universities usually do not join such 
associations, because they have their 
own development programs well or- 
ganized, but the idea of the smaller 
institutions getting together to tell 
their story to industry and to so- 
licit its support seems to many of 
them to offer real hope for the fu- 
ture. 

One agency which may play an 
important part in the growth of the 
idea of corporate support of educa- 
tion is the Council for Financial Aid 
to Education, Inc. Its purpose is to 
promote a better understanding by 
industry of the importance of higher 
education to the future of America 
and to advise both industry and edu- 
cation in connection with their fi- 
nancial contributions and support. 
The council has no funds of its own 
for distribution. It is primarily edu- 
cational and advisory. 


Business Exchanges Ideas 


Big business is getting together, 
also, to discuss this problem. 

Recently the writer sat in with 
representatives of some 25 big busi- 
ness firms who have been meeting 
for three years under the sponsor- 
ship of the National Industrial Con- 
ference Board. These men came to- 
gether to discuss policies and to 
exchange ideas on methods of giving 
corporation funds to education. They 
are sincerely seeking answers to 
the problems involved. 

A quick look at some of the plans 
recently announced will point up 
the different approaches to this 
problem. Gifts for research continue 
in large numbers; almost all big 
corporations now have some type 
of scholarship or fellowship plan. 

Some corporations have made ex- 
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“The Royal 
has 7,0 ‘doors’ 


to business 1n Canada’’ 


THE ROYA 


“On-the-spot” information on 
business opportunities in the 
areas they serve is available 
through the 740 Canadian 
branches of the Royal. This 
familiarity with specific 
territories is available to 
American bankers who want 
data for their customers 
concerning economic and other 
conditions in all parts of this 
fast-growing country. Write 
Business Development Dept., 
at Head Office in Montreal. 


Over 800 branches in Canada, 
the West Indies, Central 

and South America, New York, 
London and Paris. 


L BANK 
OF CANADA 


HEAD OFFICE: MONTREAL 
New York Agency— 
68 William Street, New York 5, N.Y. 


Canada’s Largest Bank 
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tensive use of the state and regional 
associations. U. S. Steel, for in- 
stance, gives substantially to five 
of these associations located in the 
five states in which the corporation's 
main plants are located. General 
Foods has used the associations as 
the medium for its largest grants 
to higher education. 

General Electric has put into ef- 
fect a plan designed to encourage 
its officers and employees to sup- 
port their Alma Maters by agree- 
ing to match their individual gifts 
up to certain limits. Bethlehem 
Steel’s plan is designed to give aid 
to the colleges from which they 
draw employees. The company will 
give $3,000 to certain colleges whose 
| graduates enter the company and 
| spend at least four months in its 
| graduate training program. 

Standard Oil of New Jersey’s re- 
cently announced plan provides for 
grants of $450,000 to the operating 
funds of 138 individual institutions. 
On the other hand, General Motors 
has recently announced a program 
that will provide benefits to 1,400 
students and 306 colleges and uni- 
versities. This will increase GM’s 
annual contributions to higher edu- 
cation to $4,500,000. 

One thing is clear. The corpora- 
tions are aware of the problem, and 
| they are giving it careful study in 
the good American way. Each is 
| working out the answers in its own 
| manner. No company claims to have 
the best solution. All recognize 
that whatever they do is in the na- 
| ture of an experiment which is con- 
| stantly reviewed and changed. 


AUDITOR 
NEEDED IMMEDIATELY 


$70-million Southwestern Bank. Must 
be capable of initiating and super- 
vising complete internal audit pro- 
gram. Excellent working conditions 
and management cooperation in 
fast-growing bank with liberal prof- 
it-sharing plan. Send complete re- 


Better Business 


in the Southwest! 
Can we help you? 


FIRST NATIONAL 
BANK of ARIZONA 


HEAD OFFICE: PHOENIX, ARIZONA 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


sume including picture and present 
salary. Write Box JM—BANKING 
—33 So. Clark Street—Chicago 3, 


Illinois. 


Your directors will be 


better equipped WHY PASS UP EXTRA COMMISSIONS? 


Leading passbook manufacturer now has 


to direct 
if they read 
BANKING! 


1» for aggressive 
; to sell all types of 
cket check covers. Com 


WILLIAM EXLINE INC. 
ONTARIO BLDG. « CLEVELAND 13, OHIO 


for “Plus Profits” in 55 


1. An easy-to-use, tested di- 
rect mail plan with a proven 
record of increasing credit life, 
accident and health insurance 
sales by as much as 30%. 


2. A renewal plan for your 
expirations — with a proven 
record of developing a high 
percentage of renewals—plus 
a six-month renewal certifi- 
cate at 50% of manual rate. 

3. A new Merit Rating Plan 
for automobile coverage . . . 
with discounts for safe driving. 


4. A new field of profitable 
expansion for instalment fi- 


nancing companies . . . a pack- 
aged sales plan for ordinary 
life insurance . . . designed for 
easy operation and quick sales. 


5. A personalized Training 
Program by Central National 
specialists who work on the 
spot with your personnel. 


For more information, with- 
out obligation, and a new 
booklet explaining how Cen- 
tral National can help you 
increase profits, write today 
to J. Earl Thompson, vice 
president. 


CENTRAL NATIONAL INSURANCE COMPANIES 


1805 Harney St. 


Omaha, Nebr. 


KANSAS—M. R. Young, president First 
National Bank, Dedge City, is the new 
president, Kansas Bankers Association 
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Banker Can Help Both Sides 


Here is where the banker may 
well make a contribution. From his 
vantage point, he can see both sides 
of this picture. He can recognize 
the need where it exists and esti- 
mate the amount needed and the 
time required. He will see at once 
that, if business is to support the 
college, it must be done on a busi- 
ness basis. The college must first 
prove not only its inherent sound- 
ness and quality from the educa- 
tional viewpoint. It must also dem- 
onstrate its ability to develop all 
support possible from its traditional 
sources—its trustees and alumni, 
its students’ parents, and its com- 
munity. Until and unless “every 
able member of the family” is doing 
his part, the college has no right to 
expect to obtain help from corpora- 
tions. 

But when such help is being given 
and the college is ready to seek cor- 
porate support, it then needs to look 
closely at the problem and be pre- 
pared to talk to the corporation in 
its own language, not only asking 
for support but demonstrating how 
and why such help should be forth- 
coming. 

Here again the banker can func- 
tion as a go-between. He is used to 
considering the public relations prob- 
lems of his customers; the college 
president in most cases is an edu- 
cator and is not skilled in public 
relations. He is often badly in need 
of help when it comes to interpret- 
ing his institution and its needs to 
the corporations. He must go to 
them with specific suggestions. Why 


LOUISIANA—Lewis Gottlieb, president, 
City National Bank, Baton Rouge, now | 
heads the Louisiana Bankers Association | 
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should they support his college? 
How much should they give? 


Where Natural Tie Exists 


There are certain obvious an- 
swers. A college located in a city or 
town can with confidence invi‘« the 
support of local industry. 

Funds can rightfully be sought 
for research or fellowships and 
scholarships in the field of a cor- 
poration’s interest. Shell Oil, for 
instance, has for years supported 
such studies in the fields of physics, 
chemistry, geology, and engineering. 

A useful step in the strengthening 


Counters « Pedestals 


Custom Built 
or 


Standard 


Metal Counter Equipment 
by 


of teaching staffs has just been an- 
nounced by the Ford Foundation. 
Under this program, the Foundation 
will give a total of $50,000,000 to 
selected colleges and universities 
who will match these grants for the 
purpose of increasing teachers’ sal- 
aries. 

Most of the examples given here 
concern the big national corpora- 
tions, but the principle applies just 
as well to the smaller local company. 
Its philanthropy may be in the hun- 
dreds or thousands instead of mil- 
lions, but to the local college its in- 
fluence can be just as desirable. 


Watson 


Typical installation of WATSON 
standard units in a small bank. 


Busses « Files 


by specialists in the fabrication 


of top-quality metal equipment. 


Write Dept. H-12 
for full information 


established 1887 


WATSON MANUFACTURING CO., In. 


Jamestown, New York 


WATSON ALSO BUILDS A COMPLETE LINE OF STANDARD 
FILING CABINETS AND ROL-DEX ROLLING RECORD UNITS. 
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FINANCIAL PARTNER 
TO THE 
UPPER MIDWEST’S 
EXPANDING ECONOMY 


HIRST 


NATIONAL BANK 
OF MINNEAPOLIS 


RESOURCES OVER $400,000,000 


MEMBER FEDERAL DEPOSIT 
INSURANCE CORPORATION 


Used car market conditions 
vary greatly from one part of 
the country to another. See the 
picture in your area with the 
N.A.D.A. Official Used Car 
Guide . . . published in six 
regional editions. 


Accurate - Concise - Thorough 


e Based upon actual sales trans- 
actions by auto dealers 
throughout six regions 

© Facts in compact, easy-to-use 
form 

e Includes average loan, “as is’’, 
and retail values for all models 


Subscribe for all your $"M PER YEAR 


key employees onl (quantity prices 
on request) 


NATIONAL AUTOMOBILE DEALERS 
USED CAR GUIDE CO. 


1800 H Street, N.W. Washington 6, D.C. 


New Books 


Prosperity Plateau 


AMERICA’S NEEDS & RESOURCES: 
A NEw Survey. By J. Frederic 
Dewhurst and Associates. The 
Twentieth Century Fund, New York. 
1121 pp. $10. 


You might say that here, between 
stout covers, is a massive audit of 
the American economy. Carrying 
forward the similar survey pub- 
lished by the Fund in 1947, this 
volume gives the present position 
(as of 1954) of American resources, 
production, and consumption, and, 
by establishing a basis of compari- 
son with earlier figures, indicates 
the progress that has been made. 

“Actually,” says the Fund’s chair- 
man, Adolf A. Berle, Jr., in the 
foreword, “the progress has been 
enormous, and suggests (as some 
of us had felt) that the United 
States has not merely climbed to a 
new plateau, but is ascending 
heights whose upper limit is not yet 
measurable, and at an accelerated 
rate of speed.” 

The 20th century, Mr. Berle points 
out, “is endowing its children, at 
least in the United States, with 
resources beyond the dreams of past 


generations, and distributing its 
benefits well enough to give an over- 
whelming majority of Americans at 
once the highest standard of living 
ever achieved by a great population 
and the promise that this standard 
will continue to rise.” 

The original book, begun during 
World War II, was primarily a study 
of the rapid transition to a war- 
production economy and the effects 
on the postwar economy. The pres- 
ent volume, says Dr. Dewhurst, ex- 
ecutive director of the Fund, focuses 
on the postwar boom, and “the long- 
range upsurge of the economy which 
this latest boom accentuated, and 
.. . the significance of our expand- 
ing economy for the future well- 
being of our nation.” 

The authors also consider the im- 
pact of the many new products and 
techniques, and the effects of tech- 
nological change on productivity. 
There are projections to 1960. 

Generally speaking, the subject 
matter includes basic trends, con- 
sumption and capital requirements, 
government and foreign transac- 
tions, resources and _ capacities. 
There are innumerable tables and 
charts. 

Collaborating with Dr. Dewhurst 
in this monumental study were more 
than a score of specialists and 
many researchers. 


Resolution on A.B.A. Officers 


The following resolution was 


| adopted at the 59th annual conven- 


tion of the North Carolina Bankers 


| Association, May 8-10, Pinehurst, 
N. C. 


Tue North Carolina Bankers Asso- 


ciation in Convention assembled, 
does hereby adopt the following 
resolution: 

WHEREAS, more than 9,600 of the 
14,420 banks of the United States 
are state-chartered banks, and 

WHEREAS, more than one-half of 


| all the bank assets in the United 


States are held by the State Banks; 


| and 


WHEREAS, including the present 
officers, six out of the last seven 
presidents of the American Bankers 


| Association will have been from 
| National banks; and 


WHEREAS, the American Bankers 


Association has only three elective 
officers, 

Now THEREFORE BE IT RESOLVED 
that this Association go on record 
as calling upon the American 
Bankers Association to amend its 
by-laws to require that the Office 
of President and Vice-President be 
alternated each year between an 
officer of a National bank, and an 
officer of a State-chartered bank, 
and 

BE IT FURTHER RESOLVED that the 
office of Treasurer be alternated 
each two years between an officer of 
a National bank and an officer of a 
State-chartered bank, and 

BE IT FURTHER RESOLVED that a 
copy of this resolution be sent to 
the secretaries of all the Associa- 
tions of Banks in the United States, 
the American Bankers Association, 
The American Banker, Banking, 
and The Southern Banker. 
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Open-Vision 
Store Fronts 
build customer goodwill 


E principle of open-vision design can be 
applied to virtually every 
type of retail business. If public goodwill is 
an important element in your business, you'll 


do well to investigate the advantages of In the Ark of Sweets, Lima, Ohio, the Pittsburgh Polished Plate 
Pittsburgh Open-Vision Store Fronts. For Glass show window at right gives good display for the appetizing 


more information, and a copy of our free store candies, while the Plate Glass open-vision front affords a clean, 
front booklet, send in the convenient coupon. inviting view of the interior. 


A package-laden customer at Bill Martin’s Mainland Liquor Leonards Camera Shop, St. Joseph, Mo., is an excellent example 
Store, Pleasantville, N. J., just steps on the mat and the Her- of good modernization for a small store. Its open-vision front and 
culite® Door with Pittcomatic® control swings open. “Our new clear, uncluttered appearance attracts the attention of the passer- 
front helps us create that desired first impression which is so by and draws him right inside the shop. 

necessary in this competitive business 
world,” says Edith B. Martin, Co-Owner. 


Pittsburgh Plate Glass Company 
Room 5248, 632 Fort Duquesne Blvd., Pittsburgh 22, Pa. 


Without obligation on my part, please send me a FREE copy of your 
modernization booklet, ‘How To Give Your Store The Look That Sells.” 


Name 


Store Fronts 
and Interiors 


by Pittsburgh PAINTS - GLASS - CHEMICALS - BRUSHES + PLASTICS - FIBER GLASS 
G 


33 PLATE Gi COM P A:N Y 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


Address 
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IDEAS for READERS 


A special service of BANKING’S Readers’ Information Bureau 


EEPING UP with the new ideas 
for simplifying his own in- 


creasingly complex business 
and for improving service for cus- 
tomers is one of the bank execu- 
tive’s major responsibilities, but his 
interest in new ideas of almost every 
kind doesn’t stop there. 
As confidential consultant on al- 
most every move depositors make, 


Change at the Drop of 
A Quarter, Dime or Nickel 


The new Klopp coin changer can 
be mounted on wall, counter, or 
stand and is available in four models. 
Recommended to save tellers’ time 
and to make it easier for customers 
to obtain coins for telephone, vend- 
ing machines, parking meters, and 
other uses. For indoor or outdoor 
installation. 

Product of: Klopp Engineering 
Co., 35508 Schoolcraft Road, Livonia, 
Mich. 


New Klopp coin changer 


Full-Vision Check 
Sorters Make Their Bow 

Duplex check sorters with dividers 
of all clear plastic for full vision 
from front to back are now avail- 
able nationally. 

Combining lightness of weight 
with large indexing and smallness 
in size, Duplex sorters are made 
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from the purchase, construction, re- 
modeling or extension of homes, 
commercial, industrial, institutional 
and farm structures, to the opera- 
tion of his clients’ businesses, he 
must unfailingly keep abreast of 
ideas, products, materials, and ma- 
chinery for every need of those 
clients. 

“Ideas for Readers” is aimed at 


Duplex Full-Vision check sorter 


with divider, spacer, and index 
hoider all in one piece, making for 
easier replacement of index pieces 
when necessary. 

The full-vision feature helps in 
speeding up the sorting operation 
and eliminates the possibility of 
leaving a check in the sorter, the 
manufacturer says. 

Custom built units for special 
transit department needs can also be 
supplied with the new high visibil- 
ity and index features. 

Products of: Watkins Industries, 
P. O. Box 2621, Youngstown, Ohio. 


New Small Saddle 
Stapler Can Bind A Book 

A stapler that can be operated 
in small space on a desk yet does 
man-sized saddle stapling on any- 
thing from eight to 128 pages is 
the new B8S saddle stapler. 

The stapler mechanism is mounted 
on a specially formed saddle base 


keeping bank executives informed 
on some of those developments and 
their applications. You are invited 
to send inquiries for further infor. 
mation about any of the items re. 
ported in this department, or any 
other products of interest to your 
bank or its clients, to Readers’ In. 
formation Bureau, Banking, 38 §. 
Dearborn Street, Chicago 3, Ill. 


with the clincher at the peak of the 
saddle. The back of the base is 
curved so that pages to be bound 
roll up, permitting stapling up to 
12 inches in width. 

Finished in black enamel and 
chromium, the B8S combines good 
looks with a new efficiency that 
makes it especially adaptable to 
many bank stapling jobs. 

Product of: Bostitch, Westerley, 
R. I. 


B8S saddle stapler 


TV-Eye Installations 
Continue in Nation’s Banks 
Closed circuit television systems, 
introduced in 1953 to speed up veri- 
fication of signatures and balances 
between tellers and bookkeeping de- 
partments, are continuing to be 
installed in banks in all parts of the 
country. 
Largest installation is in the 
(CONTINUED ON PAGE 160) 
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The First Trust & Deposit Company of Syracuse, N. Y., 
offered a Thruway map to viewers on BADGE 714, syndi- 
cated series of “Dragnet”, starring Jack Webb. 


The next day, over 40,000 maps were handed out at the 
bank’s 14 branch offices. That’s more than 121 requests 
a minute —right through the banking day! 


And as Edward J. Labs, Jr., account executive for the bank’s 
advertising agency, writes: “Our renewal contract for an- 
other full year is on its way, as an expression of how we 
feel about Syracuse’s highest-rated television program.” 
Latest available ARB Reports show BADGE 714 topping all 


competition—local and network—in its time period in 25 
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“on 


BADGE 714... 


one offer 
in one city 
brought 40,000 requests 


the next day 


out of the 36 markets rated.* 


Get swift, sure action from your television advertising 
with BADGE 714! A network-calibre program at local mar- 
ket prices. Call NBC Film Division today for facts, figures 
and audition prints of BADGE 714. 


NBC FILM DIVISION 


serving all sponsors... 
serving all stations 


30 Rockefeller Plaza, New York 20, N. Y. 
Merchandise Mart, Chicago, Ill. 
Sunset & Vine Sts., Hollywood, Calif. 


* February, 1955 
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You buy your car by brand. 
Its name is your guarantee of 
value and performance. 


The same is true of automobile 
insurance. 
For your own sake, buy from 


your reputable HOMEtown agent 
He gives you service— 
Not just sales-talk. 


THE 


ORGANIZED 1853 


Ty PROPERTY INSURANCE Séé 


Is your Insurance as g00d 
as your car? 


It pays fo take an interest 
in your insurance com 

too. You need a friendly, 
reliable company whose 
reputation measures up to 
your car's. Then you know 
you're protected when 
@ loss occurs, 


‘mn Home Insurance Company’s new 
advertisement sells automobile insur- 
ance, sure... 


but more important, it tells your custom- 
ers about the value of quality protection. 


Your auto loans must be covered by 
insurance—and it is in the interest 
of both bank and borrower to specify 
the very best insurance available. 


Your local agent of The Home Insurance 
Company will be glad to cooperate 

with you in every way possible— 

why not call him? 


THE HOME 


ORGANIZED 1853 a 
(Pusurence Company 


Home Office: 59 Maiden Lane, New York 8, N.Y. 
FIRE AUTOMOBILE MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 
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appears in: 


American Home 
: Better Homes and Gardens ; 
Nation's Business 
Town Journal 
Time 


Newsweek 


(CONTINUED FROM PAGE 158) 


Provident Institution for Savings, 
Boston, where four cameras and 17 
individual receivers in tellers’ cages 
speed up service to depositors and 
save hours of time for tellers. 

The system consists of a light- 
weight TV camera and camera con- 
trol unit which can be connected 
with any standard television re- 
ceiver to make up a closed circuit 
system requiring no FCC authoriza- 
tion. 

Most recent installations are in 
the Central State Bank, Oklahoma 
City, and the Irving State Bank, 
Irving, Tex. In the latter, the TV 
Eye serves to connect the bookkeep- 
ing department with two drive-in 
tellers. 

Product of: Radio Corporation of 
America, 30 Rockefeller Plaza, New 
York 20. 


TV-Eye camera is focused on signature 
card in records department of Industrial 
National Bank, Dallas 


Automatic Dictation Cuts 
Costs, Speeding Work 


In one installation of the auto- 
matic letter-writing system devel- 
oped by Dictaphone Corporation, 150 
dictators in many different depart- 
ments phone their letters through 
an automatic switchboard to one 
of nine remotely located recording 
machines. 

Eleven typists are able to handle 
the transcription, which is returned 
to the dictator by messenger. It is 
estimated that with the new system, 
known as the Telecord Dictation 
System, secretaries can turn out 
25% more work than with cylinder 
dictating. 

Developed by: Dictaphone Corp., 


| 420 Lexington Ave., New York 17. 
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Direct Sendings now eliminate 
handling by intermediate banks of 
collection items going from 
Republic to over 700 key points. 
This can save days over routine 
handling. 


On special authority, we also hold 
and enter for immediate collection 
all return items. This special han- 
dling has resulted in collection of 
over 90% of N.S.F. items without 
return to point of origin. 


CAPITAL AND SURPLUS $60,000,000 & LARGEST IN THE SOUTH 


NATIONAL BANK of Dallas 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


The Financial Center of the Southwest 
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It’s actually easy to save money— when you buy 
United States Series E Savings Bonds through the 
automatic Payroll Savings Plan where you work! 
You just sign an application at your pay office; 
after that your saving is done for you. And the 
Bonds you receive will pay you interest at the rate 
of 3% per year, compounded semiannually, for as 
long as 19 years and 8 months if you wish! Sign up 
today! Or, if you’re self-employed, invest in Bonds 
regularly where you bank. 


A bullet sang 
through her sleeve 


FTER THE BATTLE of Spotsylvania, she 
wrote, “I have cooked ten dozen eggs, 
made cracker toast, blanc mange, milk 
punch, arrow-root, washed hands and faces, 
put ice on hot heads, written six soldiers’ 
letters home, stood beside three death 
beds ... It has been a long day...” 


But no longer than the day at Antietam, 
where as Blue and Gray fought to the death, 
a bullet sang through her sleeve and killed 
the wounded soldier she was caring for. 


Or Fredericksburg, where a shell frag- 
ment tore her clothing but could not frighten 
her from working while the battle raged. 


It is not surprising that this slender deter- 
mined woman later founded the American 
Red Cross almost singlehanded. For Clara 
Barton had become an artist and expert at 
meeting grim disaster. 


Like Clara Barton, today’s Americans still 
meet trouble with skill and resolution. For 
qualities that made her great still live in the 
American people. And the fact that these 
people are the real guarantee standing be- 
hind our country’s Savings Bonds tells you 
why U.S. Savings Bonds rank among the 
world’s finest investments. 


Why not join the millions of your fellow 
citizens who are now guarding their futures 
—and their country’s—by investing in, and 
holding, U.S. Savings Bonds? Start today! 


Safe as America——US. Savings Bonds 


The U.S. Government does not pay for this advertisement. It is donated by this publication in cooperation with the 
Advertising Council and the Magazine Publishers of America. 
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Cover II 
Air Reduction Company, Incor- 
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Home Insurance Company, The. 160 
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Car Guide Company....... 156 


National Broadcasting Company 
(Film Division) 159 


National Cash Register Com- 

The 77 
National City Bank of Cleve- 

land, The 32 
National Homes Corporation .. 93 
National Shawmut Bank of Bos- 

National Surety Corporation.. 152 
National Tube Company...... 133 
New York Terminal Warehouse 

Company 30 
Old Republic Credit Life In- 

surance Company ...... oe. 124 


Pittsburgh Plate Glass Company 157 


Rand McNally & Company..18, 109 
Recordak Corporation (Subsidi- 
ary of Eastman Kodak Com- 


pamy) 66, 67 
Remington Rand, Inc. ....... 143 
Republic National Bank of 

Riggs National Bank of paleo 

tem, C., The... 31 
Royal Bank of Canada....... 153 
Safeway Stores, Inc. .......+- 108 


Scudder, Stevens & Clark Fund, 


142 
Security- First National Bank of 

Les Angeles 90 
Smith-Corona, Inc .......... 137 


Standard Oil Company of New 

Stanley Works, The (Magic Door 
Division) 1 


Tennessee Coal, Iron & Rail- 


road Company ...... 133 
Texas Company, The ........- 128 
Texas Eastern Transmissicn Cor- 

Poration 150 
Todd Company, Inc. ........+ 125 
Union Supply Company .... 133 
United States Bronze Sign Com- 

pamy, Ime. 
United States Steel Corporation 

of New Jersey .........0.: 33 
— States Steel Export Com- 

133 
United States Steel Homes, Inc. 13 
United States Steel Products 

Compamy 133 
United States Steel Supply Com- 

133 
United States Treasury ...... 162 
Universal Atlas Cement Com- 

PANY 133 
Valley National Bank, Phoenix. 147 
Visi-Shelf File, Imc. 163 
Watson Manufacturing Com- 

pany, Imc. 155 


June 1955 


iling System 


SAVES TIME! 
SAVES MONEY! 


with 


“TWICE AS MANY RECORDS IN THE SAME SPACE” 


or 
Your Same Amount 
of Records in HALF 

the Space! 


Typical Visi-Shelf instal- 
lation shows space- 
saving advantages! 


Records are always accessible 
for faster, easier filing! 


THESE SAVINGS CAN BE YOURS 


Floor Plan of an Actual Filing Area Before 


Installation of the Visi-Shelf Filing System 


This area was occupied by 196 four drawer letter filing cabinets with 
a filing capacity of 784 drawers or 20,776 filing inches. 


Floor Plan after Installation of the Visi-Shelf Filing System 


More Than Half the Filing Area Recovered for Other Use! 


90 Visi-Shelf Filing Units, occupying less than half the original filing 
area, hold all of the records previously filed in the entire filing area! 
These units, with a filing capacity of 25,380 filing inches offer 4,604 
more filing inches —an increase of 25% in filing capacity. 


Send for full details of | Visi-Shelf File, Inc. 


this remarkable new 
ew Tor We 


Filing System! 

Please send free catalog describ- 7 
© 1955 & ing the new Visi-Shelf Filing System. §j 
VISI-SHELF 

105 READE STREET Zone......State.......... i 


NEW YORK 13. 
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The OUTLOOK and Condition of Business 


(CONTINUED FROM PAGE 37) 


will have an influence on Anglo-American political and 
trade relations and on the world generally. 

Informed European opinion holds that another Con- 
servative victory in the United Kingdom foreshadows 
early convertibility of currencies on the Continent and 
in the sterling area, while the Laborites still seem 
adamant about re-nationalizing the steel industry and, 
in general, keeping a tight rein on controls, just as a 
certain group close to the heads of government in this 
country seem bent on doing. Thus, the outcome of 
the elections is of obvious import to the United States. 

In a wider sense, the British elections will give a 
good indication of the feeling of the electorate and may 
influence American thinking regarding next year’s 
Presidential election. The election of Winston Churchill 
preceded that of President Eisenhower, it may be re- 
called. 


Credit Brake 


Active business has created a big demand for credit. 
Mortgage money particularly has a tendency to tighten 
in some areas. Insurance companies and other non- 
bank lenders have little in the way of excess funds to 
lend. Ordinarily they could sell from their portfolios 
of Government bonds, but with the market down this 
would involve substantial losses. 

This credit situation may serve as an automatic 
brake on any over-rapid expansion. Present monetary 
policy seems designed to keep prosperity rolling but 
prevent excesses. 

The prevailing atmosphere of optimism is very con- 
tagious. Even textiles are perking up after being in 
the doldrums for so long, and troublesome farm sur- 
pluses show signs of decline for the first time in eight 
months. 

Steel, automobiles, and building construction con- 
tinue at peak levels. New automobiles are selling better 
than expected and retail sales, which have been con- 


BILLIONS OF COLLARS 


SEASONALLY ADJUSTED ANNUAL MATES 


1951 


YSEE NOTE 4 On TABLE BELOW 
SOURCES SECURITIES AND EXCHANGE COMMISSION AND DEPARTWENT OF COMMERCE 


sistently above the levels of 1954, reflect not only high’ 
personal income but also public confidence in the future, | 


Potential trouble spots are relatively few. Over 
building in some areas is causing some concern. Warn. | 
ings about too easy credit terms have been issued by: 
bankers and others. Government agencies are also 
tightening up on terms. 

Commercial, industrial, and agricultural loans are 
also considerably ahead of last year and so is the retail” 
credit picture. Individuals have about 10% of their 
income, after taxes, tied up in paying off instalment” 
debt. Family debt is also considerable in the mortgage | 
field, relatively higher than in other fields. ‘ 

The March 15 and April 15 tax collections were much | 
better than anticipated by the Government in January, 


GAW 


So much for the bright side of the picture. How 
about GAW and what is a GAW? 
many things but it means just what it says. There are 
no semantics in the phrase “Guaranteed Annual Wage.” 

Major labor contracts in the automotive and steel | 
industries are up for renewal this year. They focus” 
around the Guaranteed Annual Wage. A compromise 
may be reached before this appears in print, at least © 
in Detroit, but it could also mean strikes. 

The Guaranteed Annual Wage would be an extraordi- 
nary experience in American corporate and sociological 
history. It is as controversial as the polio vaccines. — 
One school of thought holds GAW would be a boon to” 
the economy; others maintain that it would wreck it” 
eventually. 

Major strikes always have a two-pronged effect. 
They produce loss of income both on the manufactur © 
ing and retail level and all related industries are af-— 
fected as well. They also create a vacuum of produc: © 
tion which has to be filled subsequently by greater out- — 
put—that’s the silver lining. 

WILLIAM R. KUHNS 


BILLIONS OF DOLLARS 


GROSS PRIVATE 
DOMESTIC INVESTMENT 


According to preliminary estimates, 
gross private domestic investment in- 
creased by about $2.5-billion (season-— 
ally adjusted annual rate) in the first 
quarter of 1955. A sharp rise in pro-j 
duction was only partially offset by a 
decline in producers’ durable equip- 
ment. The decline in business inven- 
tories which started in late 1953 was” 

arrested q 


BANKING | 


It has been called ® 
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